


When Bert 

Lemmenes 

drives into Waupun, 

Wisconsin for tools, he 

heads straight for a UNION dealer. 

“Farming 210 acres here in Fond Du Lac County 

has taught me that the best tools insure good oper- 

ation,” says Mr. Lemmenes. “I settled on Union 

Tools because they have the balance that always 

feels right to me, whether it’s a new tool or one 
that’s been repaired.” 


The hang and balance of a new tool mean a lot in 
selling farmers. But when you can guarantee that 
same tool to keep its perfect hang and balance, no 


THE UNION FORK 


matter how many accidents may happen to the 
handle, you've got something that keeps customers 
permanently satisfied to buy their tools from you. 


Our Right Repair Handle Service Plan, which keeps 
our tools ALWAYS IN BALANCE AND RENEWABLE 
FOR LONGER LIFE, will be advertised to over 61/2 
MILLION farmers this Spring. Ask your jobber for 
details of our 1938 Sales Plan, including new im- 
provements in UNION Tools, our new Fan-Type Dis- 
play Rack, and SPEEDLINE Garden Tools — the 
popular priced, light weight tools with 
the exclusive sales appeal of color. (If 
your jobber cannot supply you, write 
for name of UNION jobber who can.) 
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Makers of Quality Steel Goods for Over 40 Years — COLUMBUS, OHIO — JACKSON, MISS. — FRANKFORT, N. Y. 


Additional Sales (@) ‘fats 


New York City, Baltimore, Los Angeles, San ar latiaey Seattle 

















Modern Steels are changing 





farm life in America 

























Gore BUILD UP YOUR BUSINESS 


National farm papers. Republic believes 
in the dealer and is backing its belief with | 
extensive advertising like this. Read it! 


—Republic is running this full-page, two- 
color advertisement—second of a series 





. . ed 





{ —in the March issues of 15 State and 
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— and there’s a friendly Republic dealer, 


in a nearby town, 


@ Better steels, stronger steels, 
tougher and longer lasting steels 
—developed and produced by 
Republic—are rapidly changing the 
farming habits of America. 

The modern tractor, the newest 
combine, the improved corn picker, 
the up-to-date power washer, and 
scores of other labor-saving devices 
are taking much of the drudgery 
out of farm life. Radios, tele- 
phones, and automobiles have 
added pleasure and convenience. 


Republic metallurgists and engi- 
neers are constantly working with 
the manufacturers of these and 
other products that you are using 


ready to serve you 


every day—helping to make them 
look better, last longer, and serve 
better and more economically. 


And now Republic is devoting ex- 
tensive new facilities and a wealth 
of practical experience to the exclu- 
sive development and production of 
special agricultural steels and a 
notable line of agricultural products. 


Thousands of farmers already know 
that the name 


galvanized roofing, and other 
products, through local dealers in 
important farming communities. 


The Republic dealer in your com- 
munity is anxious to serve you. He 
has been selected because he is a 
man you can depend upon. And 
he has selected Republic Products 
because they are products that you 
can depend upon. 


Get better acquainted with Republic 
Products. Get acquainted with 
your local Republic dealer. He is a 

good man for you to know. 





Republic means 
Quality. They 
look foritwhen 
they buy fence, 
barbed wire, 
steel posts, 
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4 GALVANIZED ROOFING 
3) REPUBLIC 
STUDDED “Y” POST 















RePuBLiCc 
FARM FENCE 
REPUBLIC 
CHANNEL POST 


REPUBLIC 
BARBED WIRE 














A symbol of quality and value 
in steel products for the farm 


REPUBLIC STEEL CORPORATION 


WIRE DIVISION) 

7850 South Chicago Ave., Chicago, Ill. 
(General Offices: 
Cleveland, Ohio) 

Farm products plants 
at Gadsden, Ala., 

and Chicago, Ill. 











How well do you know 
your local dealer? 
Your Republic dealer is inter- 
ested in you. You should be 
interested in him—for each 
of you helps the other. Plan 
to get better acquainted. 
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‘3 YEARS UNDER THE SEA... 


and this YALE PADLOCK still works! 


Actual photograph, 
showing this YALE 






“Standard” Padlock 
... just as it came 
up from the sea, 


Feature the famous “Standard series of 


YALE PADLOCKS 


What a striking story of quality and durability is told by the 


No. 813—1 in. . . . . $1.25 etait letter and photograph above. YALE “Standard” padlocks are 
No. 823—1% in. . . . . 1.50 retail made throughout of non-corroding metals, such as bronze 
No. 833—I%in. . . . . 1.75 retail ai ee Za . ‘> 

Ne. 843—1%in. . . . , 2.00retat OF nickel-bronze. Every individual part, therefore, is virtually 
No. ng . + + + 2.25 retail  weather-proof, making these padlocks ideal for outdoor use 
= ie ; Me ae everywhere. Added to these features is the dependable security of 
No. 893-3 in. . . . . 7.50retail the lever-tumbler mechanism, developed and improved by YALE. 
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REPUBLIC 
STEEL PRODUCTS 
FOR THE 
HARDWARE TRADE 


A complete p of standard bolts, nuts 
nvets lag screws. turnbuckles and kindred 
tems—all Upson Quality —friends of the 


hardware trade for 4 generations 


New high qu re products —Repub 
smooth and barbed wire, fenci poultry 
nétting and bole ties Also dded 


Y. channel, angle and 


$ spikes and staples - 
of dependable items for farm 


suited te accepted by 


Cooking utensils made of ENDURO Stainless 
Steel or enameled on Toncon Iron Enomeling 
Stock are profitable lines to handle Names 


of monufacturers on request 


Republic roofing and sheets of steel copper 
beoring steel and rust-resisting Toncon tron 
—for new and repair work on the farm. in 


buildings and industry 


Republic pipe avoilable in all standard 
n steel copper-bearing steel and 
rust-resisting Toncan lron—for all building 


and industrial use 
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FOR YEARS, 


YOU'VE SOLD 
REPUBLIC 
STEELS IN.. 








@ Remember that radio you sold Mrs. Brown last 
week? It’s a good guess that some part of it was made 
of Republic steel. 

Manufacturers of radios—as well as manufacturers of | 
all products—select materials with utmost care. They 
know that quality of product can make or break a repu- 
tation. Therefore, they use materials of uniform high 
quality—Republic steels. 

Your reputation and your business in the future de- | 
pend largely upon the “bread-and-butter” products you | 
stock and sell. There’s no better reason, then, why you 
should insist that your jobber send you Republic steel 
products for the hardware trade. All are of the same 
“full-dollar-value” quality as the Republic steels you 
sell in radios, washing machines, ranges, agricultural 
implements and other products. Republic Steel Cor- 
poration, Cleveland, Ohio. 











[REPUBLIC | 





REG. U.S. PAT. OFF. 


REPUBLIC STEEL 





BERGER MANUFACTURING DIVISION - STEEL AND TUBES, INC. 
UNION DRAWN STEEL DIVISION - TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 
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REEP YOUR EYE 


The New PLUS-Sign on Screws 
Means PLUS Profits for You! 


American Screw Company announces the 
greatest advancement in screw design in 





85 years—and a new program of sales 
promotion 





ey am * 


Patent Nox » 046,243 2,046,837 2,046,839 2,046,840 2,082,085 2,084,07% 2,084,079 2,090,388 
Other Domestic and Foreign Patents Allowed and Pending 








Faster work with half the pressure As easy as pointing your finger Better work —and no spoilage 


The tapered driver fits the screw’s tapered One hand free to hold the work. The screw The driver can't slip out and scar thé sur- 
recess. Three times the purchase of a slot can't drop off the driver. Self-centering. face or hurt the hands. No burrs— no 
ted screw. No pilot hole needed. No screws driven crooked. broken heads. Better holding power, 


HERE ARE THE REASONS WHY AMERICA IS TURNING TO AMERICAN PLUS SCREWS 


MINUS 
FEATURES 


Conventional Slotted 
Screws 





Two hands to drive Slotted screws often Broken heads waste Slipping driver scars Burrs on the slot must 
screw straight «o in crooked time and screws finish or hands often be removed 








at 


[ 


PLUS 
reortints | 


American PLUS 


Screws 


sy 





One hand starting Self-centering . . straight Head is strongest part Driver can’t slip from Can be driven and count- 
and driving or at an angle no breakage recessed heac ersunk without damage 
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A complete line of auto bodies now 
use American PLUS Screws. A 
large part of the furniture industry 
has standardized on American 
PLUS Screws. You’ll see the “plus- 


sign” recess on nationally-adver- 





tised refrigerators, radios, electric 
motors, vacuum cleaners... and 
hundreds of other products that are 


fastened with screws. 


AWKWARD PLACES 
EASY TO REACH 


The American PLUS Screw grips the driv- 
er, and the driver can be held vertically 
downward before the screw will fall 
off. This makes it easy to “get at” 


inconvenient places — one hand American PLUS 
- Screws may be used 
is free for support, or to hold with hand, spiral or 
Sac : power drivers. Phillips 
the object being worked on. iigcsa anil Gils ane 
available from The 
American Screw Com- 
pany and leading tool 
manufacturers. Or or- 
dinary drivers may be 

used. 


AMERICAN SCREW COMPANY, prowoence, r. 1. 


Wood Screws Machine Screws Sheet Metal Screws Stove Bolts 
in both slotted head and Phillips recessed head 
Chicago office and warehouse: 219 West Randolph Street 
Pacific Coast Representative: 
Osgood & Howell! Los Angeles, Seattle, San Francisco 
Detroit office: 1010 Stephenson Building 


Copyrisht 198% by American Screw Co 
. 


Send Coupon for AMERICAN PLUS PLAN 


The American PLUS Plan includes a new price structure (with a 
greater opportunity for you to profit), merchandising helps and free 
promotional material. It also contains accounts of the acceptance 
American PLUS Screws have already obtained in some of America’s 
leading industrial plants. 


Write Your Name Here. Tear Off and Mail To 
AMERICAN SCREW CO., PROVIDENCE, R. I. 


Name of Firm 
Address__- 


Your Name 
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CUT Zustening COSTS 


SAVE TIME—INCREASE HOLDING POWER 
REDUCE SPOILAGE AND INJURIES 


FOLITTE-Phillips 


Recessed Head::Self-Centering 


SCREWS & BOLTS 








U. S. Patents gyn 2,046,837, gy =r peaeae 








driver for hard-to-get-at places 


sili 
One hand driving, 
other hand free to hold work 





Driver guides screw. Can be 


driven straight at any angle Z i 4 


Stronger Job. 
Smaller pilot hole 


“/ 7 
Less than half the pressure : : 


OVAL ROUND FILLISTER STOVE 


FLAT 

YY SF OC S&S &S 
i! 

WOOD SCREWS: MACHINE SCREWS : STOVE BOLTS: SHEET METAL SCREWS 


CONTINENTAL ‘#s 
SCREW COMPANY 3 


New Bedford, Mass.¢ Warehouses at Detroit & Chattanooga ® 
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PEDIGREED 
HANDLES 


A Big Step to 
Handle Profits 


@ We asked a thousand hardware merchants what they wanted to 
make the handle business more profitable. They told us—plenty! 


Boiled down it amounted to this: 
FIRST—Handles of the finest quality. 

SECOND—Popular prices that the consumer wants to pay. 
THIRD—Discounts that would guarantee a substantial profit to 


the merchant. 
We have answered all these requests with THE PEDIGREED LINE 


of Handles. The retail price of each grade is suggested by a number 
on the label, as shown in the illustration. The discounts are liberal 
and assure you a substantial margin. The quality is always the best 
that can be obtained for the price. We are the oldest and largest 
manufacturer of Hickory Handles in the world and our reputation 
guarantees the quality. This is a big step forward in the handle 
business, pioneered by us for the benefit of the hardware merchant. 
You will want to see this new line of handles. Your jobber can 
supply you. If he cannot, write us for the name of a nearby dis- 
tributor who can make prompt shipment. 


If you want still quicker action, use the coupon below. We will 
send you a sample Hammer Handle from our new PEDIGREED 


LINE so that you can examine it right in your own office. Please 
fill the coupon out completely, giving your jobber’s name. Turner- 
day Handles are sold only through recognized hardware jobbers. 


TURNER, DAY & WOOLWORTH HANDLE CO. « Louisville, Ky. 
CLIP AND MAIL TODAY 



























































TURNER, DAY & WOOLWORTH HANDLE CO. - Louisville, Ky. 


Gentlemen: 
Please send me a sample Hammer Handle from your new 
line of PEDIGREED HANDLES. I will examine it care- 
fully and tell you what I think of it. It is understood 
there is no cost or obligation on my part. 





Name of firm 





My name 


Street address 


bi i i. F LE 
M 
i Uj 4 il - a D A | City State 


H | C os 0 R y ” f nl D L a 4 Name of jobber from whom we buy handles 


HICKORY HANDLES BACKED BY 80 YEARS OF WORLD LEADERSHIP 
ao SO CY RE AO A i: Scere 
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MODEL 6-S 


SIMPLE ¢ POSITIVE * ACCURATE * HANDSOME 
THREE RIFLES IN ONE 


Can be used as an automatic, or manually operated bolt 
action repeater, or single shot rifle. 

As an automatic, trigger must be pulled to fire each shot. 
Force of recoil loads, cocks, extracts and ejects. 

Opens a whole new field of fast, interesting shooting for 


SELF-CLEANING GAS ESCAPEMENT PORT SPOrtsmen, young and old. 


——————i SS 
Vow SAVAGE UTILITY GUN 
bs) 


HOTGUN AND RIFLE 


TWO ARMS IN ONE! TO RETAIL AT 
There are many men who like to hunt oc- $ ] 7 2 5 






Rifle Shotgun casionally, but haven’t time or money 
Barrel Barrel enough to go into it as extensively as they Madel 210 Os le Shot 
Model 221 .30/30 Caliber 12 Ga. would like. Now you can offer them a Calibers .30/30 or .25/20 
, practical sporting arm that is just what TO RETAIL AT 
Model 222 -30/30 Caliber 16 Ga. they have been looking for. With the rifle 5] 3 25 
Model 223 -30/30 Caliber 20 Ga. barrel in place, it’s good for all game up to 
° and including deer. Withtheshotgunbarrel Model ingle Sh 
Model 224 .25/20 Caliber 12 Ga. ip nd ox ~~ we 
in place, it will serve for all general game ,, 1639 Gates 460 Bore 
and bird shooting. More extra business! TO RETAIL AT 
Single Shot - Hammerless $] 0° 


Automatic Ejector « Takedown 
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SENSATIONALLY PRICED 
m SAVAGE .224omalic RIFLES 


.22 LONG RIFLE— magazine capacity 15 shots MODEL 6 
as TO RETAIL AT 


Here’s what thousands of shooters have long wanted. Fine, 


shot. man-size, accurate .22 rifles built to shoot as fast as the 5 O 
trigger can be pulled . . . priced to sell as fast as they can 





x for be made! 
Beginning early this spring, the new Savage Automatics will 
be advertised to several million men and boys through the MODEL 6-S 
- outdoor magazines, boys’ magazines, and farm papers. Fitted with “All-Purpose” 
= Unquestionably, these rifles will create a high tide of inter- Peep Sights 
est, enthusiasm and... sales. It will be extra business... TO RETAIL AT 
= all in additian to your normal sale of established models. 
You'll find it a distinct advantage to ask your wholesaler ¢$ ? 5 
about these new automatic .22’s promptly! 






_ AT 


2 


TO RETAIL AT 


Tx STENENS No.59 $1350. 


Shot --" \ 
: oo" IN 
sia -410 GAUGE REPEATING SHOTGUN we _ 4 
-_——" M 
TUBULAR MAGAZINE T SAVAGE AN ice NY: goiders * | 
hie 5 Shots — 4 in magazine, 1 in chamber Dept: anil aul scrip qistribuo”™ 
Sian Chambered for 3” Shell ‘ Kine os for coum \ 
t 

i This newly designed .410 bolt action repeating shotgun ' new a 

provides a /arge magazine capacity which adds to the pleas- ‘ veal nen = 

ure and usefulness of this popular sporting arm. ry . Oe il 





MARCH 10, 1938 “ 





HAVE YOU TRIED 
AMCO ALL-WEATHER 
MANILA ROPE? IT’S 
SPECIALLY TREATED 
TO RESIST MOISTURE 
AND ROTTING. 


1 ust AMCO ALL 2. 
THE TIME. ITLASTS 
CONSIDERABLY | 
LONGER THAN 
ORDINARY ROPE. 


PHONG rs 
Noble & Weg; Sts, | 


Western Factory Branch wt ae Urol VTi an @relae re lelemuilice >t. Louis, Mo 
y j 
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The high quality of Gold Strand builds 
screen cloth sales and creates good will 
for your store. The Gold Strand Measur- 
ing Tape tells you to the inch the amount 
of cloth in any cut roll. Demand Gold 
Strand from your jobber. It combines 
quality and convenience. 


AMERICAN WIRE FABRICS CORPORATION 
subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 


NEW YORK * CHICAGO * WORCESTER * SAN FRANCISCO 


1938 








FOR BETTER BUSINESS! 





TO HARDWARE WHOLESALERS: 


Why not Support the Better Insect 
Spray that Provides Real Profits to 
Your Dealers Instead of Brands that 
are Sold at Profitless Prices in 
Every Local Store! 


BUG-A-BOO PAYS A PROFIT 


POWERFULLY ADVERTISED—Smart, attractive advertis- 

‘ing in leading monthly and weekly magazines supports 
Bug-a-boo. And brilliantly colored counter cards, cut-outs 
and window displays attract immediate attention. 


B b A CATCHY NAME —Bug-a-boo is a name any one will re- 
u ‘a: oOo member. It’s easy to recall—easy to say. 


AGREAT PRODUCT —Bug-a-boo is fast and sure;contains 

















extra pyrethrum. In spite of its power, it’s harmless to use 


Kills fhies, mosquitoes —won’t spot or Stain walls, furniture or maieindiienetas a 
moths, ants and many pleasant, pine-like fragrance. 
other household insects SALES SHOOTING AHEAD—Bug-a-boo sells fast—and 


repeats! Sales have been growing by leaps and bounds. And 

every sale means a satisfactory profit 

for the hardware dealer — and whole- Duauinleed bi Yy 
afl 





saler. You’re not in the business forthe GOOD 
SOCONY-VACUUM love of it...so tie up with the better HOUSEKEEPING 
“ insect ecg that pays a profit. celind Uueuin 


ms ?*) G’BYE 
Se: “a0 
; IS 2 IT’S 

















THE INSECT SPRAY THAT PAYS A PROFIT 
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14 Million Challenges Start You Selling 


MARCH 10, 


1938 


gy ponies consumer magazines will starc within the next few days to 
spread before the country 14,321,952 announcements of the NEW 
Winchester LEADER Staynless .22 rim fire cartridges. In each advertise- 
ing message a challenge to enjoy LEADER accuracy and economy. 

Keyed up by the many smashing recent pace-setting successes pioneered 
by Winchester world leadership ...in new and improved rifles and metal- 
lic cartridges, shotguns and shot shells . . . the shooting-public is ready. 
Ready with another stock-depleting enthusiastic response of buying. 

Every gun and ammunition man knows the Winchester Leader Shot 
Shell for supreme service to three generations of shooters. ..unsurpassed 
in quality. Here is a NEW Winchester line of .22 rim fires bearing the 
Leader name, and offered at the price of standard smokeless .22s. 

New higher accuracy ... Flatter trajectory ...Staynless—no rust, no 
cleaning ... Smokeless . . . Solid-type lubricated lead bullets. 

New bullet with special profile. New stronger BRASS case. New prim- 
ing—the latest development in the dependable Winchester Staynless. 

Order Winchester Leader Staynless .22 Cartridges NOW. Write for 
the new full color FREE display—it packs a big sales PUNCH. Get the 
new free folders. Have your stock in and have your tie-in display in the 
window when the big advertising breaks. 

















Look at this wide assort- 
cuttin ment of fine Cabinet Sets! 


HEY possess a quality appearance and prove by perform- 
ance that they are designed right and are sturdily built. 
Their attractive finishes, which enhance every cabinet installa- 
tion, will catch the eye of your trade, but the real satisfac- 








No. 705S 
Cebinet Poor torch tion which builds repeat business follows their purchase. 


In designing these hardware sets every type of cabinet door was considered. 
The diversity of styles will meet every demand of your trade, even of the 
most fastidious. Simplicity of mechanism is the modern trend and 


National CABINET SETS 


incorporate the most modern ideas to simplify installation, assure positive 
friction-free action and add years to the serviceable life of the hardware. 


It is a pleasure to stock and sell these sets because of their completeness. 
All necessary parts and screws are neatly packed to guarantee their reach- 
ing your trade in first-class condition. 


Profitable business awaits merchants who adopt this 
popular hardware line. Write for full particulars. 


National Builders’ Hardware is sold direct to 
WN) the retail dealer—a policy that promotes qual- 
\AF ONAL ity, service and direct selling cooperation. 


National Manufacturing Co. 
STERLING - - ILLINOIS 





No. 715 No. 718 No. 719R 
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& HOE COMPANY 
Cleveland, Ohio 


THE AMERICAN FORK 
2001 Keith Building ° 
Please send me free and postpaid, the new 216- page 


True TEMPER Catalog of Tools. 
My Name 


Store Name 


Ad for 
EM Ta. - 


Jobber who furnishes us tools is 


RU E AMERICA’S FINEST TOOLS 
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"I Swilehed to New 
DODGE TRUCKS 4 72z 


g MONEY-SAVING- 
— ECONOMIZERS 


«My Fiqures Show | Will Save Around‘95 


This Year On Gas Alone - 9. Atght Cd, 
\ the Low Delivered Price Surprised Me” | 


Says John Schissler, Freeport, Illinois 


et ee 


































DAY, every truck owner owes it to himself to 
find out about the 19 special money-saving “‘econ- 


ob | o-mizers” built into new Dodge trucks. 
é It’s now surprisingly easy for anyone to compare me 
Dodge against the other low-priced trucks. It takes * 
only a few minutes, for example, to make the free 


99 gas test sponsored by all Dodge dealers. This test 

SAV shows exactly how far any truck, new or old, goes 

SAVING FEATURE + on a gallon. It lets you prove to yourself exactly 

how much gas money the new Dodge truck will 

save for you...many Dodge owners report savings 

COMPARE up to $6 and $8 a month on gas alone. In addition 
OWNERS to the savings on gas, the 19 Dodge “econ-o-mizers” : 
give equally sensational savings on oil, tires and upkeep. { 
DODGE 
Division of Chrysler Corporation 
At low cost, budget terms may be arranged. ‘4 


Tune in on the Major Bowes Original Amateur Hour, Co- 
lumbia Network, every Thursday, 9 to 10 P. M., E. S. T. 
























GENUINE HYDRAULIC DODGE 6-CYL., “L”-HEAD ENGINE— 
BRAKES—Dodge led the Only Dodge of the lowest-priced 
truck field in giving you trucks gives you this simple, effi- 
hydraulic brakes—that cient type of engine—and the 
stop quick; Savetires, Dodge engine has six special gas 
brake lining and adjust- and oil saving features, a money- 
ing expense. saving combination not found 
elsewhere. 


See Your Dodge Dealer 


-priced trucks, feature 
u buy any truck, see 











t NEW 1938 DODGE %-1 TON PICKUP 

— 6-Cyl., “L”-Head Engine— 136” W. B.— 
All truck...and built to haul bulky loads at a sav- 
ing. 19 money-saving “‘econ-o-mizers!”—yet priced 
with the lowest! 





REE PROOF... 


the Dodge gas 
map ealer also has 
mpare Dodge 


with the other lowest 
by feature. Before yo 
your Dodge dealer. 







t costs you nothing tom 
_—_ it’s free. Your Dodge = 
free literature that lets you 
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CONFIDENCE AND PROGRESSIVENESS 





PTIMISM in the future of American Industry and improvement in 
O product for American Industry have been traditional policies since 
1845 in the manufacture of EMPIRE Bolts, Nuts and Rivets. This same 
confidence and progressiveness was as much a part of EMPIRE policy in 
1937 as during any of our 92 years in business. It will continue during 1938, 


For instance, the picture above shows a line of the newest and most 
modern “headers” recently installed in our Rock Falls plant—and this 
represents less than one-seventh of our expansion program during the 
year. Other new equipment such as furnaces, slotters, threaders, trim- 
mers, etc., was also added in this as well as in our other plants. 





To American Industry this means that R B & W believes in the future— 
ever demanding the best in skill and machinery to protect quality, im- 


prove product, insure service and continue leadership. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 













CONTINUED LEADERSHIP 


» THROUGH MODERN PRODUCTION 


R B & W obtains greater mechan- 
ical accuracy on EMPIRE industrial 
fastenings due to controlled preparation 
of raw materials, specially designed auto- 
matic machinery, and other improved methods 
of manufacture . .. because, also, of the invaluable 
skill and interest of experienced craftsmen, the ma- 
jority of whom have been trained to R B & W precision 
and quality over a long period of years. EMPIRE headed 
and threaded products have exceptionally well finished 
heads, smooth bodies and clean threads—as well as ac- 
curacy in lead and pitch. Their use speeds produc- 
tion by assuring precision of assembly because 
they are uniform—strong—right. These are 
points that careful buyers specify and 
appreciate—they build a demand for 
EMPIRE industrial fastenings and 
create need for ample stocks. 


A Complete Line of 


Industrial Fastenings 


A product can be no more up-to- ett Custos 
date than the plant that turns it out. 


* Machine - 


Lag « Plow - Stove - Elevator - Step - 
Tap - Wheel & Rim - Battery - U-Bolts 
Tire - Automotive « Drilled - Faced - Special 
Heat Treated, etc. - NUTS: Cold Punched 
Semi-Finished - Hot Pressed - Case Hardened - 
Slotted - Castle - Machine Screw - Marsden Lock - 
Low Sulphur - RIVETS: Standard - Tinners’ - Coopers’ 


Truly modern production means the 
manufacture of high-quality products to cur- 
rent standards of strength and accuracy. The 
position of R B & W as one of the world’s largest 
and oldest manufacturers of bolts, nuts and rivets en- 
ables the purchase of the best raw materials to individual 


eth s 1 th t advanced 
specifications, to create and employ the most a Culvert - Clevis and Hinge Pins - SCREWS: Cap 


Machine - Hanger - WASHERS: Plate - Burrs 
MATERIALS: Steels - Alloys - Non-ferrous Metals - 
Brass - Bronze « Everdur and others - RODS: 
Stove « Seat - Ladder - PLATED PARTS: Cad- 
mium - Zinc - Chromium - Nickel - Hot 
Galvanized - Copper - Tin - SPECIAL 
UPSET & PUNCHED PRODUCTS. 


manufacturing methods, to carry the most complete 
stocks, and to fill all orders with utmost promptness 
These are the factors which have established 
R B & W as the leader in truly modern pro- 
duction of the finest industrial fasten- 
ings—that have made the name 


EMPIRE known the world over. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER,N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 
Seles OF FIC ES: 
CHICAGO - PHILADELPHIA . SEATTLE . SAN FRANCISCO 


DETROIT - DENVER . PORTLAND ° LOS ANGELES 


SWEEPING NEW 


GOOD NEWS FOR Your WIFE Mutd Ul ohio) NN 
AS WELL AS YOUR CUSTOMERS! MMalcseal oa 


. P , y PER DOZEN 
With moth-time at hand, your wife will be Pin 

cheered by this good news. Now she can get - i t $2.00 
Flit at new low prices—and its quality is better int 3.20 





than ever. Actually, this new Flit formula con- 

tains a combination of deadly insecticides not Quart 5.40 
found in any ordinary moth-spray. Flit can be Gallon 18.00 
relied on to really &#/] moths and to destroy AND WITH TH ; 
absolutely moth eggs and moth-larvae. This IS 
unique patented formula makes Flit the surest 

moth-killer ever developed—although absolutely ON E D OZE N FR 
harmless to humans. And, of course, Flit Spray ce 


will not stain. WwW 
What’s more, with Flit at new low prices, every- ITH EVERY 2 D OZE N 


one can afford to buy it—and to use it freely 


whenever needed. As ever, Flit comes in the | PURCHASED! 
* 


Yellow Can with the Black Band. bject ‘ 
to withdrawal wi 
itho 


Protect your own clothes with Flit. See how easy it Helpi 
is to spray—and how quickly and surely it kills moths, Ping you to Push Flit 
moth eggs and moth worms. Having proved Flit’s One of the liveliest advertie: there will be 
unequalled effectiveness for yourself, you'll be better in recent Flit hi vertising campaigns 
able to tell the new Flit sales story to customers. And at Order istory. 
its new low prices, Flit’s sales should soar even faster Seas ow for sales in the spri 
than they did in ’37. Make New High Profits with Flit! On. Pring moth 


STANCO DISTRIBUTORS, INC. Copr. 1988, Stanco Inc, 
2 PARK AVE., NEW YORK 
MARCH 10, 1938 
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CRESCENT FENCE TOOL 
No. 1936 





@ Crescent presents a new profit producer in this all- 

purpose Fence Tool. Sturdily constructed and finished 

in gun metal with polished utility head, this handy tool will appeal to a wide 
market for fence erection or repair work. Get a supply on hand now— 
order from your jobber. Display them and you'll see them move in a hurry. 


Length 101% inches. Weight 114 pounds. Packed one in a box. Fully guaranteed. 


30-115 
' 

Two Specially shaped head Grip between handles holds Note sharp, heavy prong for When necessary, both wire 
openings grip staples firmly. wire tightly while leverage driving in behind and pull- and staple can be gripped 
Wide head and long handle is exerted against post to ing out stubborn rusty together and pulling lever- 
assure ample leverage — stretch wire before fasten- staples. Prong serves many age exerted against prong. 
strong hand grip is not nec- ing. Note broad hammer face “ae = ful ; : Note head grip for making 
essary. for driving staples easily. other useful purposes. twisted wire connections. 
























































COMPANY, JAMESTOWN, N. Y. 


Me CRESCENT iienccway TOOL 
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_ CLOTHES 
LINE 


VALUES 


Setid (3 taudod 


PHOENIX SASH cCoRD — A firmly 


braided, smoothly finished 
sash cord. Made originally for hanging win- 
dows, it is also a most durable, strong, and 
satisfactory clothes line. Will stand the strain 
of a heavy wash in a strong wind, is not affected 
by weather like common lines and is long- 
wearing over pulleys. Made of good yarn 
throughout, stretched and glazed. Phoenix 
Sash Cord is the most profitable line you can 
sell—the most economical for customers to buy. 


3 


Cotton yarn = i 7 


twisted yarn—not loose roving 
— Whale will outwear cheaper cords. Whale is 
all-cotton yarn and contains no “loaded center” 
or other adulteration frequently found in cheap 
clothes line. You can honestly recommend 
Whale as a good strong clothes line at a low 


price that assures you rapid turnover. 


SEND FOR FREE BOOKLET — To assist dealers in increasing profits in clothes lines, we 
have prepared an illustrated booklet, “How to Sell Clothes Line.” This interesting sales aid 
describes manufacturing processes and answers questions customers expect your salesmen to 


know. Write for a copy. 


OTHER CLOTHES LINES — In addition to Phoenix and Whale we make a variety of other 
clothes lines to meet every requirement for price and quality. In reasonable quantities, we can 
furnish any kind of solid braided, hollow braided or twisted lines. 
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WHALE CLOTHES LINE — vnin 
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Actual size of sheets 9% by 12 inches 


over all; writing area 8, x I1'2 
inches. Sheets printed on both sides, 
of good white bond paper, with 28 entry 
lines on each side. Price $1.00 for 200 
sheets (400 pages) plus 25¢ mailing 
charge. 


Simplify Your Stock Taking with the WHITE 


CONDENSED HARDWARE AGE INVENTORY FORM 


eocccenscccnanacecencencnacaasse ts THD GOUP Oi coccccccccnscecnccscccecsecases 


To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1, plus 25c mailing charge. As these sheets are 
printed on both sides of good white bond paper, 
this means you really get 400 pages of inventory 
record sheets. Each page has room for 28 items. 
Your $1.25 investment provides inventory space 
for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


HARDWARE AGE 
239 West 39th Street. New York, N. Y. 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


Gentlemen: 
NS? eee Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00, plus 
25¢ mailing charge). Also send me.......... Binders (50c each). Send these to me by return mail. 
| Ee Te ae a> DIRE ey i a eee gt a desc aaa 
| EST eee EE ne ee reer ee Ten Tr. Ms a op dwnapdie tb acecedccs Aue Sees et 3) 
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HERES a display box that really sells scythe stones. Requires 
only 14 inches of counter space. Price tags and pins are 
included with every unit. Put one in a prominent place on a, ‘at 
your counter this spring. It will help you to increase your — Ny a Liss 
sales to farmers. 6 188 “MBit * Best y Otel 
The fast-selling Carborundum Brand Silicon Carbide and 6 ag ‘i ie 
Aloxite Brand Aluminum Oxide stones in this display will 6 58R gy $1.2 
put a keen edge quicker, on not only scythes but also sickles, P 190 lo ia 1.59 
corn knives, cradle blades, pruning shears, axes, spades, hoes etc. j mt = i 
6 
P 192 10 : 2.10 
19g 946 0 va 


Every farmer needs one. 
Order this striking three color display carton which is Free 
with the assortment direct FROM YOUR JOBBER. Then watch 


scythe-stone sales jump this spring! 
CARBORUNDUM 


“™ PRODUCTS 
~ -3 






ABRASIVE 
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THE CARBORUNDUM COMPANY °¢ NIAGARA FALLS, N. Y. 


REG. U. S. PAT. OFF. 
Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, 
Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 
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EVERYTHING YOU NEED* 


























"BIGGEST IMPROVEMENT N YEARS... 


backed by powerful, EXCLUSIVE ieiaiddine 


Westinghouse grabs the spotlight for ’38 with the hottest 
selling feature oi the year—the new MEAT-KEEPER, 
now standard equipment in all Westinghouse Refrigerators 
of 5 cubic feet and larger. And behind this sensational new 
feature goes the biggest promotion campaign in Westinghouse 
history. Full-color national ads...impressive newspaper 
advertising ... colorful 24-sheet posters...radio announce- 
ments... window displays...dramatic demonstration ma- 
terials! Al] supported by KITCHEN-PROOF of bigger 
savings with Westinghouse. 

If you’re not already selling Westinghouse, better investigate 

the profit opportunities you are missing. See your Westing- 

house d'stributor, or write direct to Westinghouse Electric & 

Manufacturing Company, Department 8187, Mansfield, Ohio. 


RIDE WITH A WINNER...CASH IN ON THE MEAT-KEEPER! 


‘we Westinghouse , “1 . 





NEEDS 
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SEND FOR 
THIS BOOK 


TODAY 





Pittsburgh Plate Glass Company, 21884 Grant Bldg., Pittsburgh, Pa. 
Please send me, without obligation, your book entitled “Producing 


Bigger Profits with Pittco Store Fronts.” 
Name...... 


Street... eee Sicilian cca ined 


State... 


“Put up a Front” for Better Business! 


[ But be sure it’s 


THEY SEE. THEY STOP. THEY BUY! When you have 
a Pittco Front on your hardware store like this one in 
Sturgis, Mich. And what a difference a Pittco Front 


makes in new business and increased profiits. 


T’S your store front’s job to bring 
customers inside .. . to buy. That 
is why it has to stand out from the 
others on your street—why it has to 
catch and hold the attention of the 
passerby—decide for him that your 
store is where he wants to shop. If 
your store front is a Pittco Front, 
nine times out of ten, you'll get the 
business . instead of it going to 
your competitor. 

For a Pittco Front is modern and 
inviting. With a promise of quality 
merchandise, fine service and fair 
price, it boosts sales and builds busi- 
ness. Its surfaces of gleaming Carrara 
Structural Glass and metal go far 
toward making new patrons and in- 
creasing profits. 

Your store front will sell itself on 
sight if you modernize with a Pittco 
Front. When remodeling, consult an 
architect to assure a well-planned, 
economical job. Our staff of experts 
will gladly cooperate with him in 
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planning a Pittco Front to suit your 


needs. Meanwhile, send the coupon 
for our freé book of facts, figures and 
photographs of Pittco installations 
everywhere. 

Be sure to see the Pittco Store 
Front Caravan, now ona nation-wide 
tour. Contact our local branch for 
specific information as to when it 
will visit your territory. 


)) of « PITTSBURGH, 
QUE * BATE GLASS COMPANY > 


a Pittco Front! | 






PITTSBURGH TIME PAYMENT PLAN 
Take up to 2 years to pay for your 
new Pittco Front. Pay 20°%, down— 
the balance out of income. 


PITTCoO 


TORE FRONTS 
glas...melal...peaink 
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Graceful Curves... Electrically 
Welded... Heavy Single Wires 
..» New Brighter Zinc Coating 








There’s more saleability in this new ornamental 
“Pittsburgh” Lawn Fence because, for the first time, 
graceful, harmonizing curves are combined with the 
sturdy, enduring qualities found only in welded fabric. 

You can sell it more easily because feature by feature 
it outpoints everything else on the market. One glance 
tells you that the electrically welded heavy gauge wire 
will outlast old style light gauge crimped-picket wire. 
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You can see that the overlapping top scrolls can’t be 
pushed down, pulled out or disarranged and that the 























bottom strand can’t pull off the picket wires. You can 
see the extra value in the bright silvery coating of pure 
zinc, which photomicrographs show to be double the 
usual thickness and integrally bonded to the weather- 
defying copper-bearing steel. 

In short, you can see that here is a distinctive line 
and a quality line... ome you can sell profitably at 
regular prices ... one you can sell on merits without 
having to meet cut price competition. 

You can build up a good fence business with these 
outstanding “Pittsburgh” Fences because there’s a new 
demand for this new ornamental design. Only “‘Pitts- 
burgh” makes it. Write for full information today. 
Pittsburgh Steel Co., 1639 Grant Bldg., Pittsburgh, Pa. 
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PROFITS FOR YOU 


ESTERN Super-X Long Range 
shotshellsopened upa big new 


source of profits forWestern dealers. 


Then came the sensational Super-X 
.22 Rim-Fire cartridges. Their 
longer range and greater power 


have kept yourcash register ringing. 


Now Westernannounces SUPER-X 
CENTER-FIRE CARTRIDGES in 
all popular calibers—designed for 
MAXIMUM Power, MAXIMUM 
Velocity, MAXIMUM Accuracy 
and MAXIMUM Cleanliness. 


Each cartridge has been developed 
for MAXIMUM efficiency. The 


bullets are especially designed to 
produce MAXIMUM results on 
the types of game for which each 
is intended. 


Here’s a real opportunity to step 
out even farther ahead of compe- 
tition! Here, again, are new profits 
for you! 


WESTERN CARTRIDGE COMPANY 
Dept. C-55, East Alton, Illinois 


WORLD’‘S CHAMPION AMMUNITION 











CENTER-FIRE CARTRIDGES ARE AVAILABLE IN THE FOLLOWING CALIBERS 


219 ZIPPER, 46 grain Open Point Expanding 270 WINCHESTER, 130 grain Open Point 300 H. & H MAGNUM, 220 grain Soft 


219 ZIPPER, 56 grain Open Point Expanding Expanding, Boat Tail Point, Boat Tail 
22 HORNET. 46 grain Open Point Expanding 270 WINCHESTER. 150 grain Soft Point clele) mt AGE, 150 grain Open. Point Ex- 
9] e ) 7M M MAUSER, 175 grain Soft Point, Boat prawns 
4 45 arain Soft int 

22 HORNET, 45 gra fr F Toil 300 SAVAGE, 180 grain Soft Point 
te aes 46 grain Open Point Expanding 7 M M MAUSER_ 139 grain Open Point 303 BRITISH, 215 grain. Soft Point, Boat Tail 
220 SWIFT 48 grain Soft Point Expanding 303 BRITISH, 174 grain Open Point Expand 
22 SAVAGE HIGH POWER, 70 grain Soft 30-30 WINCHESTER, 170 grain Metal Case ing, Boat Tail 

Point Boat Tail 32 WINCHESTER SPECIAL, 170 grain Soft 


25-20 WINCHESTER HIGH VELOCITY, 86 30-30 WINCHESTER. 170 grain Soft Point Point, Boat Fail 
grain Soft Point Bane Tesi! 32 WINCHESTER SPECIAL, 165 grain Open 


25.20 WINCHESTER HIGH VELOCITY, 60 —- 39.30 WINCHESTER HIGH VELOCITY 150 rue eee, Gare te 


grain Open Point Expanding siiniet Loman: Poles Caniebiedl 32-20 WINCHESTER HIGH VELOCITY 
80 grain Open Point Expanding 
35 WINCHESTER 117 qrain Metal Case \ : ~ y 
25-35 ESTE } 2 30-30 en ee VELOCITY, 110 348 WINCHESTER 150 grain Soft Point 
9 T 1 rain oft Point grain e oint Cc in ; 
25 = sey HESTER, 117 grain Soft F ) pen Poi xpanding 348 WINCHESTER. 200 grain Soft Point 
Soat lar! om. 4 lin (OREO), ey di 110 grain 
me are io. ™ 357 MAGNUM 158 grain Lubaloy Coated 
25-35 WINCHESTER, 117 grain Open Point Open Point Expanding 57 MAGNU ETAL-PIERCING. 158 
I UM M 1 
Expanding, Boot Tail 30 SPRINGFIELD 1906,150 grain Open Point > fare sgn Se } 
0-3000 SAVAGE HIGH POWER 87 Expanding a : 
—— ge tile S ' 375 H & H MAGNUM, 235 grain Open 
grain Soft Point 30 SPRINGFIELD 1906, 180 grain Soft Point Daind Exatsnding 
250.3000 SAVAGE HIGH POWER. 100 30 SPRINGFIELD 1906, 180 grain Open Point 375 H & H MAGNUM, 270 grain Soft 
grain Metal Case a efelate hale Ma siolo LRAT Bain 
250-3000 SAVAGE HIGH POWER. 100 30 SPRINGFIELD 1906, 220 grain Soft Point 375 H & H MAGNUM, 300 grain Soft 
grain. Open Point Expanding Boat Tail Point 
257 ROBERTS, 87 qrain Open Point Ex 30-40 KRAG, 180 grain Soft Point 38 SPECIAL. 150 grain Lubaloy Coated 
retotake tate] 30.40 KRAG, 180 grain Open Point Expand 38 SPECIAL METAL PIERCING. 150 grain 
257 ROBERTS, 100 qrain Open Point Fr ng, Boat Tail Metal Point 
sigaetia 30-40 KRAG, 220 grain Soft Point, Boat Tail 38 AUTO 130 qrain Metal Cate 
257 ROBERTS. -117 grain Soft Point 300 H & H MAGNUM, 180 grain Open 45 AUTO METAL PIERCING, 230 grain 
270 WINCHESTER. 100 zrain Soft Point Point Expanding Boat Tai! Metal Case 


ANDY/ [oe ADVERTISING 


HE outstanding advantages of Western Super-X Four-color The large, full-color Super-X Wall Chart for 


3 : - Pages in the your store will be a valuable aid in selling. It 
Center-Fire cartridges are bound to increase Outdoor maga- _ will show actual-size reproductions of every 
zines will start uper-X Center-Fire cartridge — with com- 


your sales and profits, but we are not stopping there. this Spring plete specifications. The leaflet at the right 


and continue will fully describe Super-X advantages and 


Powerful advertising—more of it than ever in a RiP foe tees comets eoecitenttons. 


long list of magazines—will forcefully tell your 


season. 


trade about Super-X Center-Fire ammunition! 
Compelling full pages in full color in all the lead- 
ing outdoor publications! 

We're shooting for MAXIMUM efficiency in this 
big campaign! Attractive new Sales Helps will be 
furnished. Write us or ask the Western jobber near 
you for full particulars. 

Feature Super-X Center-Fire cartridges, Super-X 
.22’s and Super-X and Xpert Shot Shells this year. 


ACCURACY - CORAMLINESS 


CENTER FIRE CARTRIDGES 
FOR RIFLES AND REVOLVERS 


WESTERN CARTRIDGE COMPANY, DEPT. C-55, EAST ALTON, ILLINOIS 


PRINTED IN U.S.A. 





LET MARCH WINDS 


blow more profits your way 





... You and your customers never know what March weather will 
bring. But that very fact helps you sell Taylor Thermometers 


for indoor and 


T’S changeable weather. The sun may 
shine, while March winds may blow a 
chill through your bones. But that can 
mean thermometer profits in yourpocket. 
So hardware retailers find that it pays 
to talk temperature and thermometers. 
Taylor indoor thermometers to help keep 
even, healthful temperatures. . . window 
thermometers to tell how to dress out- 
side . .. stormoguides to predict what na- 
ture may be planning twenty-four hours 
ahead. All of these instruments are in 


the Taylor line for home use. They are 
all made with the same care and pre- 
cision that go into costly, scientific 
instruments designed for Weather Bu- 
reau and industrial use. They all bear 
the Taylor name—assurance to you 
and your customers 

of accuracy and long 

service. They carry 

the Taylor 5-Year 

Guarantee of Tested 

Accuracy. 


Tie-up with National Hardware Week, May 9th to 14th, and with 
the slogan, “Check the Hardware Store for Value and Variety.” 


MARCH 10, 1938 


outdoor temperatures 


WARWICK STORMO- 
GUIDE No. 2268 
Mahogany case. Automatic 
Signal Device. Sells for 

$10.00* retail. 


TROY STORMOGUIDE 
No. 2244 
Walnut case. Automatic 
Signal Device. Sells for 

$12.50* retail. 


INDOOR WALL THER- 
MOMETER No. 5126-6” 
Brass scale on walnut, ivory 
or natural back. Sells for 
$1.00* retail. 


BELMONT 
HUMIDIGUIDE No. 5544 


Direct reading hygrometer 
and dial thermometer. Gun 
metal case. Sells for $5.00* 
retail. 


MELROSE THERMO- 
GUIDE No. 5373 
Convex dial, silver with red 
pointer. Easel back. Sells 

for $1.75* retail. 


OUTDOOR THERMOME- 
TER No. 5304 


Ivory enamel with gray bor- 
der. Stainless steel bracket 
for attachment outside win- 
dow. At retail $2.50*. 


Display the instruments shown here. 
Let your wholesaler help you keep your 
Taylor line adequate for quick sale and 
profit. Taylor Instrument Companies, 
Rochester, N. Y. Plant also in Toronto, 
Canada. 

*Prices slightly higher west of the 
Rockies and in Canada. 
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AR I ON THIS AMAZING GUARANTEE 
TO CONSUMERS! 


DOUBLE 


YOUR MONEY BACK! 


IF YOU DONT SAY EVER GREEN IS THE BEST NON-POISONOUS 
GENERAL GARDEN INSECTICIDE YOU HAVE EVER BOUGHT / 


You may think this sounds crazy! But we know Ever 
Green is so powerfully effective, yet safe and easy to 
use, that we can afford to make this startling guarantee 
to consumers. And you can bet it won’t sound crazy 
to your customers. They’ll know a garden insecticide 
must be geod to carry such an absolute guarantee. 


ALREADY A FAVORITE 


Already Ever Green is sold by more dealers and used 
by more consumers than any other non-poisonous plant 
insecticide. Because it kills many common varieties of 
both sucking and chewing insects, it is the only plant 
spray most home gardens need. One of the few that 

all smart dealers stock: 
IT’S SAFE to recommend oa This season more will choose Ever Green than ever 
Ever Green to customers be- before ... because of this amazing, money-back guar- 
cause it’s NON-POISONOUS ' roe. antee... because Ever Green is nationally advertised 
when sprayed! . oe and known... because dealers everywhere display it. 


ORDER NOW! 


Get your Share of this extra business. Ever Green is 
highly profitable. This big guarantee makes it a ready 
seller. So place your order now. If your jobber can’t 
supply you, write— McLaughlin Gormley King Co., 
Minneapolis, Minnesota. 











BIG PROFIT FROM LITTLE COUNTER SPACE 


for a 3 by 414-inch counter space. 
36% PROFIT That’s what Ever Green pays dealers. 
That’s what the new handy 6-package display carton mea- 


sures. But it will compel attention and pile up sales—bring 
you your share of this extra highly-profitable business. 


ANSECT 


EVER GREEN (/2:<¢» SPRAY 


THE BIGGEST SELLING NON-POISONOUS PLANT INSECTICIDE 
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“Already I’ve Sold 


4CARLOADS 


of Tlame-Sealed 
sr C F 


— “YOUR MAILINGS HAVE 
BROUGHT IN CUSTOMERS FROM 
ALL OVER THIS TERRITORY” 


. 
cme 


“No sales help we have ever used has been so much 
appreciated by our customers as your FARM AND 
LIVESTOCK RECORD BOOK. All our customers 
want one for 1938.” Still another dealer reports, 
“Yes, 1am sold on the Continental line — both Flame- 
AL Sealed Fence and Tyl-Lyke have been the fastest 


moving items we have had.” Hundreds of Continental 
ycts dealers who shared in these results during 1937 are 
‘ looking for even greater results in 1938. 


EN 


, pROP 





oF Inc In 1938 Continental will go further in creating and 
ROE TING oat ; 

ND sot building business for its dealers than ever before. 
sTY LE ” ut Aque- This proved business getting plan for dealers has been 
14 4 cy -CrimPs wugated highly perfected and systematized. Any Continental 
xe, 2.39%. 4 plain co e from dealer can share in it without a cent of cost. This pro- 
tyl-ly “prain Rite, me coppet” gram helps to develop customers for everything you 
Tite, roofing eel oF full sell . . . it brings you profit not once but profits re- 
ial analys!s 4 7 peated manifold. Don’t let these customers and these 
specio g steel purchases go elsewhere. Write today for information 
— an apP ‘ about the 1938 Continental dealer program. Full de- 

zinc © xi . tails will be sent at once and there is no obligation. 


ani 
— CONTINENTAL STEEL CORPORATION 
: a. KOKOMO, -INDIANA 
Wk Ses : eck: : Plants at Canton, Kokomo and Indianapolis 






















Put An IRWIN 62T with HI-Lite Finish In Any Group and 
See How Its Sparkling Finish and Color Outshines the Rest 


AST month IRWIN introduced the 62T Bit with the new Hr-Litre 
Finish for the first time to the hardware trade. Free samples were 
sent to hundreds of interested hardware dealers who asked to see it. 
We asked them to compare its glistening finish and workmanship 
with other bits, to see for themselves how outstandingly different the 
Hi-Lire Finish is and the EYE APPEAL it has. Hundreds of very 
favorable reports on the 62T Hi-Lire Finish Bit are in already to justify 


our claims for it. 


Always known to be the best boring bit on the market because of 
its superior cutting head, the 62T with Hi-Lire Finish now provides 
you with another important sales factor—CUSTOMER EYE APPEAL— 
for greater sales and profits at NO extra cost to you. 


Your Jobber’s salesman has the 62T Hr-Lire Finish Bits now. Ask 
him to show them to you. IRWIN INVITES COMPARISON. 
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Makes a Steady Profit for the Dealer 


On the road to profit, like every other road, it is the regular stride 
that gets you there—one foot ahead of the other—another sale on 
top of the last. Atkins Saw sales, for the jobbers and dealers stock- 
ing and featuring the line, follow each other like.that—regularly, 
easily and profitably. 

This continuous performance, over the counter, for close to a 
century must have a reason. Here it is: The saw user finds the same 


satisfaction with it as a tool that the merchant finds as a regular 
money-maker. After this goes on for months and years with satis- 
fied dealers as well as satisfied customers, it becomes an invaluable 
asset. Some loyal Atkins dealers have had the experience of selling 
these saws to the grandfather, father and son of the same family. 
; In the long run such continuous performance of the merchandise 


singles it out as the truly profitable line. 


As a plus value the Atkins line is given consistent advertising support 

in Popular Mechanics, Popular Science, Farm Journal, Progressive 

Farmer, Successful Farming, Country Gentleman—over 5,000,000 

subscribers monthly, and three or four times that many readers. 
CERTIFIED SAWS, SAW TOOLS, 


MACHINE KNIVES, ETC. E. C. ATKINS AND COMPANY, 410 S. Illinois St., Indianapolis, Ind. 
i ee oe 




















BE SURE YOU 





There’s Nothing 
Like It for 1001 


REPAIRS! 


BACKED BY 
INCREASED 
ADVERTISING 











Millions know that there is nothing like gen- 
vine Plastic Wood (It's Patented) for 1001 
repair jobs—that only Plastic Wood is water- 
proof, weather-proof, grease-proof—will 
hold nails and screws without splitting or 
chipping and will not dry up, crumble and 
fall out. Why not push the Genuine—you 


get more dollar volume, more profits and 


satisfied customers who will repeat. 





















SALES- 
MAKING 
DISPLAY 





Tie-up with increased magazine adver- 
tising on Plastic Wood by sending for 
new sales-making display card—today. 
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Hardens ino he 


weight! 


New Low Price on the 


1 = LB a CAN 
(Formerly $1.00) 
1'2-0z. Tube . 25/7 


(DISTRIB 


257 Cornelison Ave. 


85/..: 


Y4.Ib. Can s 8 3 







BOYLE COMPANY 
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Jersey City. N. J. 
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CUSTOMER 















ATURALLY, the “ace” customer in 
the paint business is the painting 
contractor. That one word con- 
tractor explains why. He’s the man 
wha lands the big-time contracts 

. . t paint a new house inside and 
out.\.to do over the interior 
walls of a school building. Big jobs 
like those mean big orders for 
paint supplies. 

The typical painting contractor 
has one well-known “buying 
habit”. The No. 1 item on his list 
is white-legd. All the other things 
he needs are bought at the store 
that sells him his white-lead. 

Se why not stack the cards — in 

put own favor? Deal yourself a 
winning hand by stocking and 
pushing Dutch Boy White-Lead. 
For many years, Dutch Boy has 
been the first choice of painting 
contractors. It’s the item that at- 
tracts:the volume buyers. 


When good sellers get together 


Here’s a selling idea that has paid 
out in store after store — a Dutch 
Boy Department. Pick out a prom- 
inent section of shelving and in it 
concentrate the Dutch Boy line, 
évery item. That display makes a 


... they also i ALL-PURPOSE big impression on contracting 


painters, makes them feel your 
buy these } SOFT PASTE store is a leader in supplying the 


kind of goods they prefer to buy. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 West 18th 
St., Chicago; 659 Freeman Ave., Cincinnati; 1213 West Third 
St., Cleveland; 722 Chestnut St., St. Louis; 2240 24th St., San 
Francisco; National-Boston Lead Co., 800 Albany St., Boston; 
National Lead & Oil Co. of Penna., 316 Fourth Ave., Pittsburgh; 
John T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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Your best roller skate customers—thousands of boys and girls—will have 
UNION HARDWARE Roller Skates brought directly and forcefully to 
their attention during the week of March 11-18. Throughout this period 
UNION HARDWARE Roller Skates will receive prominent mention on 
the popular Radio Orphan Annie program, sponsored by the makers of 
Ovaltine and broadcast over 19 stations of the Red Network of the National 
Broadcasting Company. 





RIGHT NOW—when boys and girls everywhere are roller skate minded— 
these announcements will attract buyers to your store asking for UNION 
HARDWARE skates—“the kind Orphan Annie tells about in her broadcast.” 


Here’s a roller skate business-building opportunity you can’t afford to miss! j 

By taking full advantage of this radio tie-in—by featuring the complete line “ No. 6 
of popular, fast-selling UNION HARDWARE Skates in your store—you , For Girls 
can derive a full share of the INCREASED SALES and PROFITS which 

are bound to result. Prepare for a busy roller skate season with UNION 

HARDWARE. Check your stocks and order from your jobber TODAY! 


Write for the latess UNION HARDWARE catalog. It describes and illus- 
trates the complete line—points out the many features which have made 
UNION HARDWARE Skates best sellers for over seventy years. 


HARDWARE COMPANY 
aw EWE Ge § 


REC US.PAT. OFF ESTABLISHED 1854 
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NEW YORK OFFICE ISI CHAMBERS STREET Each pair individually packaged 
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ARDEN HOSE 
AND FITTINGS 


BULL DOG—2-braid 


“The kind that lasts longest” 


The leading brand of high quality garden hose 
on the market. A strictly superior hose from 
tube to cover. Attractive wide corrugations and 
distinctive rich brown color. Made in two sizes: 
3g” and 34” —in 25- and 50-ft. lengths, 
coupled. 


VIGILANT — 2-braid 


“Built like a cord tire” 
Our largest selling brand of 2-braid garden hose. 
High enough in quality to be considered a strictly 
first grade hose, yet priced low enough to 
command a large volume sale and heavy repeat 
business. Made in three sizes: 2”, 4g”, 34” — 
in 25- and 50-ft. lengths, coupled. 


VIXEN —1-braid 


“An excellent hose value” 
Here is a low priced hose of real value. Built to 
supply the demand for a popular priced hose of 
good quality that will give satisfactory service. 
Made in two sizes: %” and 34” — in 25- and 
50-ft. lengths, coupled. 


TIGER —1-braid 


Here is a special value hose designed for the 
consumer who prefers to make a small initial 
investment but desires a higher grade hose than 
“All-Rubber” or garden hose sold on price basis 











only. Chocolate color. Made in %” only — 
in 25- and 50-ft. lengths, coupled. 

















A MODERN LINE 
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2-BRAID 


Each 25-ft. and 50-ft. 
length is now available in 
attractive 2-color individ- 
ual cartons. The shipping 
containers hold five 50-ft. 
or ten 25-ft. lengths. 






VIGILANT 
2-BRAID 
Also available in hand- 
some 2-color individual 
cartons. Shipping con- 
tainers hold five 50-ft. or 
ten 25-ft. lengths. 





The new Vixen package | 
printed in two colors | 
makes a splendid display | 

for the retail store. 
te ; Shipping containers carry | 
, - ~~ five 50-ft. or ten 25-ft. | 
———_~_ lengths. | 
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@ The exclusive L-O-F Flat Drawing process that 
produces Libbey-Owens-Ford Quality Glass accounts 
for its many exclusive features—features of practical 
value to your customers and your business. Contin- 
uous national advertising has brought these out- 


standing characteristics to the attention of your 




















customers—identified the L-O-F label as a symbol 


of highest quality. And because it is LESS brittle 
and there is LESS breakage loss in cutting you make 
MORE money when you standardize on L-O-F 
Quality Glass. 

Libbey-Owens-Ford Glass Company, Toledo, Ohio. 


LIBBEY-OWENS- FORD Val GLAZ/7TV CLASS 
LOOK FOR THE LABEL 
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@ Note wide flare on sides and ends of Osborn 
Push Brooms. This feature enables the user to 
cover larger surfaces and sweep close to walls or 
curbing without damaging blocks. For efficiency 


and economy, Osborn Push Brooms challenge 


comparison. There’s a right type and size for 


42 
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every requirement. Osborn Push Brooms build 


good repeat business because they are built 


right to work right on their respective jobs. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE * CLEVELAND, OHIO 
Sales Offices: NEW YORK * DETROIT * CHICAGO * SAN FRANCISCO 
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Window Screens and Doors 
and 


Combination Doors 






























Continental Window Screen 


ee ee 
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Screen time is just ahead. Be ready with Conti- 
nental Screen Products which are always ahead 
in workmanship and sales features. 


Continental Window Screens reflect their high 
quality through long, satisfactory service. Note 
the Combination Friction Lock which locks the 
screen securely in place. No rattle. Sizes to fit 
every opening—patterns to meet every require- 
ment—for either Extension Screens in wood or 
metal frames, or Stationary Screens in wood 
frames. 


Gehexn cs - 
rhe Ae. Bo ait : 


i. 


Continental Screen Doors are available in a wide 
variety of attractive designs—in material and 
finishes to suit all home owners and in sizes to 
fit every door opening. 


Continental Combination Screen and Storm 
Doors afford real protection both Summer and 
Winter. 





Continental Service 
and 
Jobber Distribution Facilities 


Dealers are always assured of quick service 
because Continental Products are distributed 
through Leading Jobbers everywhere who can 
ship promptly right from stock. 





Keep supplied and increase your profits and 


d Continental Screen Door d ; . 
turnover on this Nationally Known Line. 





































































a ' Order from your Jobber 
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a CONTINENTAL 
cs 

[2 3 

§ SCREEN COMPANY 
i DETROIT MICHIGAN 
: Screen Panel Storm Panel 

: alien gS J all deg eo W orld’s Largest Makers of Window Screens 

; —_— re and Screen Doors 

: Continental Combination 

2 Ht Screen and Storm Door 
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PUMPS WATER SYSTE 













SERVICE to three generations of orchardists and 
growers has brought Myers an outstanding reputation 
as headquarters for a most complete line of reliable 

spray machinery. 












ne SILVER CLOUD 
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To this array, the newly announced Myers Silver Cloud 
Sprayers make a truly notable addition. Their smoothly 
contoured outlines and gleaming aluminum finish are equally 
significant of inner smoothness which means greater ease and 
simplicity of handling, combined with increased ruggedness 
and durability, more speed and higher economy of operation. 





Backed by all of the reliability for which Myers products have so 

long been famous, Myers Silver Cloud Sprayers embody the most 
desirable improvements which modern engineering practice has 
revealed. Equipped with the famous Myers Self-Oiling Power Spray 
Pumps, complete with dependable full-powered engines, or tractor 
powered, steel or rubber tired wheels, and furnished with hose and 
guns (no extras to buy) ready for operation, this new line at new 
prices recently announced affords exceptional opportunities for 
largely increased sales during the important spraying season now so 
close at hand. 





Here is the line you have been waiting for. Out in front with sales- 
compelling features. Already acclaimed as a new high in modern 
design and engineering practice. Nationally advertised in leading 
fruit, agricultural and grower publications. Now headed for peak 
sales during 1938. If you have not already placed your orders, write 
or wire us. 








er 


Catalog and complete information on request. 


THE F.E. MYERS & BRO. CO.  ashtane. ohio 


PUMPS-WATER SYSTEMS - SPRAYERS - HAY TOOLS-DOOR HANGERS 
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Mr. Dealer! Mr. Distributor! .. . 
All OF MAIN STREET IS YOUR MARKET 


ici REFRIGERATORS 


Never before has any commercial refrigerator offered Dealers and Distributors such a huge, new 
market and such unusual profit possibilities as the Brunswick BLUE FLASH Table-Top Electric 


Refrigerator. It opens up a great, new avenue of extra sales for you! 


A Tremendous New Source of Profit! because of the exclusive Brunswick Principle of refrigerating 
Every merchant who sells or serves foods or beverages is a all five sides of the refrigerating compartments. 


rospect for one or more of these amazing, new refrigerators! a 
The BLUE FLASH is the only paseo that tie all Lowest Cost per Cubic Foot! 
requirements — that can be used for either WET or DRY What's more, the BLUE FLASH sells at the Iléwest cost per 
Refrigeration — for beverages or for foods. cubic foot. It saves shelf space--and can be used as a 

table, as a counter, or as an island display! No wonder 


Lowest Operating Cost — Fastest Cooling! that the Brunswick BLUE FLASH is making such phenomenal 


In addition, the BLUE FLASH operates at the lowest cost and sales records! Whether you are a Distributor or a Dealer, 
the fastest cooling speed of any commercial refrigerator on you will find the complete line of three attractive models a 
the market. This remarkable performance is possible only profitable addition to your regular business. Write to 


Appliance Division THE BRUNSWICK-BALKE-COLLENDER CO. 
637 SOUTH WABASH AVE., CHICAGO, ILL. 


Alright! Give Us the Whole Story! 


MODEL B BLUE FLASH 

errr : I am interested in full Appliance Division, The Brunswick-Balke-Collender Co. 

hee uaeibtoeee ob eee particulars about the 637 South Wabash Ave., Chicago, Ill. 

3 single top compartment ma FLAS le- 

So GMT or DAY. te cat Top Electric Refriger- Name 

hon it has a side-door dry storage ator —— — 

compartment. Combined refriget chise. euse 

wae capacity, approx. 9 cu ‘ ft details or have repre- 
sentative call. 
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BETMLEMEM STEEL COMPANY 
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You take on a real winner when you stock bethanized fence. It’s merchandise that packs a 
powerful sales punch. Its attractive appearance stops customers in their tracks and the features 
of the bethanized coating give you powerful leverage to use in making a sale. 








No thin spots in coating—All 
bethanized coatings, regardless of 
weight, are inevitably uniform in 
thickness. That’s because the elec- 
trical bethanizing process makes the 
zinc right on the wire. The current 
naturally flows equally into every 
part of the surface of the wire. As a 
result the zinc armor is uniformly 
thick around the entire circumfer- 
ence—free from the thin spots that 


All bethanized fence is woven of rust-resistant copper-bearing wire. It sells at the same 


soon weather through and let rust 
get started, reducing fence life. 

No danger of peeling —The elec- 
tricity hooks the particles of zinc to 
the wire so securely that the bethan- 
ized coating is practically a part of the 
wire itself. Even the drastic bending 
and twisting undergone in weaving 
the fence doesn’t cause any flak- 
ing or peeling of the zinc. It’s a per- 
manent seal against weather attack. 


price as ordinary fence. 


99.99-per-cent-pure zinc fights 
weather to the last ditch— It is 
well known among scientists that 
the purer zinc is the better it resists 
weather attack. The bethanized 
coating is 99.99-per-cent-pure zinc 
all the way to the base wire—no layer 
of zinc-iron alloy. When bethanizing 
was introduced it set a standard of 
purity never before attained in 
commercial zinc coatings. 


BETHLEHEM STEEL COMPANY 
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That's to the Farmer! 


With every factor most favorable, Rural America promises 
greatly increased sales of power washers in the spring of 
1938 .. . That's where the money is—a better market today 
than most metropolitan and industrial centers. The big farm in- 
come of last year, largest since 1929, is now ready to be spent. 


That's where the saturation point is lowest — 
where competition is not so keen — where there 
is the desire to purchase — where the need is 
the greatest. 


A POWER WASHER FIRST 
This spring, farm women will have a greater share 
of this increased income, to buy what they want 
for their homes — and a power washer is one of 
the first items on their lists. 


5 out of 6 U. S. farms are without electricity — 
with hi-lines coming slowly, and little probability 
that there will be much change in this percentage 
for many years. These homes need power washers. 


TIRED OF WAITING 


Most farm women are tired of waiting for a hi-line. 
There is nothing to gain by waiting. There really 
is no difference between gas and electric washers. 
One starts as quickly as the other — they have 
the same features, advantages and economies — 
each relieves the user of the same amount of hard 
work — washing results are the same. 


The gas washer, purchased now, can always be 
made over later into an electric model, easily, and 
at very little expense—by adding an electric motor. 
Here's a big market. The 5 out of 6 farms without 
electricty are prospects for gas models, with over 
5,500,000 of such farms in the United States. 


EASIER TO SELL 


It will be easier to sell the 5 out of 6 without elec- 
tricity if the gas washer you sell is powered by a 
Briggs & Stratton 4-cycle gasoline motor. It is built 
for women to use. More than a million in farm 
use testify to its dependable, trouble-free service, 
quick starting and economy. This record has placed 
Briggs & Stratton gasoline motors in first place 
with farmers today. 

Many purchasers will prefer the new washer 
models powered by a Briggs & Stratton Start- 
Charger—with the added feature of cranking motor 
electrically — and charging radio and other bat- 
teries while doing the wash. 


NOW IS THE TIME 


Now is the time to make farm sales — while all 
factors are in the dealer's favor, Now, while the 
farmer has ample time to talk to you. 


And now, too, is the time when Briggs & Stratton 
is helping to make sales the easier with its great 
spring advertising campaign in 28 farm papers. 
See the representative of your washer manufac- 
turer at once for more detailed information on this 
farm market — and how to make these sales. Dis- 
play and push gasoline washers that are powered 
by Briggs & Stratton. Go after farm sales now — 
while every factor is in your favor. ° 


BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S. A. 


Most dealers know that equipment “Powered by Briggs & Stratton” is easier to sell — 
not only power washers, but also lighting plants, pumps and water systems, lawn 


mowers, small tractors 


- and many other farm tools and equipment. 





BRIGGS & STRATTON 


MILWAUKEE WISUS A 
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MOTORS 















FACTS 


Which every Retailer of Bicycles should know 


More bicycles were sold in the United States in 1936 
than in any year since 1899. Sales passed the million 
mark for the first time since the turn of the century. 


* 


More bicycles were sold at retail in the United States 
in 1937 than in any year in the history of the industry. 
Sales greatly exceeded a million units. 


The years 1936 and 1937 accounted for 40 per cent 
of all bicycle sales in this country in the last ten years. 


A vital factor in this recent increase in business was 
the promotion efforts of Cycle Trades of America — 
made possible by its sponsors. 


To help you enjoy another big year, these sponsors 
have authorized a promotion program of wider scope 
for 1938 than ever before. Get ready to profit. Buy now. 





FOLLOWING ARE THE CYCLE TRADES SPONSORS 











Bicycle Manufacturers Bearings Co. of America.............. Lancaster, Pa. National Screw & Mfg. Co. Cleveland, Ohio 

Arnold, Schwan & Co. Chicago, Ill. Bevin Bros. Mfg. Co.. Easthampton, Conn New Departure Mfg.Co.............. Bristol, Conn. 
Cleveland Welding Co... Cleveland, Ohio Delta Electric Co....... _....Marion, Ind. Pennsylvania Rubber Co............... Jeannette, Pa. 
Excelsior Manufacturing Co...... Michigan City, Ind. Diamond Chain & Mfg. Co......... .Indianapoiis, ind. Persons- Majestic Mfg. Co.......... Worcester, Mass. 
Huffman Manufacturing Co. Dayton, Ohio Dill Manufacturing Co. ..... Cleveland, Ohio Scovill Mfg. Co (A. Schrader’s Div.) Brooklyn, N. Y. 
Murray Ohio Manufacturing Co...... Cleveland, Ohio Eclipse Machine Co. ... Elmira, N.Y. rr Toledo, Ohio 
Shelby Cycle Co............. Shelby, Ohio Fisk Tire Co... Chicopee Falls, Mass. Stewart-Warner Corp.................... Chicago, Ill. 
H. P. Snyder Mfg. Co............. Little Falls, N.Y. Gillette Rubber Co. . Eau Claire, Wis. WOO... cccecces 0 Torrington, Conn. 
The Colson Corporation... ..... Elyria, Ohio. Goodyear Tire & Rubber Co............ Akron, Ohio ee Elyria, Ohio 
Westfield Manufacturing Co......... Westfield, Mass. D. P. Harris Hdwe. & Mfg. Co.......New York, N. Y. U.S. Rubber Co................. Indianapolis, ind. 
Accessories and Lobdell-Emery Co......... _... Alma, Mich. WEIR. 5. oc cccccicccsevecesee Chicago, Ill. 

Parts Manufacturers McCauley Metal Products Co. Buffalo, N. Y. Wald Mfg. Co..... cececeesees ss. Maysville, Ky. 

American Tire Co................... Logansport, Ind. H. & F. Mesinger Co. _. New York, N. Y. Washburn Co............ .. oe... fRockford, IL, 
Baldwin-Duckworth Mfg. Co....... Springfield, Mass. Musselman Hub Brake Co.......... Cleveland, Ohio Williams Steel Wheel & Rim Co.......... Utica, N. Y. 





CYCLE TRADES OF AMERICA, INC. 


CHANIN BUILDING 


EXECUTIVE OFFICES 


NEW YORK CITY (4 
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WITH G-E AIR 


You can earn big profits by selling General 
Electric Air Circulators. This is your chance 
of the springtime! 


Everywhere, there will be a summer demand for 
man-made aids to comfort. Supply this demand 
at low cost with rigidly built G-E Air Circula- 
tors. Quiet and economical, they offer lasting 
value—and they’I!l make lasting friends for you. 


General Electric Air Circulators sell fast on 
demonstration. No complicated installation 


yr —yjust plug them in as you 
puma tie would an electric fan. 
FA a 

< 










of G-E Air Circu- 
lator for each and 
every purpose! 


F You can sell a type 
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CIRCULATORS 


General Electric Air Circulators provide effec- 
tive ventilation and circulation. They drive 
out hot air and odors — and pull in fresh, 
cool air. 


The Deluxe model is particularly suitable for 
locations exposed to public view. If the estab- 
lishment is large, or if constant smoke and 
odors necessitate more frequent air changes, 
suggest the Giant. The Utility model is 
adapted to attic installations, ceiling suspen- 
sion or floor use — its closed construction 
makes it safe. 


For positive springtime profits, handle 
General Electric Air Circulators. Write your 
General Electric Distributor today, or mail 
the coupon to the General Electric Company. 


FOR: Restaurants @ Dress 
Shops @ Night Clubs @ Offices 
Hospitals @ Stores @ Beauty 
Shops @ Barber Shops @ Laun- 
dries @ Libraries © Dance Halls 
Waiting Rooms @ Homes 
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; When you show both oil 
ranges and gas ranges, you open the door 
to extra business. And the selling job is smoother 
going when you trade-up in one big, dependable line 
like Florence—the line that is backed by 66 years’ ex- 
perience, that meets every need and pocketbook. 

Put both types of Florence Ranges on your floor and 
in your windows. They'll start off many a sale on eye 
appeal alone. Watch the snappy modern gas ranges 
stop the women with their beauty and up-to-dateness. 
Watch the men loosen up when they find out what 
swell values they get for what they pay. Point out, too, 





by Yd ¢ 
OIL RANGES - GAS RANGES +» HEATE 
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FLORENCE GAS RANGE 
WITH BALANCED 
COOKING TOP 







GAS RANGES? OIL RANGES ? 
FLORENCE HAS BOTH 


that these models carry the approvals of A.G. A. and 
Good Housekeeping Institute. 

These big values, smart finishes, up-to-date styles and 
improvements are matched in the latest Florence Oil 
Ranges. Play up the TTR5, TDS and other smart mod- 
els—the 1938 Aces that will put you ahead of the game. 

Florence is turning on the heat with national ad- 
vertising and sensible merchandising that get results. 
Go after your own slice of this profitable business. 


Don’t miss another good bet—the new Florence 
Electric Range! Ask our representative for details. 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; 
Western Offices and Plant, Kankakee, IIL; 
Sales Offices: Merchandise Mart, Chicago; New 
York, Boston, Atlanta, Dallas & San Francisco. 
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Get your share of this business 
U-S-S ROOFING and SIDING SHEETS 


O wonder sales of steel roofing are “on the up.” 
Farmers are finding out from experience and 
from neighbors, that steel gives them everything they 
want in roofing protection—and at a reasonable cost. 
There is a definite trend to steel for roofing. Yet the 
market is hardly scratched. Look at all the buildings 
in your community that have inflammable roofs. Every 
owner of an unsafe roof is a good prospect for a sizeable 
order for steel roofing sheets—a prospect you can sell. 
U-S-S Roofing and Siding Sheets are being adver- 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


ROOFING IS 


TO STEEL 


with 


tised in leading farm magazines. We are telling your 
customers why steel is the best roof—and why they 
should come to your store for U-S-S Sheets. 

It will pay you to swing in with this program on steel 
roofing. Talk steel roofing and siding with your custom- 
ers—display steel sheets in your store, particularly the 
new patented leak-proof types. Do this and you'll sell 
more roofing. Remember that the market for steel roof- 
ing is huge. And you can cut yourself as big a piece of 


this market as you can handle. 


Birmingham 
COLUMBIA STEEL COMPANY 


San Francisco 


3 TENNESSEE COAL, IRON & RAILROAD COMPANY 


United States Steel Products Company, New York, Export Distributors 


UNITED STATES 


STEEL 
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(Right) One of the exciting series of 
dramatic, attention- getting advertise- 
ments which are running in full 
color pages and spreads in national 
magazines, portraying the 1938 
theme, “Colors By Nature—Paints 
by Pittsburgh.” 





“IT’S NEW!” “IT’S DIFFERENT!” —That’s what paint dealers 
throughout the country are saying about Pittsburgh’s 1938 
advertising campaign. And that’s what you'll say when you see 
the forceful, colorful full pages and spreads that are appear- 
ing regularly in such widely read publications as the Saturday 
Evening Post, Collier’s, McCall’s, Better Homes and Gardens, 
American Home and others. 50 million messages throw the 
spotlight of attention on Pittsburgh Paints in 1938. Virtually 
every home-owner in your own neighborhood will be bom- 
barded by these ““Double-Dare You” challenges. 


Get Your Share of This Business 
Take advantage of this great advertising program and bring 
profitable customers into your store. Make full use of the 


50/50 cooperative newspaper campaign, the “Believe It Or 


Not” Paint Book by Robert Ripley, the interesting and 

effective mail pieces, premiums, window and counter dis- Z, q 
plays, available to Pittsburgh dealers. Adopt “Profit with Smooth aS Cr 3 
Pittsburgh” as your slogan, and keep the sun shining bright 


during the coming year! ... Pittsburgh Plate Glass Co., 


Paint Division, Pittsburgh, Pa. WALLHIDE ¢ FLORHIDE © WATERSPAR + SUN-PROOF 


Copr. 19:8 Pittsburgh Plate Glass Co. 
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FOR 
Ten outstanding features! 
No dust, no dirt, no rust, 
no corrosion, will affect 
this sturdy Master Padlock! 


aw 
ER) *Your Jobber Has An Exceptionally 


’ 


Master Jock (©. Milwaukee Wis.,U.SA. 


Worlds fargest Padlock Manufacture 
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Profitable Introductory Offer For You 








PETERS ADVERTISING TELLS INSIDE STORY 


Dramatic new advertising campaign 
takes shooters behind the scenes... 
shows them how Peters ballistic 
experts work . . . gives them inti- 
mate views of the technique that 
produced higher accuracy ammuni- 
tion... and the modern equipment 


ing will reach over 5,500,000 
shooters! And howitsells! Clipout the 
ads in current magazines, and post 
them near your ammunition coun- 
ter. They carry a message of interest 
to every one of your customers. And 
... be sure that your stock of Peters 
























and methods that make Peters Pack 
the Power. In 1938 Peters advertis- 


cartridges and Peters shells is com- 
plete. This year, profit with Peters! 


~ HEMAKES BULLETS PACK POWER 








HERES THE FIRST AD 

IN PETERS ‘NEW 1938 
ADVERTISING CAM~ 
— PAIGN. LOOK AT 

| TWE ORAMA! THE 

A EXCITEMENT / THE 

SALES POWER BEHIND 





TO MOST OF US 2 bullet iso bullet Tee ee 
Peters metallurgical experts! Through the lenses - modern - 
microscope the micro structure of the lead alloy is studied . 





top speed in flight 
22 into the chamber. pull the trigger and 


ri bullet leaves Out i td, ag 
modified to saake the bullet “gear” more perfectly with "M — gqy quae wappans as the bullet i od. Clic! goes RY 
That means smoother action in the barrel... comes travelling over 1.20 posing for us im 
nfting of your gun eran mp Ar Let's slip a Peters the camera eo our 


tnid.air, A series of these photographs trace the bullet's 
action throughout its course. We know what's going 
every step of the way. ever as... 





<— This advertisement 
appears in the March and 
April issues of leading na- 
tional sporting magazines. 7 





PETERS CARTRIOGE OIVISION Semages Ss anne a , 

Fon, ap hate nae omen ss 

ectanen AMEMCAN WILDLIFE MESTITUTE, “FOR A MORE ABUNDANT GAME SUPPL 
MEMBER AMERICAN WILD- 


LIFE INSTITUTE, “FOR A MORE 
ABUNDANT GAME SUPPLY” 


ETERS PACKS THE POWER 


al DOND PETERS CARTRIDGE DIVISION, Remington Arms Co., Inc., Bridgeport, Conn. 


Don't Forget— National Hardware Week— May 9-14 
at HARDWARE AGF 


























BRANDS 
Sun-Red Edge 
AluminA 
(electro-plated with zinc) 


Sun-Red Edge Black 
(painted) 


Sun-Red Edge Bronze 


Bright 
and Noxide (antique) 


rer Reg. U.S. Pat. Off. 
SOLD TO AND DISTRIBUTED BY RECOGNIZED JOBBERS ONLY 


REYNOLDS WIRE CO. 


DIXON ILLINOIS 
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When you sell Red Edge, you're not selling just-—— 


screen cloth... you're selling double protection and 
double satisfaction. Almost any screen will keep out 
the big flies, for a while. The square, even mesh of 
Red Edge keeps out small insects as well as flies. Its 
protection is lasting because the red enamel edge re- puss 
tards rusting under the nailing strip, protects selvage 
by guarding against ‘pulled out’’ wires, keeps the 
cloth body firm. The red edge is the mark of better 
wire, better woven for better wear... the symbol of 
satisfaction that indelibly stamps itself upon the cus- passes 
tomer’s memory. Show ‘em that you have Red Edge, 
and you'll sell ‘em again and again Red Edge profits 


grow and grow. 


WRITE FOR RED EDGE SALES HELPS 





















1500 GOOD TOOLS fi 
See 


R35 “rr? woamecer—z 


BUILDER 


The Tool Book of 1938 is now on the 
presses! The most comprehensive catalog 
of best sellers ever offered to the trade in 
our seventy years of fine tool making, it 
illustrates and describes more major lines, 
each more complete with new individual 
tools, than ever before. It actually contains 
some 200 new items, every one built to 
give the utmost in performance—every one 
with new eye-appeal that speeds up sales. 

Reserve your copy now so you'll be all 
set for the 1938 business pick-up. Use the 
coupon, or write on your business letter- 
head today! Address Millers Falls Com- 


pany, Dept. A, Greenfield, Mass. 







_— V7) 
& Zz 


MILLERS FALLS COMPANY, DEPT. A 
Greenfield, Mass. 


Send me as soon as ready your new 70th Anniversary Tool Catalo 
No. 42. I understand there’ll be no cost or obligation. a 


Name 
Company.... 


Address.... 
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In Tune with the Times 


UNIVERSAL Cleaner Offers 


Planned for early 1938 Sales 








BIG SAVINGS TO YOUR CUSTOMERS— 
SUBSTANTIAL PROFITS TO YOU 


Here are bargains no woman in the market for complete 
equipment for cleaning everything from cellar to attic 
will want to miss. Each is a proven sales producer and can 
be made to increase your Spring Sales and Profits. 
















Long Discounts On This Cleaner Allow 
You To Profitably Offer A Liberal 
Trade-In Allowance 
Supreme Model No. E4401 
With $8.00 Set of Attachments FREE 


Regular Price CAMPAIGN $5995 


$67.95 PRICE 











The Most Popular Combination Deal ; 
Ever Offered Repeated Again 
Because You Asked For It 


De Luxe Combination 
No. E4952 An Unheard Of Low Price For 
uals A Quality Motor Driven Brush 

No. E495 and E125 Hand Cleaner and Attachments 
Cleaner Special Model No. E5801AK 


AT A SAVING OF With $7.00 Set of Attachments 
FREE 
$g50 Regular Price $39.95 


Regular Price $53.45 PRICE 
CAMPAIGN PRICE —— 


$4425 
NS 
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BUSINESS :— 


From N. R. Patterson, presi- 
dent, Patterson Steel Co., Tulsa, 
Okla., comes a splendid thought. 
It is “What Helps Business Helps 
You. What Hurts Business Hurts 
You.” These words are very true, 
non-political and entirely logical. 
Mr. Patterson uses this slogan as 
a postscript on all letters and 
urges others to do the same. He 
further suggests a rubber stamp 
for use on pay envelopes, bulletin 
boards, etc., to bring this thought 
before the largest number of citi- 
zens in all walks of life. 


INCOME TAX:— 


The next time some _hair- 
brained, pseudo economist talks 
to you about the “soak the rich” 
theories for balancing the budget 
and curing all economic ills give 
him some income tax data re- 
cently developed. As summarized 
in a recent issue of The United 
States News, the highlights of 
1937 income tax payments (paid 
in 1937, of course) show that: 
2,237,737 individual taxpayers, in 
the $5,000 or less brackets earned 
$5,502,749,000 in taxable income 
and paid a total tax of $66,282,- 
000 whereas 61 millionaires 
earned $107,641,000 taxable in- 
come and paid a total tax of $77,- 
138,000. This left a balance, af- 
ter taxes were paid of $5,436,467,- 
000 for the two and one-quarter 
million individuals earning $5,- 
000 or less and about $30,503,000 
for the 61 millionaires. This fur- 
ther means that the two and one- 
quarter million individual tax- 
payers in the $5,000 or under 
bracket paid 1-2/10 per cent of 
their income through income tax 
whereas the 61 millionaires paid 
out as income tax more than 7] 
per cent of their incomes. These 
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are large and staggering figures, 
but in these days of gigantic ap- 
propriations our readers should 
be well able to cope with such 
large figures, and grasp their sig- 
nificance. 


MADE IN U.S.A. :— 


When you see a piece of mer- 
chandise marked “Made in USA” 
don’t confuse this mark of origin 
with “Made in U.S.A.” For if 
you study some extremely new 
maps of Japan you will find a 
small town, formerly called some- 
thing else, called “Usa.” The 
required “Japan” may also ap- 
pear, as it should according to 
law, but sometimes the word is 
small or indistinct and only tech- 
nically included. This neat trick 
of apparent deception has been 
discovered on imported tooth- 
brushes sold in chain drug stores, 
and undoubtedly has been used 
on other merchandise also. 


LITTLE BUSINESS :— 


As an aftermath of the so-called 
“little business” conference two 
well publicized new business or- 


















By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


ganizations have been formed. 
Brief news data on both are given 
elsewhere in this issue. These two 
new associations would supple- 
ment existing trade bodies, offer- 
ing a general and miscellaneous 
voice for smaller businesses in 
connection with state and federal 
legislative programs. In _ other 
words, if successful, either or 
both of these new units would 
provide a “small business” lobby 
to fight for or against legislative 
trends affecting smaller businesses. 
This development was, perhaps, 
inevitable following the “little 
business” conference in Washing- 
ton just as new business organiza- 
tions sprang up quickly in the 
late NRA days. As these new 
groups will include retailers, 
wholesalers, and manufacturers of 
all lines whose gross sales are 
less than $1,000,000 it is evident 
that a wide range of membership 
is possible. But when you talk 
of “little business” and include 
any firm doing less than one mil- 
lion in annual sales you are think- 
ing of many hundreds of firms 
who would loom very large, rela- 
tively, when compared to the ma- 
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@ Distinctive new designs and product improvements by 
Lockwood are creating wide-open - opportunities for the alert 
hardware dealer. The Patrician All-Plastic Knobs and Unifast 
Escutcheons illustrated above are part of a series of important 
Lockwood developments, which are described in the 1938 
Sweet’s Architectural Catalogs. 


All-Plastic Knobs, with interchangeable knob tops and knob 
bodies in various tasteful colors and four designs, may be used 









Division of Independent Lock Co. 





As 
printed 


in 
SWEET’S 


with metal shanks of standard finish. They are shown here in 
combination with the distinctive Unifast Escutcheons, which 
will be covered in a succeeding advertisement in this series. 
This effective assembly was among those awarded a Certificate 
of Merit by the Associated Industries of Massachusetts. 


The new Lockwood hardware pays quick dividends to aggres- 
sive dealers. Complete details are immediately available. 


Lockwood Hardware Mfg. Co. 


Fitchburg, Massachusetts 
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jority of retail firms in all lines 
most of whom consider $100,000, 
or one-tenth of the million dollar 
lid, pretty big business. There is 
also some doubt, in my mind, as 
to the possible common ground of 
such a miscellaneous group, ex- 
cept perhaps in an active major 
political campaign fighting against 
uneconomic party platforms, and 
protesting unsound theories of 
incumbent administrations. 


MEMPHIS 
CONVENTION :— 


Exactly a month away the com- 
ing Memphis convention of the 
Southern Jobbers and the Manu- 
facturers promises to be heavily 
attended. For several weeks, the 
Peabody Hotel, convention head- 
quarters, has been sold out com- 
pletely with a long waiting list 
and plenty of overflow for nearby 
hotels. More than 800 reserva- 
tions for rooms have been re- 
corded to date. This is an en- 
couraging sign, representing con- 
fidence both in the future and in 
the hardware business itself. A 
representative delegation of Texas 
jobbers is expected and will hold 
its own supplemental meeting for 
discussion of its June convention 
at Galveston. The Old Guard and 
the “X” Club“are planning their 
customary dinners. The secre- 
taries of both associations are 
rounding out an appropriate pro- 
gram to inform and stimulate those 
who attend. All this may be 
summed up as determination to 
continue to improve the hardware 
business despite the handicaps of 
current reduced business volume. 


PATMAN’S NEW LAW :-— 


Congressman Wright Patman is 
now sponsoring the most drastic 
anti-chain store bill ever offered 
in this country. It would prac- 
tically tax the chains out of busi- 
ness and is so worded that vol- 
untary chains would likely be in- 
cluded to prevent corporate chains 
from reorganization that would 
defeat the intent of the bill. This 
law would tax on the following 
basis: minimum of $50 per store 
for chains operating less than 10 
stores and a maximum of $1,000 
per store for those operating more 
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than 500 outlets. Such a sweeping 
tax measure would place a ter- 
rific financial burden on _ practi- 
cally all major national chains 
including the chains operated by 
the mail order houses as all of 
these have far more than the pre- 
scribed 500 for the maximum 
levy. Although it appears unlike- 
ly that this tax bill will pass at 
the present session of Congress 
it is quite clear that anti-chain 
sentiment is very strong in Con- 
gress today and the chain store 
lobby in Washington is badly 
scared. Whether such a bill, if 
passed, could stand up under a 
test case is hard to say, for it 
would seem that it might not be 
able to withstand the charge that 
it is both discriminatory and con- 
fiscatory, for obviously such a tax 
plan would eliminate the big 
chains completely. And while this 
might seem like a fine victory 
for independents it might prove 
otherwise, leading to wider spread 
of consumer cooperatives, etc. By 
the present signs there will be 
ample time to study this proposed 
law and its probable reaction if 
passed. Before getting too en- 
thusiastic on the subject indepen- 
dent dealers will do well to give 
careful consideration to the wider 





Private Convention 
Entertainment 


RESOLVED: That while 

appreciating the hospi- 

tality so generously ex- 
tended to us at our 

Southern Conventions, 

we believe that the giv- 

ing of large dinner 
parties has developed 
to the point where 
duplication of  invita- 
tions has become em- 
barrassing to our mem- 
bership, and the break- 
ing up of the crowd has 
become detrimental to 
the best interests of the 

Convention; and that 

this problem be brought 

to the attention of the 
membership and _ the 

Executive Committee of 

the American Hardware 

Manufacturers Associa- 

tion for such action as 

they may deem expedi- 
ent. 

—Resolution approved 
by Executive Commit- 
tee of the Southern 
Hardware Jobbers As- 
sociation, on June 28, 
1937. 











aspects of such a move. Let us 
very definitely, however, take real 
comfort in the realization that 
there is at last a definite trend 
toward curbing chain store growth 
and a public interest aroused that 
seems to understand the unfair 
competitive advantages that chains 
have enjoyed in the past. This 
is genuine progress for indepen- 
dents. 


CO-OPS :— 


The consumer cooperatives in 
this country report an increased 
sales volume of approximately 20 
per cent during 1937 as compared 
with 1936. At that their retail 
trade represented only an esti- 
mated 1.5 per cent of the total 
retail business of the country. It 
is the latter fact which may tend 
to lull into indifference the inde- 
pendent retailers’ interest in the 
spread of the cooperative move- 
ment. Thirty years ago house-to- 
house peddlers, mail order firms 
and chain stores were reported as 
doing an aggregate of 8.8 per cent 
of the nation’s retail business and 
now enjoy an estimated 28 to 30 
per cent of the total. The impor- 
tant and serious figure to consider 
is the growth from 1936 to 1937 
—which was a 20 per cent in- 
crease. Compare that with your 
own growth in comparing 1937 
with 1936 and you will realize 
that co-ops are making great head- 
way in the United States. Figures 
from Europe indicate that con- 
sumers’ cooperatives take 25 per 
cent of the business in Denmark, 
10 per cent in Sweden and 15 per 
cent in England. In this country 
there are 26 wholesale co-ops and 
from 6,000 to 7,000 co-op retail 
stores. They have a national or- 
ganization; have enjoyed state and 
federal aid and whatever trade 
they take is on a non-profit basis 
thereby offering a very unfair 
competitive advantage. There are 
some who argue that the co-ops 
are hurting the chain store busi- 
ness more than they are hurting 
trade enjoyed by independent mer- 
chants. This would be difficult to 
determine, but it is basically fair 
to assume that any plan which in- 
cludes government fostered, non- 
profit competition must be care- 
fully watched and reckoned with 
by all independent business men. 
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By ADON H. BROWNELL 


Chapter 22—Intermediate Course 


Colonial and Modern Schools of Design 


gave considerable thought to 

schools of design, turning our 
thinking to those particular schools 
of ornament that had their birth 
in the development of the arts of 
Greek, Roman, French and Eng- 
lish creation. As was pointed out 
in that chapter, use of these 
schools of ornament has passed 
in a large degree from our mod- 
ern thinking. To use one of them 
particularly on residential work 


LT the preceding chapter we 


Fig. 1— 

“Revere” 
Modern 
Design 





has become rather the exception 
than the rule. 

Here in America at least, we 
have turned to schools of design 
more typically our own. Many 
of the more popular designs used 
today are those termed “modern” 
by many manufacturers, such as 
Fig. 1 (Reading Hardware Co.). 
This type of hardware as pro- 
duced by the foremost designers 
has filled a particular need in our 
scheme of modern American archi- 
tecture. 


62 


Modern hardware design must 
not be confused with our latest 
product of school of design 


Fig. 2— 
“Tamora” 
Modernistic 
Design 


a 





known as “modernistic.” Much 
has been produced in the way of 
modernistic hardware by Ameri- 
can manufacturers, some really 
beautiful and some of extremely 
poor design. Fig. 2 (Penn Hard- 
ware Co.) shows one of the fine 
products of this school. 

The growing use of modernistic 
design is apparent to anyone who 


Fig. 3— 
Colonial 
Design 





is at all posted on the trend of 
recent years in rugs, furniture, 
hardware and the buildings them- 
selves. As stated in our last chap- 
ter, space does not permit us to 
adequately handle each design. To 
those who really want to follow 
up this interesting subject, I rec- 
ommend the public libraries or 
those books mentioned in our iast 
chapter. 

So, we come to the closing 
school of design in our review, 
one of the most popular in hard- 





Fig. 4— 
“Saybrook” 
Sectional 
Colonial 
Design 





ware—‘Colonial”— a truly Amer- 
ican production. 

When we think of Colonial de- 
sign we really think in terms of 
four divisions: 

First Type Colonial—Colonial 
designs predominate among all the 
leading hardware manufacturers, 
brass and bronze metal with pol- 
ished brass being the predominat- 
ing finishes. Such designs as Fig. 
3 (Sargent & Co.) in long es- 
cutcheon and Fig. 4 (Russell & 
Erwin) in sectional design typify 
the Colonial style of many manu- 
facturers. 

Second Type Colonial—in later 
years most of the leading hard- 
ware manufacturers, as well as a 
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number of specialty manufactur- 
ers, have created large numbers 
of Colonial designs made in white 
bronze metal. Fig. 5, a Corbin 


Fig. 5— 
White 
Bronze 

Colonial 
Design 





design, and Fig. 6, an Earle design 
will show what I mean. They have 
been among tbe leaders in cre- 
ating popular demand for these 
types. Other interesting designs 
not only in Colonial but in early 
English, Spanish and _ other 
schools have been developed with 
the use of white bronze metal. 
Third Type Colonial—It has 
been well said that “Necessity is 
the mother of invention.” Back 
in the early 1920’s while in Pitts- 
burgh, I used to play handball 


1] 


Fig. 6— 
White 
Bronze 

Colonial 
Design 
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quite regularly with the late John 
Farr, whose father, W. C. Farr, 
was then president of the McKin- 
ney Mfg. Company. In those days 
he was giving considerable thought 
to building a new home and he 
often talked with me about it. 
John Farr died quite suddenly be- 
fore he could move into his new 
home, but before that happened 
he had developed a new idea in 
hardware. 

It was his idea to develop 
wrought iron hardware in a way 
that would bring it within modest 
price limits. I had the privilege 
of discussing the first designs with 
him. I’m willing to admit at this 
late date that John Farr had a 
great vision. I just could not see 


Fig. 7— 
Colonial 
Wrought 

Iron 

Design 


at the time a large field, but he 
did and he was right. McKinney 
first made three Colonial designs 
“Heart,” “Curley Lock” and 
“Tulip” as well as “Etruscan,” a 
Spanish design. 

Overcoming many unforeseen 
manufacturing problems McKin- 
ney soon found an acceptance 
beyond their own expectations. 
Replacing steel square head stud 
screws with ones of a special alu- 
minum alloy was one of their 
early improvements. Later on 
they brought out other designs. 
When they started they thought 10 








years would be about the limit of 
popularity, but after 12 years the 
line has shown no let up in de- 


mand. 


Fig. 8— 
Colonial 
Wrought 
Iron 
Design 





Figs. 7 and 8 are two of the 
popular designs used extensively 
on Colonial work as manufactured 
by McKinney. This firm has also 
been very successful with zinc 
coating, thereby rust-proofing, 
their goods. 

Fourth Type Colonial—Of the 
four divisions of Colonial hard- 
ware the last, the most expensive 
and undoubtedly the truest repro- 
ductions of early American Co- 
lonial hardware, is produced by 
those manufacturers’ foundries 
and specialty producers who hand 
forge their real Swedish iron and 
reproduce the real hand-wrought 
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Fig. 9— 
Hand- 
Forged 

Colonial 
Design 















hardware of early American his- 
tory. 

What real hardware man does 
not get a thrill when he has the 
opportunity of seeing in old New 


Mb 


Fig. 10-L and H 


section of hinge plate 


England or Virginia houses hand- 
wrought Swedish forged iron of 
Fig. 9 
shows one of these typical front 
door handles manufactured by 
Russell & Erwin. 

As in the last chapter let me 


those historical days? 


again suggest the value to you 
of a more complete study of 
those designs manufactured by 
In as 
brief a course as this one neces- 
sarily must be, I can only sketch 


your sources of supply. 


an outline for your further study. 
It is my hope that you will fol- 
low this outline, in further detail, 
on the matter of schools of design. 

Emphasis has been placed on 
front door hardware only by way 
of example. A careful study of 
the kindred items which can be 
sold will, however, greatly add 
Sell- 
ing the front door handle and 


to your dollar sales volume. 


forgetting the hinge plates, door 
knockers, foot scrapers and many 
other accessory items which are 
really called for with the front 
door handle should never be over- 
looked. 

On the last three Colonial types 
especially, hinge plates for ex- 
ample are usually required by the 
architect. Watch for them on the 
detail of the front door or front 
elevation. 

H. and L. hinges are popular 
in certain types of interior doors 
and cabinets and sometimes these 
are made as complete hinges. At 
other times and on less expensive 
work, plates screwing tight to the 
regular door butts are considered 
adequate as shown in Fig. 10. The 
catches and pulls should be in 
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the same design, metal and finish, 
on the cabinets where these kinds 
of plates are required. 

To go through all the trim 
used with this type of hardware 
would be unnecessary for whether 
it be knobs, thumb latches, drop 
handles, escutcheons, etc., the 
same sort of description would 
be necessary as has been fully 
described in previous installments. 

Lever handles, for example, 
would be subject to the same cau- 
tion given in a previous chapter 
regarding spring power to keep 
them in proper position and in 
using the right spindle. All of 
these points must be watched with 





extreme care. Speaking of lever 
handles, care must be used to 
specify whether they are for locks 
with hubs on the square, such as 
Yale & Towne use, or on the dia- 
mond, such as are used by most 
of the other manufacturers. 

In closing this chapter, let me 
again caution you new men in 
builders’ hardware. Watch the 
architect’s details, be sure your 
hardware will fit and specify all 
necessary information in your or- 
ders to the factories. 

In our next chapter we shall 
discuss an entirely different type 
of lock—the tubular and cylinder 
lock set. 
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Here’s the stand that 
stimulated seed sales. 
Everything is where it 
can easily be seen and 
all items are plainly 
marked. It’s easy for 
the customer to buy. 











Portable Display Stand 
Doubles Sales of Seeds 


Blow & Mielke, Waupun, Wis., have built 
business in this department with a 


four-tier stand that speeds up sales 


PORTABLE seed display 
A case has practically dou- 

bled seed sales for H. M. 
Blow and C. M. Mielke, owners of 
The Hardware Store, Waupun, 
Wis. The present stand has four 
tiers which contain many drawers 
for the seeds. It is painted white 
and green, a combination that is 
bound to attract any gardener, be 
he amateur or professional. 

The display contains a cut-in 
spot for the scales and also has 
room for a miniature cash drawer 
which facilitates the making of 
change when there is a rush of 
business in the seed department. 
This drawer for small change saves 
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time and plenty of steps and, as 
C. M. Blow says, the faster you 
can serve customers the more sales 
you will make. 


Each Type Indicated 


The type of seeds in each 
drawer is indicated by a package 
cover which is fastened to the 
front of that drawer. Each drawer 
is deep and roomy so that people 
can look inside and see just what 
they are buying. 

“Open display of seeds means a 
great deal,” says Mr. Blow. “Peo- 
ple like to see what they are buy- 
ing in any store. That’s why we 


had this stand constructed in this 
manner.” 

The seed stand is in the rear of 
the store, which means that cus- 
tomers and prospects must pass 
many hardware items on their way 
to reach it. Rapid service at the 
seed display enables 4 customer 
to make his purchases quickly, and 
leaves time for a little browsing 
about the rest of the store. Addi- 
tional sales are often made in this 
manner. 

“Where seeds are stocked be- 
hind a counter, people seldom 
have an opportunity to buy as 
many as they wish,” says Mr. 
Blow. “This rack is out in the open 
where all can inspect its contents. 
The pictures of seeds tacked on 
each drawer stimulate additional 
buying, especially s’nce customers 
can run a few sample _ seeds 
through their hands and speculate 
on their desirability.” 











JOSEPHINE McMAHAN 











Looking toward the front of the store we see some of 
the auxiliary display units in the housewares section. 


Giving the Store a Feminine 


Appeal Builds Business 








Thats what Grant 
Bliss Hardware Co. 
of Charleroi, Pa., dis- 
covered when after 
seeking the feminine 
business they made 
102,964 sales ina 
year in a town of 
12,000 population. 
Unique display and 
sales ideas brought 
increased profits. 


‘ 


ECAUSE women make most 
B of the purchases in retail 
stores these days the Grant- 
Bliss Hardware Co.. Charleroi, 
Pa., devotes a large portion of its 
75 by 22 foot display room to un- 
usual displays of housewares and 
gift lines appealing chiefly to wo- 
men. Last year this policy re- 
sulted in the store making 102,964 
sales, more than half of these sales 
being made to women. This is an 
outstanding record when it is con- 
sidered that Charleroi, a town of 
approximately 12,000 population 
is within less than an hour of 
Pittsburgh, with its many and 
varied, larger and more complete- 
ly stocked competing stores. 
Quality and medium priced 


lines are featured in the Grant- 
Bliss housewares section which in- 
cludes as few 5 and 10-cent items 
Only fast-moving 
profit-paying merchandise is han- 
dled in this department. C. S. 
Bliss, owner of the store, says “I 


as_ possible. 


don’t worry about my competitors 
and do not shop their stores al- 
though chain and syndicate firms 
shop my store. When my competi- 
tors cut prices on lines I handle, 
| get rid of those items as fast 
as possible. I prefer to sell mer- 
chandise marked at regular prices 
than on a special sale basis. Be- 
cause of this my customers consid- 
er that they are always getting 
good values at my store.” 

\s women are usually better 
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qualified to serve women in the 
sale of household necessities and 
giftwares two young women—Mrs. 
Josephine McMahan and Miss 
Margaret Paoly—take care of this 
section. Each assists Mr. Bliss in 
selecting and selling these lines 
and each has visited housewares 
and giftwares exhibitions to study 
and select merchandise for the 
department. 

With the idea that women, visit 
ing hardware stores, prefer to have 
their lines toward the front of the 
store, while men do not mind 
passing displays of merchandise 
for the women folks, Mr. Bliss 
has his unique housewares display 
well at the front of the store. 
Men’s lines are opposite the house- 
wares display and extend into the 
back of the display room. A 
series of specially built portable 
display units runs more than 40 
feet in the middle of the store. 
The shelf units are 6 feet high 
and | foot wide with a number 
of extensions 5 feet long branch- 
ing off from the main units. The 
display units have six shelves 
along the back, while the exten- 
sions have four display shelves. 
three of which are 5 feet long. 
A considerable amount of mer- 
chandise is displayed in a rela 


tively small space without crowd- 
ing by means of these unique fix- 
tures. 

Conceived and built by Michael 
Mudrick. who has charge of all 
displays in the store, the auxiliary 
units are of pine and wall board. 
Each section hooks onto the ad- 
joining section so that units may 
be removed when desired. The 
surplus stock of housewares, 
which is on ordinary shelving, in 
back of the portable units, is 
easily reached by passageways be- 
tween some of the units. In addi- 
tion to being well lighted by the 
regular store lights the housewares 
section has, at regular intervals. 
portable spotlights, equipped with 
reflectors and 100 or 150-watt 
lamps. These lights shine on the 
merchandise, but not in the cus- 
tomers’ eyes. Colored paper and 
colored shelf edging add to the 
attractiveness of the cream colored 
display units, with dark bottom 
trim. Different color schemes are 
used at different times of the 
year—brown for fall, holiday col- 
ors for Christmas, etc. 

All items shown in the house- 
wares section are within reach of 
a person of average height and 
everything in the department is 
shown on open shelves. Although 




















Side view diagram showing con- 
struction of display units. The 
height is 6 ft., length 5 ft., and 
width 1 ft. The base is 6 in. 
high and an edging runs around 
front and sides of second shelf. 


lines of interest to women are dis- 
played in the entire section most 
of the year, seasonable merchan- 
dise such as lawn seed replaces 
some of these sections during part 
of the year. The price of each 
item is clearly indicated on the 
merchandise itself or on a tag. 
Mirrors, of various shapes and 
sizes, which are offered for sale. 
are placed behind some of the gift 
items and add materially to their 


(Continued on page 160) 


A close-up of an auxiliary unit in the giftwares section. 
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These units may be easily moved when occasion demands. 
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The signs on 
the Long Beach 
Hardware Co.'s 
building tell 
the world that 
hardware is to 
be found there. 
The oil fields 
are practically 
in the backyard. 


Paint Sales Increased 600 Per 


ee 


and general sales grew 150 per cent 
during the same period for the Long 
Beach Hardware Co. in California due 
to a “give them what they want” policy 


ITH this much more di- 

\ \ rect wording of the fa- 

mous slogan, “The Pub- 
lic Be Served,” as his statement of 
policy, in two year’s time H. C. 
Cheroske has transformed the 
Long Beach (California) Hard- 
ware Company from a losing into 
a profitable business. That this 
company’s general sales have in- 
creased 150 per cent is noteworthy, 
but that the paint sales have in- 
creased 600 per cent during the 
same period, commands attention 
of hardware merchants every where 
and warrants examination. 

For proper understanding of 
what transpired, it is necessary to 
review a few facts concerning the 
location of the store and the pres- 
ent owner. With no actual hard- 
ware store experience, but with 
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the memory of boylHood days spent 
“with a stillson wrench in one 
hand and a piece of pipe in the 
other” (the natural result of his 
father’s position as the leading 
plumbing contractor of Long 
Beach), H. C. Cheroske purchased 
the Long Beach Hardware Com- 
pany two years ago. Admitting 
his own inexperience, he retained 
. C. (Cliff) Lionbarger as mana- 
er and Claude E. Jordan as as- 
sistant, each of whom had_ been 
with the former owners. Mrs. 
Cheroske has also taken an active 


uo 


part in the operations of the com- 
pany. 

Although located on the border- 
line between active oil fields and 
a medium class residential district, 
the store has the distinct advantage 
of being on one of the main high- 


71 HAR i 
Old Colony Paint. | 
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ways leading into Long Beach. 
Th’s road is traveled not only by 
transients but by the occupants of 
the 5000 homes in the neighbor- 
hood trading area. Appreciating 
the value of this heavy passing 
traffic, Mr. Cheroske painted and 
erected on his building no less 
than eight “Hardware” signs, six 
of these are shown in accompany- 
ing illustration, the other two 
heing directed at a different ap- 
proach. Having quickly learned 
that the general public has ac- 
quired a tremendous variety of 
individual ideas as to what the 
hardware store should carry in 
stock, it was decided that the chief 
message of the signs should be 
“Hardware” and that the Long 
Beach Hardware Company would 
back up the public’s own ideas as 
to what they could buy in the store 
by giving them what they want. 

As people became aware that 
there was an active hardware 
store in their locality (and they 
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The paint de- 
partment— 
neat, attrac- 
tive and well 
stocked, has 
been an impor- 
tant factor in 
building up a 
neighborhood 
business. 






































portant results of this policy, how- 
ever, is in the remarkable paint 
business that has been developed 
by the company. 
Soon after his purchase of the 
company, Mr. Cheroske became 
convinced that paint sales should 
constitute approximately 25 per 
cent of his total business. This 
conviction was brought about by 
the percentage of paint inquiries 
received in the store after the new 
signs had been erected and after 
the circulars had been sent out. 
These inquiries, however, revealed 
the fact that homeowners, paint- 
ing contractors, and industrial 
buyers had definite ideas as to 
the kind of paint they wanted. 
It seemed that they-wanted “top 
grade” only. 
True to his policy of “giving 
them what they want,” Mr. Cher- 
oske stocked a complete line of 
manufacturer-guaranteed paints, 
Personnel of the Long Beach Hardware Co.. left to right: Claude E. Jor- and erected on the roof of his 
dan, J. C. Lionbarger, Mrs. R. C. Cheroske and R. C. Cheroske, owner. 





building the largest sign of all, 
again saying “Hardware,” but this 
time also publicizing the brand 


were made aware not only by the customers by special order. It of paints carried. In line with 
signs but by house-to-house cir- might be stated here that Mrs. his paint quota of 25 per cent of 
culars and newspaper advertis- Cheroske has assumed the respon- total sales, he devoted the same 
ing), they came into the store. sib‘lity for such special orders and percentage of store space to paint 
Stocks were ordered and, where that to her belongs the honor of stock and display. 

apparent future business would the reputation which the company Mr. Cheroske has already 
not justify regular stocking, cer- now enjoys of “giving them what achieved his goal and it appears 
tain items were secured for the they want.” One of the most im- (Continued on page 14S) 





MARCH 





1938 





10, 

















IA Vie AA wie D 



































SPORTING 





HEADQUARTERS 
£ ra R 








GOODS SPECIALS| 


AX ia D 












































Time to Feature Sporting 


HE baseball teams have gone 

south for their spring train- 
ing, golfers are looking over 

their equipment and youngsters 
are a’wheel in all sections of the 


country. Making it short and to 
the point we'll just say that spring 











is just ahead of us and it’s time 
to let your customers and _ pros- 
pects know that you are equipped 
to fill their needs in the way of 
sporting equipment and wheel 
goods. 

Fortunately for the hardware 
dealer, sporting goods do not hap- 
pen to be indestructible. Every- 
thing used by the sportsman wears 
out in time or becomes obsolete. 
And the user of sporting goods is 
always on the market for some- 
thing new. 

The window display shown on 
this page is devoted to an assort- 
ment of merchandise that is bound 
to warm the heart of those who 


play baseball, golf or tennis. It 
is a display of the symmetrical 
type with one side of the window 
balancing the other. The middle 
panel tells the story with the slo- 
gan of “Headquarters for Base- 
ball, Golf, Tennis.” Reproduc- 
tions of baseballs and golf and 
tennis balls are bound to catch 
the eyes of the passersby and 
serve to direct their attention to 
the merchandise shown in the win- 
dow. 

Many hardware stores are in a 
position to supply baseball uni- 
forms for local teams and wher- 
ever such is the case it might be 
well to show some of the uniforms 
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which have been designed for lo- 
cal nines. 

It’s essentially a springtime 
window and the springtime color 
is green. Why not use a spring- 
time shade of green for the fix- 
tures and background with stream- 
ers of dark green or yellow in 
the positions indicated? Have a 
dark green panel as a background 
for the white baseball, golf and 
tennis ball and you're bound to 
attract attention. 

The display on this page is 
given over to wheel goods, pop- 
ular with youngsters at any time. 
but particularly so during the 
spring season. This display is 
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also of the balanced type and 
uses, as does the other, the Harp- 
wARE AGE interchangeable display 
fixtures. 

The central dominating figure 
of this window is the bicycle and 
the smaller items are graduated 


_ away from this focal point. There 


are many articles on wheels that 
appeal to children. Bicycles, ve- 
locipedes, toy autos, wagons, 
scooters and roller skates are all 
in demand by the youngsters who 
are just about beginning to get 
used to the warmer days. Lubri- 
cants for the various vehicles and 
accessories for the bicycle all have 
a place in a window of this kind. 


Equipment and Wheel Goods! 


Were it any other season we 
would suggest neutral tinted back- 
grounds and fixtures for this dis- 
play. But it’s for spring and, such 
being the case, it might be well 
to go the limit on green with 
orange lettering for the central 
panel in the background. If you 
have two windows in your store 
it might be worth while to make 
these companion displays and 
show them at the same time. They 
certainly would serve to attract 
the younger element to your store. 
And it always pays to get the 
young people in the habit of buy- 
ing from you. They'll stay cus- 
tomers for a long time. 




















By ROBERT PILGRIM 


Copyright, 1938, by Hardware Age 





AN EXPLOSION IN A POWDER PLANT 
AT SEGNI, ITALY, KILLED 1@ MEN— 
ALL BECAUSE A WORKER USED AN 
IRON INSTEAD OF A COPPER cHiset/! 
(HE WAS OPEN/N6 A CLOGGED 
TUBE OF COMPRESSED Alk.) 
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Houses PAINTED WITH 
LIGHT PAINT ARE EASIER® 





TO HEAT THAN THOSE 

PAINTED A BARK COLOR, 

ACCORDING TO COLOR 
EXPERTS 








MINIATURE STOVES WERE PLACED 
ON THE TABLE IN ENGLAND 
(EARLY E/6HTEENTH CENTURY.) 
THEY WERE USED TO KEEP 

TEA PIPING HOT AT THE . 
TABLE. 


















STOVES were 
BURIED WITH 
THE DEAD 
BY ANCIENT 
CHINESE. 
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The Difference Between 
Machine Bolts and 
Cap Screws 


By A. E.R. PETERKA 
Technical Assistant to Vice-President 
The Lamson & Sessions Co., 
Cleveland, Ohio 
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Left—Hexagon head cap 
screw 


Right—Hexagon head ma- 
chine bolt and nut 














ERHAPS, the most essential 
difference between a ma- TaBLe 1—THE AMERICAN SOCIETY OF MECHANICAL 
chine bolt and a cap screw ENGINEERS 
is that a cap screw is a far more American Standard Regular Machine Bolt Heads 
finished product in every sense Unfinished--Hexagon 
of the word. The shank is Width 
smoother and to closer tolerances. p pares . 
the head is finished better, and Nominal Flats Width Across Height 
in general, the cap screw makes Diameter Maximum Corners-Min. of Head 
a better appearance of Bolt (Basic) Hexagon Nominal 
A cap screw is always pointed, ¥, 0.2500 %, 0.414 11/64 
whereas a machine bolt may or 5/16 0.3125 A. pes _ 
ae oe ae * 0.3750 9/16 0.62 A 
may not be pointed. This differ 7/16 04375 i, 0.687 19/64 
ence might have been included Vy 0.5000 % 0.827 21/64 
under No. 1, but since it is so 9/16 0.5625 % 0.966 % 
obvious to the naked eye, it is felt 5& 0.6250 15/16 1.033 27/64 
Aas : 3 7 2. i, 
that this difference should be em- 4 0.7500 1% 1.240 fa 
eee % 0.8750 1-5/16 1.447 19/32 
phasized here. 1 1.0000 1% 1.653 21/32 
A machine bolt is usually fur- 1% 1.1250 1-11/16 1.859 % 
nished with a thread having a I 1.2500 1% 2.067 27/32 
Class 2 fit, whereas cap screw 1% 1.3750 2-1/16 2.273 29/32 
ede ee 1% 1.5000 21% 2.480 
specifications call for a Class 3 15% 1.6250 2-7/16 2 686 13/32 
fit. A Class 3 fit is to closer tol- 1% 1.7500 2% 2.893 1-5/32 
erances than a Class 2. 1% 1.8750 2-13/16 3.100 1% 
, 2 2.0000 3 3.306 1-11/32 
Machine bolts are usually made 2Y, 2.2500 3% 3790 1% 
with a coarse thread, although 2% 2.5000 3% 4.133 1-21/32 
sometimes a fine thread is speci- 2% 2.7500 4% 1.546 1.53/64 
- . . . AY, 95¢ y 
fied. Cap screws are made with 3 3.0000 HA 4.959 2 
either a coarse or fine thread, al- 
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though perhaps the fine thread 
predominates. 

A cap screw is made with a 
washer face under the head and 
is considered standard when made 
that way. A machine bolt on the 
other hand, does not ordinarily 
have a washer face under the 
head, and if required, is consid- 
ered special. 

A machine bolt is usually ac- 
companied by a nut. Although a 
cap screw may be used with a 
nut, and frequently is, it is con- 
sidered as a product which is 
used in a tapped hole. 

Although we are picturing a 
hexagon head cap screw and a 
hexagon head machine bolt in 
the illustration, cap screws are 
made with fillister heads, coun- 
tersunk heads and various other 
types of heads. A machine bolt 
is ordinarily made either with a 
square head or a hexagon head. 

There is a different set of stand- 
ards for head sizes for cap screws 
and for machine bolts. Similarly 











difference in dimension standards 
is shown in the accompanying 
tables. 


there is a different set of stand- 
ards for thread lengths on cap 
screws and machine bolts. This 


























TABLE 7—THE AMERICAN SOCIETY OF MECHANICAL 
ENGINEERS 
American Standard Cap-Screw Heads 
Hexagon a | 
Width 
Across Width 
Flats Across 

Diameter Maximum Corners Height 
of Screw (Basic) Minimum Nominal 
% 0.2500 7/16 0.488 3/16 
5/16 0.3125 % 0.557 15/64 
3% 0.3750 9/16 0.628 9/32 
7/16 0.4375 56 0.698 21/64 
% 0.5000 % 0.840 3% 
9/16 0.5625 13/16 0.910 27/64 
5, 0.6250 0.980 15/32 

% 0.7500 1 1.121 9/16 
% 0.8750 1% 1.261 21/32 

1 1.0000 1-5/16 1.473 % 
1% 1.1250 1% 1.684 27/32 
1% 1.2500 1-11/16 1.896 15/16 











l 
1 
l 1% 1% 
1 1% 1% 
1 1% 1% 
1 1% 1% 
lyfe 1% 1% 
lts 1% 1% 
lt 1% 148 
lt 1% 148 
lts 1% 1t8 
l¥s 1% 18 
1% 1% 1t# 
1% 18 


All dimensions given in inches. 


MINIMUM THREAD LENGTHS FOR STANDARD BOLTS 
Taken from Standards Book of American Institute of Bolt, Nut & Rivet Mjrs. 


Nominal Diameter of Bolt—D 


% % l 


1% 


&1% 


Minimum Thread Length—T 


&1% 


1% 


1% 
& 1% 


1% 
&2 


2% 





1% 1% 

1% l¥s 1% 2 

1% 1% 1% 2% 2% 2% 

1% 2 2% 2% 2% 2% 3% 3% 3% 

1% 2 2% 2% 2% 2% 3% 3% 4 4% 44 
1% 2 2% 2% 3% 3% 3% 3% 4 4% 4% 
2 2 2% 2% 3% 3% 4 4 4 4 4%, 
2% 2rs 2% 2% 3% 3% 4% 4% 4% 4% 4% 
2% 21s 2% 2% 3% 3% 44 4% 5% 5% 6% 
2% 2ys 2% 3% 3% 3% 4% 4% 5% 5% 6% 
2% 216 2% 3% 4 456 4% 4% 5% 5% 6% 
2% 2ys 2% 3% 4 4% 5% 5% 6% 6% 6% 





































*For intermediate bolt lengths, the minimum thread length shall be the same as that specified in the table for the next 
shorter length of the same diameter bolt. 

For bolts too short for the specified minimum thread lengths, threads shall be cut or rolled to within % in. of head or 
neck on sizes up to and including % in.; % in. on sizes # to 1 in., inclusive; %4 in. on sizes 1% to 2 in., inclusive; and 
% in. on sizes 2% to 3 in., inclusive. 

Minimum thread length, T, is measured from the end of the bolt and shall include the imperfect threads. 

Length of imperfect thread shall not exceed 2% threads. 

Bolt length, L, is measured from the greatest diameter of the under surface of the head to the end of the bolt. 


FORMULA FOR CAP SCREW THREAD LENGTHS 


Taken from 1936 Edition of S. A. E. Handbook. 
Cap screws when threaded coarse pitch shall have a length of thread equal to 2D plus % in. When threaded fine pitch 
the length shall be 1% D plus % in. (D equals body diameter of screw.) Screws too short to allow the formula length 
thread may be threaded as close to the head as practicable. 
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A Hardware Man 
Runs a Great Hospital 


MURRAY SARGENT 


NE thing usually leads to 
QO another. My telephone 
buzzed. It was Charlie 
Heale, editor of HARDWARE AGE. 
“Say,” said Charlie, “from 
your recent articles you seem to 
be interested in doctors and 
health. Did you ever hear of the 
New York Hospital?” 

“No,” I replied, “what about 
ar 

“Well,” said Charlie, “you have 
a lot to learn. It is one of the 
greatest hospitals in the world. It 
was established in New York in 
the year 1771, before the Declara- 
tion of Independence, and during 
the reign of George III. It was 
the first hospital in New York, 
and the second one in the United 
States. And the strangest thing 
about this is that Murray Sargent, 
a member of the old hardware 
manufacturing Sargent family, 
who was for years in the hard- 
ware business, some three or four 
years ago resigned his hardware 
job to become assistant to the 
president of the New York Hospi- 
tal. He has since been appointed 
‘Chief Administrator’ and now 
runs the whole show.” 

“Well, well,” I said, “that cer- 
tainly sounds interesting. I knew 
Murray Sargent years ago, and 
have bought goods from him, but 
have not heard from him for sev- 
eral years.” 

“Don’t you think it would be 
a good stunt for you to go up to 
the hospital and interview Mur- 
ray Sargent about his duties as 
Chief Administrator of this great 
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modern hospital? You might 
learn something yourself and also 
tell our readers something about 
hospitals,” said Charlie. So I 
wrote Mr. Sargent, and by return 
mail received a cordial letter in- 
viting me to drop in at his office 
in the hospital. I was off to a 
new adventure. 


The New York Hospital 
I drove to the New York Hos- 


pital in just 20 minutes from my 
office. It is on 68th Street, near 
the East River. When the car 
stopped at the main entrance the 
first thing that impressed me was 
the site of the hospital. It is 
just across the street from the 
Rockefeller Foundation for medi- 
cal research. On one side is the 
East. River. The neighborhood 
is quiet, and on this particular 
afternoon was flooded with sun- 
shine. I stopped and looked at 
the imposing buildings, 27 stories 
high. The group were a curious 
combination of modern architec- 
ture with a Moorish effect. Almost 
all the large entrances and doors 
had the Moorish pointed top, but 
there the resemblance ended. 
There were no colored Moorish 
decorations. The entire effect of 
the enormous buildings was one 
of great simplicity. 

An elderly man in livery opened 
the door of my car. There was a 
wide parking space before the en- 
trance. To the left between two 
buildings, was a sunken garden, 


one of many gardens in the group 
of buildings. When I stepped 
through the revolving door I 
found myself in a large reception 
hall with high ceilings. On the 
walls were the names of those who 
had generously supported the hos- 
pital since its inception. To the 
right was a middle-aged woman 
sitting at the information desk. I 
told her of my engagement with 
Mr. Sargent. In a moment his 
secretary came out and escorted 
me to his office where he met me 
at the door. He had changed very 
little since I last met him several 
years ago and was just as hand- 
some and genial as ever. 

Since Mr. Heale telephoned me 
about Mr. Sargent I must confess 
I had been looking up the hospi- 
tal and his job, and was amazed 
at the size of the organization. 
Naturally I expected there would 
be a lot of papers and impor- 
tant documents on his desk await- 
ing attention. However, there 
wasn’t a single paper in sight. 
With the exception of the pen and 
inkwell, there was nothing on his 
glass topped desk. The unadorned 
walls of his office were paneled 
in dark wood. I noticed particu- 
larly there wasn’t an ash tray in 
evidence. 

I hardly knew just how to start 
the interview, but I told Mr. Sar- 
gent I had come on Mr. Heale’s 
suggestion, and there were sev- 
eral things I would like to 
know about hospitals in general 


75 














and his hospital in particular. | 
added that I was quite sure a num- 
ber of other people would like to 
know the answers to some of the 
questions I was going to ask him. 

“You don’t pay any taxes,” | 
asked 

“No,” he replied. 

“You have very large endow- 
ments, haven’t you?” I cont:nued. 

“Yes,” was his answer, “if it 
were not for the endowments, the 
hospital could not exist.” 


Why the Expense? 


Then I came to the point. “If 
hospitals have no taxes, have very 
large endowments, and have many 
distinguished physicians serve 
them without pay, why is the 
average hospital, so expensive? 
For instance,” I continued, “one 
can go to the Waldorf-Astoria 
Hotel and live very well for $7.00 
a day including room and meals, 
but if you go to a hospital and 
wish a private room, the average 
cost is at least $8.00 a day. Why 
are hospital rooms so expensive?” 

Mr. Sargent smiled and re- 
marked, “Our charge for an open 
bed without any extra service is 
$4.00 a day. It costs us $7.12 to 
handle such a patient. In other 
words, we lose $3.12 per day per 
patient, and a large number of 
our patients are in this class. How- 
ever, we do have private rooms at 
$8.00 per day, and we have others 
at $12.00, $16.00, $20.00 and 
$25.00, and it may also interest 
you to know that we have one 
deluxe suite on which our regular 
charge is $75.00 per day. 

“The high cost for pay patients 
in a hospital is caused by the great 
amount of work each hospital 
does at less than actual cost or 
entirely free. From the inaugura- 
tion of this hospital 167 years ago, 
one of its features has been free 
service to those who cannot afford 
to pay.” 

Mr. Sargent was very proud of 
the fact that under his administra- 
tion, with an increasing number 
of patients, in the last three years 
the annual deficit had been cut 
from $756,000 to $250,000. In 
other words, this hospital being in 
the red only $250,000 a year was 
doing very well indeed. 

“Teil me,” I said,“how did you 
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happen to become Administrator 
in Chief of this hospital, and just 
what are your duties?” 

“Well,” he answered, “I went 
to work with Sargent & Co. as 
soon as I left college. I worked 
as a stock clerk, traveled on the 
road, sold goods, returned home, 
worked in the buying department, 
and in the factory, so you can see 
I had quite a well rounded busi- 
ness experience. During this pe- 
riod I also put in a good deal of 
time and work with the New 
Haven Hospital, and so learned 
something about hospital manage- 
ment. Now it happened that un- 
der the old form of organization 
of the New York Hospital a very 
large part of the administrative 
work fell upon the shoulders of 
the president. Handling a hospi- 
tal, entirely outside of the doctors, 
nurses, medicine and taking care 
of patients, is really a big business 
proposition. Not only must rules 
and regulations be made, not only 
must the board of governors issue 
instructions, not only must the 
executive committee issue their in- 
structions, but there must be 
somebody to see that these instruc- 
tions are carried out. Such be- 
ing the case, certain of the gover- 
nors who had had wide experience 
in large corporations, decided 
what was needed was an executive 
officer with full authority to carry 
out the instructions of the board 
and the executive committee. They 
hesitated to take this step imme- 
diately. So for a year I had the 
title and did the work as assistant 
to the president. Then as I seem 
to have given satisfaction in this 
work, I was given a new indepen- 
dent position, as Administrator in 


Chief.” 


A Valuable Office 


I replied that I knew from my 
own experience in large organiza- 
tions that such an office would not 
only be especially valuable in a 
hospital, but would also be valu- 
able in many other large organiza- 
tions. I have known where presi- 
dents who were really hard work- 
ing men and put in full time, 
actually could not keep in close 
touch with their organizations on 
account of the many interruptions. 
This has been especially true in 


the last few years when the con- 
tact with various government 
agencies, etc., has consumed a lot 
of the president’s time. It there- 
fore seemed to me a very wise 
precedent in the organization of 
the New York Hospital, that may 
well be followed by others, to 
create a position such as that 
occupied by Mr. Sargent. 

Smilingly he told me, when 
listing the activities of the hospital, 
that their purchases of supplies 
alone amounted to over $1,000,000 
a year. One of the things he did 
when he took his position, with 
the assistance of the various heads 
of departments, was to standardize 
and reduce the number of items 
that the doctors thought were nec- 
essary. Mr. Sargent learned his 
lesson in this respect when during 
the war he worked under Bernard 
M. Baruch, when the manufac- 
turers in the United States were 
persuaded to concentrate and re- 
duce the lines of goods they made 
and eliminate duplication as much 
as possible. By doing this with 
their supplies, Mr. Sargent said a 
large saving had been made, not 
only in the cost of the materials, 
but in the time necessary to take 
care of them. 


Many Departments 


As you will find in the follow- 
ing description of the activities of 
the hospital, there are a number 
of departments. All of these, Mr. 
Sargent said, were controlled by 
a strict budget. If this budget is 
exceeded in any department there 
must be a prompt explanation. 

“Probably this question may be 
impertinent,” I said, “but there 
is one thing I would like to know. 
Doctors are well known to be in- 
dividualists. Some of them are 
temperamental, what we call in 
business ‘prima donnas.’ How in 
the world do you manage to hold 
500 doctors in line without a 
riot?” 

This question brought a laugh. 
“Well,” he replied, “actually we 
have very little trouble. The en- 
tire hospital is divided into depart- 
ments and there are competent 
heads in charge of each depart- 
ment. Usually these department 
heads can handle incipient revolu- 

(Continued on page 1614) 
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Voluntary Conformance 


to Patman Law 
Widespread and Helpful 


Says FELIX H. LEVY 


EDITOR'S NOTE:—Mr. Levy is well known to our 
readers and has been a frequent contributor to 
HARDWARE AGE and an even more frequent ad- 
visor regarding editorial comment relating to fair 
trade and related legislation. A prominent New York 
attorney and former Special Assistant Attorney-Gen- 
eral of the United States, Mr. Levy is recognized as a 
leading authority on this subject. Therefore, we are 
pleased to offer these friendly and constructive re 
marks on a -recent comment in this publication 








ECLARING that widespread 
D voluntary conformance to 

the principles embodied in 
the Robinson-Patman Law is of 
greater importance than the re- 
sults of prosecutions of alleged 
violations of this measure, Felix 
H. Levy, Esq., has written an in- 
teresting letter to HARDWARE AGE 
from which we quote, in part, the 
following: 

“In your editorial comment, in 
the January 13, 1938, issue of 
HarpwareE AGE, page 41, you say 
of the Patman Act that in review- 
ing the suits brought by the Com- 
mission for its violation, one may 
very properly lose one’s hope that 
government help will ever improve 
competitive conditions, that the 
government seems to pursue doubt- 
ful cases with thin evidenee and 
as a result nothing much can be 
chalked up in the way of victory 
for independent distributors. 

“While I largely agree with you 
in this quotation. | think it fell 
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short of full fairness toward the 
Patman Act to have omitted to 
mention that, apart from these 
prosecutions, there has been wide- 
spread conformance. 

“Tt seems to me, therefore, that 
in confining your comment to the 
prosecutions which have been be- 
gun by the Commission, you 
wrongly have neglected to mention 
the very wide field in which the 
Patman Act has been put into prac- 
tice by voluntary action on the part 
of a vast number of business men.” 

In further support of these com- 
ments, Mr. Levy provides extracts 
from an address he prepared and 
had presented at the National 
Jewelry Convention, in New York 
City, August 24, 1937, in which 
he said: 

“Both from the standpoint of 
your actual experience as_busi- 
nessmen and from the standpoint 
of the legal profession, it is safe 
to say that there has been a marked 
and beneficial improvement in the 
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conduct of American business, as 
a result of this new law. 

“It is of secondary importance 
that in the prosecutions thus be- 
gun by the Commission, serious at- 
tack has been made by competent 
counsel with respect to the consti- 
tutionality of some of the provi- 
sions of this law. In the near fu- 
ture, the validity of these attacks 
will be judicially determined. 

“A far more significant and 
welcome circumstance is the fact 
that hundreds, if not thousands, 
of business concerns in this coun- 
try have quietly, without public 
acclaim and without resort to or 
compulsion by judicial proceed- 
ings, radically revised their selling 
policies so as to conform with the 
requirements of this new law. This 
fact cannot be sufficiently empha- 
sized. 

“In support of this statement | 
quote from a notable speech de- 
livered by Hon. Charles H. March, 


(Continued on page 138) 

















Kew eve 





March 10, 1938 


ADVANCES 


Prepared Roofing. 
11-1/3 x 36-in. Hex. Shingles. 
Asphalt and Tar-Saturated Felts. 


Some Cotton Rope, Twine. 
Arsenate of Lead. 
Bordeaux Mixture. 


DECLINES 


Commodity Cold-Rolled Strip. 

Oil Stove Wicks. Some Mop 
Heads. 

Lined, Unlined Stove Boards. 

Some Fireplace Equipment. 

Some Cotton Waste, Wipers. 

Friction, Rubber Tape. 

Some Lamp Chimneys. 


American Steel & Wire Co.— 
Cleveland, Ohio, has reaffirmed cur- 
rent base prices on rods, wire, wire 
products and cold rolled strip for 
the second quarter with the excep- 
tion of commodity cold-rolled strip, 
which was reduced $2.00 per ton. 

. * * 

Oil Stove Wicks—A 
tion of more than 11 per cent in the 
prices of oil stove wicks has been 
announced by the Perfection Stove 
Co., Cleveland, Ohio. The No. 331 
wicks for Perfection stoves and Per- 
fection-made Ivanhoe and Puritan 
stoves, are now priced so that deal- 
ers can sell them profitably at 25 
cents each. New retail list prices 
of the No. 331 wicks are 25 cents 
each; $3.00 per dozen, and $36.00 
per gross. The former price was 
$3.40 per dozen. There was also a 
reduction in the prices of No. 441 
wicks for use in the Giant Superfex 
burners, to $6.00 a dozen as com- 
pared to $6.30, the former price. Re- 
duced prices of cotton was one of 
the reasons for the decrease. 


reduc- 


* * * 

Wire Tack Price List—Atlas 
Tack Corp., Fairhaven, Mass., has 
issued price sheet No. 101-A which 
replaces sheet 821, covering wire 
tacks. Prices on the new sheet are 
identical with those shown on the 
previous sheet except that the com- 
pany has made a revision in the 
freight terms. Full freight is now 
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Copper Rivets, Burrs. 
Some Leather Findings. 
Cup and Valve Leathers. 
Paris Green. Lime Sulfur. 
Gillette Blue Blades. 
Auto-Strop, Probak Blades. 


Wiss Kitchen Shears. 


allowed to any destination on ship- 
ments of 300 lbs. net weight and 
over. 

* am * 

Stove Boards—Regardless of 
sustained steel costs, leading manu- 
facturers of lined and unlined stove 
boards have put out sharply re- 


duced quotations, looking toward 
fall orders. The changes vary on 
different patterns and sizes, but 


seem to average close to 15 per cent 
reduction, and bring prices even be- 
low those of two seasons ago, in 
1936. Current schedules seem rea- 
sonably safe against further de- 
clines. 

* * * 

Fireplace Equipment — Some 
manufacturers have reduced their 
1938 season prices by about 71% per 
cent. 

* * a” 

Galvanized Range Boilers— 
Quotations were confirmed without 
change for the second quarter. 

* & * 


Prepared Roofing—There has 
been much comment on the low 
prices put out some weeks ago by 
leading makers of roofing lines, in 
a bid for out-of-season orders. New 
quotation sheets, now effective, show 
a number of increases, some of them 
being sharp advances. The mark-up, 
on competitive quality talc-surfaced 
roll roofings, averages 15 to 20 per 
cent. The better quality mica-faced 


roofings have been marked up only a 
few cents per roll. The advance is 
about 10 per cent on staple-selling 
75-lb. and 90-lb. slate-surfaced rolls, 
and on diamond point roofings. 

* * * 


Standard and Oversized Indi- 
vidual Shingles — These lines have 
not been advanced. The only not- 
able change in strip shingles has 
been on the 11-1/3 x 36-in. hexa- 
gon, which has shown an increase of 
approximately 6 per cent. Asphalt 
and tar-saturated felts have been 
moderately advanced. There has 
been no increase on_ rosin-sized 
sheathings, on slaters’ or deadening 
felts, or on roof coatings. 


* * * 


Cotton Products—The stead- 
ier tone in cotton lately is re- 
vealed in advances by some mills 
of one cent per pound on cotton rope 
in the competitive qualities, and a 
similar increase by mest makers of 
cotton twines. However, declines 
are not altogether out of the cotton- 
goods picture, a recent drop of one 
cent per pound being reported on 
certain grades of mop heads, and 
declines ranging from %4 to 34 cent 
per pound on cotton waste and 
wipers from some suppliers. 

* os * 


Rubber Products—Price 
schedules on American-made fric- 
tion and rubber tape have been 
weakened by a 10 per cent cut from 
the Jan. 1 quotation sheets, in some 
quarters. New price lists put out 
on agricultural rubber belting by 
certain manufacturers indicate an 
attempt to stabilize prices on both 
roll and thresher belts. 

* * * 


Lamp chimneys—Some man- 
ufacturers of lamp chimneys have 
reduced prices 10 to 12% per cent 
on Nos. 1 and 2 plain and crimped 
top chimneys. 

* * * 

Copper rivets, burrs — An- 
other decline of one cent per 
pound on copper rivets and burrs, 
late in February, restores quotations 
to about the levels prevailing in No- 
vember, 1936. 
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Leather products 
panies have put out a reduction ot 
about 3 cents per pound on oak 
leather shoulder strips, with some 
changes on other findings, including 
slabs, squares and soles. Cup and 
valve leathers have declined ap- 
proximately 10 per cent. 


* * * 


Bright wire goods—Present 
quotations are considered too low 
to maintain, being 25 per cent or 
more under the market established 
about a year ago. There is hope 
on the part of most makers that 
prices will recover substantially. 








Steel Prices 


The price structure is firmly 
held on all major steel lines, 
and by all producers. Prices 
announced on Feb. 17, for sec- 
ond quarter delivery, corifirm 
the same _ schedules which 
have been fuling during the 
last quarter of 1937, and 
throughout the current 1938 
quarter. This notice from all 
companies ended rumors that 
further cuts in steel prices 
might be looked for. The price 
confirmation included not only 
sheets, bars, plates, and 
shapes, but wire rods, and 
such wire products as nails, 
staples, barbed and smooth 
fence wire, and fencing. Near- 
ly all producers have ex- 
tended present quotations on 
pig iron throughout the next 
quarter. There have been a 
number of minor price cuts in 
various markets on _ steel 
scrap, chiefly reflecting a soft- 
ening in the export markets. 
Leading producers of high 
speed tool sheets have re- 
duced the base price from 80 
to 67 cents per pound, going 
back to the level prevailing 
previous to last October. Sales 
of tool steels have declined 
sharply, with the drop in ma- 
chine shop operations. In some 
quarters, these are reported at 
less than half their rate a year 
ago. 
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Insecticides Insecticide 
prices for 1938 have 
reached the jobbers, and are re- 
ported to show about the following 
changes: Paris green and lime sul- 
phur have dropped 1 cent per 
pound, arsenate of lead has been 
raised 1 cent per pound, and Bor- 
deaux mixture has advanced 1 cent 
per pound. 


recently 


* * * 


Gillette Razor Blades—Tem- 
porary specials have been offered 
by Gillette Safety Razor Co., Bos- 
ton, Mass., to stimulate buying ac- 
tivity. Through its distributors the 
company offers a 10 per cent free 
goods concession from Feb. 15 to 
March 31 inclusive. This reduction 
in price is on Gillette Blue Blades. 
Auto Strop and standard Probak 
blades, in packages of fives and tens. 

* * * 

Wiss Kitchen Shears—J. Wiss 
& Son Co., Newark, N. J., is offering 
wholesalers a reduced price on Wiss 
kitchen shears to be passed along 
to the dealers during April and 
May. The dealers’ sales period ex- 
tends from April 1 to June 1, and 
will be aided by an advertising cam- 
paign of the manufacturer. The sug- 
gested retail price of Wiss kitchen 
shears will be reduced during the 
period from $1.25 to 98 cents. 


* * * 


Loma sales—Tennessee Corp., 
Loma Division, 61 Broadway, New 
York City, reports that sales of 
Loma Plant Food have more than 
doubled in the past two or three 
years. Bookings so far for the 1938 
season have more than doubled the 
bookings for the same period in 
1937. 

* * *% 

Westinghouse sales—1937 was 
an outstanding year for Westing- 
house Electric & Mfg. Co., the com- 
pany reports. Orders booked for 
1937 were $229,540,061 which com- 
pares with $182,521,304 in 1936, an 
increase of 25 per cent. This ex- 
ceeded orders booked for any year 
except 1929 when the orders booked 
totaled $240,220,555. Sales billed 
in 1937 amounted to $206,348,307 as 





compared with $154,469,031 — for 
1936. This was an increase of 33 
per cent and also was exceeded only 
in the year 1929. At the beginning 
of 1938 the company had a large 
backlog of orders to carry over into 
the new year. These unfilled orders 
of Dec. 31, 1937, amounted to $60,- 
298,087, an increase of 24 per cent 
over Dec. 31, 1936. 


* * * 


Retail and Wholesale Com- 
parisons—The latest Dun survey in- 
dicates that general retailing, mea- 
sured by last year’s comparatives, is 
off 3 to 8 per cent, held fairly in 
some districts by the stimulation of 
bargain prices, but lapsing more 
severely in nearly all industrial sec- 
tions. Here even deep price cuts fail 
to attract consumer interest. The 
dollar volume of wholesale trade de- 
clined 12 per cent during January, 
as compared with January, 1937, and 
declined 11 per cent from Decem- 
ber, according to the United States 
Department of Commerce. Retail 
furniture sales in January were run- 
ning 16 per cent under a year ago, 
typical of a similar rate of decline 
also last month, and extending to all 
major household utilities. Much of 
the drop in sales comparisons with 
a year ago is due to price drops 
which are commencing to affect sales 
statistics very definitely, while at the 
same time they make current in- 
ventory reports appear more favor- 
able. Inventories in retail hands, 
and to a large extent also among 
wholesale companies, .are close to 
normal—in some cases below. 


* * * 


The Cost of Living — The 
latest study of living costs put out 
by the National Industrial Confer- 
ence Board covered the month of 
January, and showed the cost in 
each major group declining, except 
in coal. The average cost of living 
for January was 1.2 per cent under 
December, but still .07 per cent 
higher than in January, 1937. Food 
prices declined most, clothing con- 
siderably, and rents hardly at all, 
while coal prices advanced .5 per 
cent over December. However, coal 
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users have now forced, by court ac- 
tions, a reconsideration of the mini- 
mum price scales put out by the 
National Bituminous Coal Commis- 
sion. The commission will now 
hold public hearings before fixing 
its revised prices, hoping thus to 
evolve schedules which will not be 
subject to court attack. 
* & © 
Industrial Production-—Prog- 
betterment is slow. if 
reports of the 


ress toward 
judged by the 
familiar industrial statisticians. 
whose January and February in- 
dexes gained back little, if any, of 
the severe November and December 
lapses. There is encouragement in 
the “leveling” of business figures, 
and the cessation of dips and drops 
in the business charts. This level- 
ing can hardly be the precursor of 
a further decline, and it is widely 


read as the platform upon which an 
upturn in prices and volume can be 
built. Steel ingot production last 
week was estimated at 29.3 per cent 
of capacity, a drop of 1.1 point. 
Operations have stayed within two 
or three points of the 30 per cent 
mark since the start of the year. A 
year ago last week the operating 
schedule was at 85.8 per cent. The 
Iron Age states that steel consump- 
tion throughout general industry is 
at a faster rate than steel output, and 
this further drain upon inventories 
should soon result in more liberal 
specifications. 
ot * * 

Commodity Prices—Prices of 
sensitive staple commodities are now 
showing fair steadiness, reflecting, 
just as security prices have done, the 
hope that danger of war in Europe 
has passed. Tin, hides, and rubber 


have shown considerable strength. 


The International Tin Committee 
again cut production quotas for the 
second quarter of 1938, to a rate just 
half that authorized for the peak 
period of last year. Second quarter 
output will be held at 55 per cent of 
the basic rate, compared with 70 
per cent during the current quarter, 
and a 1937 high of 110 per cent. 
Rubber suppliers, too, are undertak- 
ing to steady their prices by reducing 
quotas, and in view of the extreme 
fluctuations in rubber prices when 
uncontrolled, this present attempt at 
regulation is generally approved. 
Manufacturers of rubber goods say 
there is now less than nine months’ 
supply of rubber in the United 
States, and they feel that their own 
profits and those of their distribu- 
tors are much more certain of main- 


(Continued on page 140) 








INDEPENDENT HARDWARE DEALERS’ SALES 


December, 1937 











Number Sales Reported Number of Firms Showing 
of Percentage Change Change in Sales 
State by Regions Firms From From Thousands of Dollars From Jan., 1937 From Dec., 1937 
Report- Jan. Dec. Jan. Jan. Dec. In-  De- Lessthan In-  De- Less than 
ing 1937 1937 1938 1937 1937 crease crease 1% change crease crease 1% change 
East North Central 531 —10.5 —14.1 1413.5 1578.5 2527.1 193 319 19 33 497 1 
Illinois 168 = oo —38.9 434.8 452.3 711.1 72 90 6 12 156 0 
Indiana 78 = 77 —43.0 211.5 229.2 3709 37 40 1 ll 67 0 
Ohio 153 —19.7 —43.6 474.4 590.8 840.6 36 112 5 5 147 1 
Wisconsin 132 — 44 —51S 292.8 306.2 6045 48 77 a 5S ia 0 
West North Central 361 + 03 —370 608.7 606.8 966.6 170 185 6 31 9325 5 
lowa 97 — 02 —41.6 154.7 155.0 264.7 48 46 3 8 87 2 
Kansas 93 = 29 —27.6 138.4 1345 1911 43 48 2 12 80 1 
Missouri 105 + G5 —$379 237.6 236.5 382.6 50 55 0 7 98 0 
Nebraska 66 — $5 —R 78.0 80.8 128.2 29 36 1 4 60 2 
South Atlantic 40 =i —31.5 170.2 1922 2168 14 26 0 4 36 0 
Georgia 30 - §3 —19.4 113.6 1238 1409 12 18 0 4 26 0 
South Carolina 10 —i3 —34 56.6 68.4 75.9 2 8 0 0 10 0 
East South Central 25 —18.6 —28.6 96.0 118.0 134.4 7 18 0 4 21 0 
Alabama 25 —18.6 —28.6 96.0 118.0 134.4 7 18 0 4 21 0 
West South Central 18] — 05 —29.4 575.0 5778 8146 81 99 ] 70 =—109 2 
Arkansas 32 + 9.2 ~28.1 102.0 93.4 1419 27 5 0 5 27 0 
Oklahoma 53 +18.1 -33.8 119.4 101.1 180.3 35 17 ] 13 38 2 
Texas 96 =— 77 28.2 353.6 383.3 4924 19 77 0 52 14 0 
Vountain 112 — 26 —39.4 356.3 363.4 588.0 46 60 6 4 107 1 
Arizona 7 —13.0 —l74 21.4 24.6 25.9 ] 5 1 2 5 0 
Colorado 39 — 24 —34.6 113.5 116.2 1735 14 23 2 2 36 ] 
Idaho eon 27 ~ 3S —42.1 89.1 926 1539 12 14 ] 0 27 0 
Montana 21 + 25 —45.8 68.7 60.0 1268 11 8 2 0 21 0 
Nevada* 
New Mexico* 
Utah* 
Wyoming 7 + 62 —42.5 20.7 19.5 36.0 4 3 0 0 7 0 
Pacific 209 — 56 —36.3 1064.3 1127.0 16704 95 106 8 10 =198 ] 
California 132 = 19 —35.8 796.2 864.4 12396 49 78 5 7 124 1 
Oregon 28 — OS —33.1 106.4 1074 1590 15 11 2 2 26 0 
Washington 49 + 4.2 —40.5 161.7 Kos gis Si OW 1 ] 18 0 
TOTAL 1459 =— 61 —38.1 4284.0 4563.7 6917.9 606 813 40 156 1293 10 
Total adjusted for the num- 
ber of working days —35.6 41.5 55.7 28 10.7 88.6 0.7 
Per Cent 
Chicago 24 — 98 —36.4 47.9 53.1 75.3 10 13 1 2 22 0 
Los Angeles 18 — 99 —25.5 176.9 196.3 237.5 4 13 1 2 16 0 
No. 13180 St. Louis 25 — 13 —40.2 108.9 110.3 182.1 8 17 0 1 24 0 





*Insufficient data to show results. 
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Anti-Chain Sentiment Strong 





In Congress Though Patman 
Bill Progress Inactive 


Chain groups appear disturbed despite inac- 
tion of Congress, recalling passage of Robinson- 
Patman and Tydings bills, over great odds. 


ONGRESSMAN PATMAN’S 
C drastic anti-chain store bill, 

frankly described by spon- 
sors as designed to tax the chain 
store out of existence, has jolted 
foes of the measure to the real- 
ization that anti-chain sentiment 
is not waning in Congress. 

Despite the fact it is still slum- 
bering in committee with every in- 
dication that it will continue to 
do so for some time to come; chain 
groups are reported to be dis- 
turbed no end by the implications 
occasioned by its introduction, and 
recall that backers of the bill put 
the Robinson-Patman and Tydings 
bills on the statute books, over- 
coming what appeared to be over- 
whelming odds. 

Reassuring to opponents, how- 
ever, is the report that the pro- 
posal will not get far this session. 
It has been referred to the House 
Ways and Means Committee which 
is already knee deep in work in- 
volving proposed social security 
amendments and a contemplated 
radio tax bill. Chairman Dough- 
ton, it is reported, may name a 
sub-committee to consider the Pat- 
man bill, but it is extremely un- 
likely that the measure will even 
reach the hearing stage this ses- 
sion. 

The Texan insists he has been 
promised hearings, but he is de- 
voting his time almost exclusively 
to his proposal to place Federal 
Reserve Banks under Government 
ownership—his particular “baby” 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


at the present time—and is not 
expected to press the issue. 

On chains numbering between 
9 and 15 stores, Patman’s bill 
would impose a tax of $50 a store: 
chains of 15 to 25 stores—$100 a 
store; 25 to 50 stores—$200 a 
store; 50 to 75 stores—$250 a 
store; and so on up to chains 
numbering more than 500 stores 
which would be taxed $1,000 a 
store. Chains operating in more 
than one state would pay an addi- 
tional tax computed by multiply- 
ing the tax by the number of states 
in which it operates. 

Exempted from the tax would 
be chains of 9 stores or less; com- 
panies with a gross annual busi- 
ness not exceeding $250,000; fill- 
ing station chains which do not 
carry automobile tubes and tires; 
and cooperatives consisting of in- 
dividually owned stores. 

On this basis, some of the larg- 
est chains would be taxed $49,000 
a store for outlets in excess of 
500, amounting to $600,000,000 
annually for the largest chain in 
the country. 

Like the Robinson-Patman anti- 
price discrimination bill and the 
Tydings resale price maintenance 
rider, the Patman anti-chain store 
has the active support of the Na- 
tional Association of Retail Drug- 
gists and other powerful groups 
of small independent retailers. 





Names of 75 co-sponsors were 
attached to the measure when in- 
troduced and Patman claimed 
more than 150 votes, insisting that 
no special attempt had been made 
to muster support for his latest 
effort in defense of the indepen- 
dent retailer. 

One factor especially disturbing 
to chain groups, according to re- 
ports, was the possibility, through 
the Texan’s proposal, of focusing 
Congressional attention on a new 
source of revenue at a time when 
the Federal Treasury sorely needs 
replenishing, irrespective of how 
ridiculously out of the balance the 
proposal may be. 

Also bothersome to the chains, 
it wa: reported, was the taxation 
method embodied in the measure 
as the medium for killing the 
chain store when it had been gen- 
erally anticipated that Patman 
would strike directly by banning 
chain operations in more than one 
state. Chain groups were believed 
to have been thrown for a loss by 
this maneuver insofar as raising 
constitutional objections are con- 
cerned, 

That there nevertheless — will 
be the constitutionality question 
raised was indicated in the bill 
itself. Two separability clauses 
are written into the draft; one pro- 
vides that the base tax rate would 
still hold even if the multiplied 
tax clause were held unconstitu- 
tional (Patman concedes there is 
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CAVEN FOSTER ELECTED PRESIDENT 
NORTHWESTERN BARB WIRE CO. 


Announcement of his election 
to the presidency of the North- 
western Barb Wire Company, of 
Sterling, Iil., was made on Feb. 
28, 1938; by James Caven Fos- 
ter, together with his resignation 
as general manager of sales of 
the Jones & Laughlin Steel Cor- 
poration. 

The Northwestern Barb Wire 
Company, founded in 1879, man- 
ufactures a full line of wire prod- 
ucts from electric steel, having 
an annual capacity in all lines 
of finished products of approxi- 
mately 350,000 tons. 
Foster’s election, Paul W. Dillon 
held the office of president as 
well as chairman of the board, 
which latter position he continues 
to retain. 

Mr. Foster’s entire business 
experience has been with Jones 
& Laughlin. He went to work 
in 1913 in the order depariment 
and two years later was trans- 
ferred to the sales department, 
where he remained continuously 


Until Mr. }. 





J. C. FOSTER 


excepting for the period of his 
service in the American Expedi- 
tionary Forces during the World 
War. He was made manager of 
wire sales in 1932 and general 





manager of sales in 1935. 








AT FAIR TRADE LEAGUE VICTORY DINNER 


(Washington Bureau 
of Hardware Age) 


A testimonial dinner to United 
States Senators Capper, Miller 
and Tydings, to celebrate the 
adoption of the Miller-Tydings 
Fair Trade Act, and the passage 
of fair trade laws in forty-two 
states, will be held at the Hotel 
Astor, New York, on Monday, 
April 4. The dinner also com- 
memorates the twenty-fifth an- 
niversary of the banquet at which 
the fair trade movement was 
launched and which was spon- 
sored jointly by the American 
Fair Trade League and the Asso- 


ciation of National Advertisers. | 
Preceding the dinner, an after- | 


noon meeting of those vitally in- 
terested in the success of the fair 
trade laws will be held. 

Senator Bulkley will be among 
the speakers at the present Vic- 


tory Dinner, while another speak- | 


er will be Senator Arthur Cap- 
per, of Kansas, whose sponsor- 
ship of the Capper-Kelly Fair 
Trade Bill kept the movement 


82 


| alive over the difficult years and 
| provided the inspiration for the 
42 state acts which are patterned 
| after it. 

| Serving with Mr. Ingersoll, on 
| the organizing committee, are: 
| Russell A. Atkinson, Chairman, 
Associated Electrical Appliance 
Dealers, R. S. Atkinson, Inc., 
| Brooklyn, N. Y.; John W. Dar- 
gavel, secretary, National Asso- 
| ciation Retail Druggists; Charles 
|T. Evans, secretary, American 
| National Retail Jewelers Associa- 
| tion; Albert H. Gregg, president, 
American Cigarette and Cigar 
| Company; F. J. Griffith, presi- 
| dent, Pennsylvania Drug Com- 
pany; Wm. A. Hollingsworth, 


| of America; Henry Hoyns, chair- 
man, Harper & Brothers; R. D. 
Keim, vice-president, FE. R. 
| Squibb & Sons; Frank L. Magel, 
chairman, American Booksellers’ 
Association; John Wyckoff Met- 
tler, president, Interwoven Stock- 
|ing Company; E. L. Newcomb, 
| vice-president, National Whole- 
|sale Druggists’ Association; J. 








| 


president, Retail Tobacco Dealers , 


W. Scott, secretary, Bissell Car- 
pet Sweeper Company; Mason 
Trowbridge, general counsel, Col- 
gate-Palmolive-Peet Co.; Crich- 
ton Clarke, legal counsel; Lee 
Galloway, Ph.D., economic ad- 
viser. 


HOWK REPRESENTS 
LUDLUM STEEL CO. 


Ludlum Steel Co., Watervliet, 
N. Y., has appointed Gerald D. 
Howk as its mill representative 
in the Cincinnati territory. His 
headquarters will be in the offices 
of Julius Uihlein & Co., 208 Elm 
St., Cincinnati. Mr. Howk, who 
is thoroughly familiar with the 
heat treating and other technical 


| phases of all Ludlum steels, will 


assist the Uihlein Company in 
servicing the Ludlum products 
regularly handled by them. He 
will also represent Ludlum on 
products not now covered by the 
Uihlein arrangements. 


ANIMAL TRAP CO. BUYS 
VERBAIL HUMANE TRAP 


Animal Trap Co. of America, 
Lititz, Pa., has taken over the 
production and marketing of the 
Verbail Humane Trap, which 
was previously produced by the 
Verbail Trap Co. 


JAMES DEAR JOINS 
RUSSELL & ERWIN 


James Dear has joined the 
Russell & Erwin Mfg. Co., New 
Britain, Conn., traveling eastern 
Texas and Louisiana. Mr. Dear 
was formerly with the Tyrrell 
Hardware Co., Beaumont, Tex. 


ROLAND H. OSGOOD JOINS 
PATTERSON SARGENT CO. 


Roland H. Osgood has joined 
the sales staff of the Patterson 
Sargent Co., Long Island City, 
N. Y., and will cover Connecticut, 
Rhode Island and parts of Mas- 
sachusetts. For the past eight 
years he has been connected with 
Pittsburgh Plate Glass Co., Pitts- 
burgh, Pa., and was elected sec- 
ond vice-president of The Nut- 
meggers on Feb. 23, 1938. 








DRAYTON MANAGES SALES 
FOR AMERICAN SCREW CO. 


C. O. Drayton was recently ap- 
pointed general sales manager of 
American Screw Co., Providence, 
R. I., manufacturers of the Amer 





Cc. 0. DRAYTON 


ican plus screw with patented 
Phillips recessed head. Mr. Dray- 
ton, who is well known among 
industrial manufacturers and mill 
supply distributors, was previ- 
ously general sales manager of 
Graton & Knight Co., Worcester, 
Mass., having held that position 
for the past 12 years. 

Mr. Drayton will be respon- 
sible for the complete coordina- 
tion of all sales activities of 
American Screw Co., working 
with William F. Henning, domes- 
tic sales manager and Harry 
Mayoh, sales promotion manager. 
He is a member of the executive 
committee of the American Sup- 
ply & Machinery Manufacturers’ 
Association, member of the Na- 
tional Federation of Sales Ex- 
ecutives, the Marketing Execu- 
tives Society and a member of 
the board of councillors of the 
American Management Associa- 
tion. 


H. L. ROSS RESIGNS 
FROM SPARKLETS CORP. 


Howard L. Ross resigned re 
cently as president and general 
sales manager of the Sparklets 
Corp., 515 Madison Ave., New 
York City. Mr. Ross had been 
with the Sparklets Corp. since its 
inception. He has not yet an- 
nounced his plans for the future. 
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MERGE BEMIS & CALL CO. AND SESAMEE CoO. 
—PORTER CHASE ELECTED PRESIDENT 


Control of the Bemis & Call 
Co., Springfield, Mass., wrench 
manufacturers, was recently as- 
sumed by Porter Chase, presi- 





PORTER CHASE 


dent, Sesamee Co., Hartford, 
Conn., manufacturers of keyless 
locks, and Howard A. Lincoln, 
Springfield, for three’ years gen- 
eral manager of Bemis & Call Co. 
At the annual meeting of Bemis 
& Call, Porter Chase was elected 
president and treasurer. How- 
ard A. Lincoln is vice-president 
and general manager. John C. 
Beggs is assistant treasurer and 
Helen A. Slavin is clerk. Fol- 
lowing the recent death of How- 
ard R. Bemis, former president, 
Bemis & Call, his holdings in 
the company were acquired and 
a consolidation of the manufac- 





HOWARD A. LINCOLN 
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turing and marketing facilities 
of Bemis & Call and the Sesamee 
Co. was effected. Bemis & Call 
will manufacture and market all 
products of the Sesamee Co. in 
addition to its regular line of 
adjustable wrenches. 

Mr. Chase, the new president, 


began his business career in the | 
real estate business, and in 1927 | 


became president of the Bankers 
Trust Co. of Hartford, continuing 
in that position until the Hartford 
National Bank purchased the 
Bankers Trust Co. of Hartford. 
He acquired control of the 
Sesamee Co. in 1935 and be- 
came the company’s president at 
that time. He is a director of 
the Hartford Fire Insurance Co. 
and the Accident & Indemnity 
Co. of Hartford. 

Mr. Lincoln, vice-president and 
general manager, began his busi- 
ness career as an engineer, later 
becoming affiliated with the Bul- 
lock Tractor Co. of Chicago. 
After 1918 he became associated 
with the Sullivan Machinery Co., 
Chicago, and eventually became 
works manager of the Claremont, 
N. H., plant of the company. In 
1935 he joined Bemis & Call as 
general manager. 

Bemis & Call Co. will be di- 
rectly represented in the terri- 
tory west of the Alleghenies by 
Guy R. Muzzy, who has covered 
that territory for the company 
for the past 20 years. Robert T. 
Prendergast will represent the 
company in the territory east of 
the Alleghenies. Messrs. Muzzy 
and Prendergast will further 
sales of both the wrenches and 
the keyless locks. 

The Bemis & Call Co. was es- 
tablished in 1835 by S. C. Bemis, 
and became known by its pres- 
ent name in 1855. The company 
bought from Solymon Merrick 
the patent for the Merrick 
wrench said to be the first ad- 
justable wrench made in this 
country. The Sesamee Keyless 
lock was invented in 1924 by 
Meade Wildrick, an Army officer 
stationed in the Hawaiian 
Islands, who soon formed the 
W-H Keyless Lock Co. of Hono- 
lulu. In 1926 the original com- 


| pany was sold to a group who 





formed the Sesamee Co. of Hart- 
ford, Conn., which immediately 
began to manufacture various 
types of keyless locks. The pres- 
ent management assumed control 
of the Sesamee organization in 
1935. 


SIMPLIFIED PRACTICE 
FOR TURNBUCKLES 


The Division of Simplified 
Practice of the National Bureau 
of Standards has announced that 
Simplified Practice Recommen- 
dation R71-28, Turnbuckles, has 
again been reaffirmed without 
change by the standing commit- 
tee of the industry. Copies of 
the recommendation may be ob- 
tained from the Superintendent 
of Documents, Government Print- 
ing Office, Washington, D. C., 


for five cents each. 


SURPLESS, DUNN AGENT 
FOR TUCKER-DORSEY 


Surpless, Dunn & Co., Inc., 74- 
76 Murray St., New York City, 
has been appointed exclusive 
direct sales representative for the 
Tucker-Dorsey Mfg. Corp., In- 
dianapolis, Ind., manufacturer of 
woodenware and material han- 
dling equipment. Those lineg 
will be greatly enlarged in the 
near future and the Tucker-Dor- 
sey company is also planning an 
expansion program. 





AUBURN MFG. CO. BUYS 
FIELD EQUIPMENT 


The Auburn Mfg. Co., Pease 
Ave & Stack St., Middletown, 
Conn., has purchased some of 
the equipment of R. B. Field & 
Co., Worcester, Mass. R. B. 
Field, former owner of the latter 
concern, is now a salesman for 
Auburn. 

F. B. CONNELLY CO. MOVES 
TO NEW BUILDING 


The F. B. Connelly Co. has 
moved into a new building at 
835 N. W. Flanders St., Portland, 
Ore. The building is of four 
floors and has modern display 
facilities. 








0. E. WATTS 


OSCAR E. WATTS JOINS 
FIWALE EQUIPMENT & MFG. 


Oscar E. Watts recently joined 
Fiwale Equipment & Mfg. Co., 
64 Reade St., New York City, 
manufacturer of solid brass and 
screen hardware. The Fiwale Co. 
also handles the line made by 
Casement Hardware Co.. Mr. 
Watts, whose territory includes 
all of Long Island, was previ- 
ously with Sherwatt Equipment 
& Mfg. Co., prior to which he 
was a salesman for E. C. Atkins 
& Co., Indianapolis, Ind. 


REPUBLIC STEEL CO. 
PROMOTES C. V. GARDNER 


C. V. Gardner has been ap- 
pointed district sales manager of 
Republic Steel Corp., in charge 
of the Seattle, Wash., office. He 
succeeds C. D. Winter, who re- 
signed. Mr. Gardner has been 
associated with Republic Steel 
since 1923. He was in charge of 
the office of St. Paul, Minn., from 
1930 to 1937. Prior to joining 
Republic he was associated for 
five years with the Canton Sheet 
Steel Co. 


BURTON-SMITH AGENTS 
FOR KRISCHER TRADING 


Burton-Smith Trading Co., 1150 
Broadway, New York City, has 
been appointed exclusive distrib- 
utor for the Krischer Trading 
Co., 210 Taaffe Pl., Brooklyn, 
N. Y., manufacturer of curtain 
rods, drapery hardware and 
woodenware. 
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AMERICAN MADE FISHING TACKLE GAINS 
IN POPULARITY IN FOREIGN COUNTRIES 


(Washington Bureau 

of Hardware Age) 
American-made fishing tackle 
is increasing in popularity abroad 
with exports increasing in value 
46 per cent in 1937 over the 1936 


figure of $470,979, according to | 


the Commerce Department’s Bu- 
reau of Foreign and Domestic 
Commerce. 

Canada was the best customer, 
importing American 
valued at $226,049, an increase of 
29 per cent over their 1936 pur- 
Sweden was next with 
purchases running at $149,501, 
an increase of 110 per cent over 
the 1936 figure. Purchases and 
percentages of increase over 1936 


chases. 


for otaer major customers were: 


equipment | 


Norway, $62,063, 45 per cent; | 


United Kingdom, $45,969,119 per 
cent; and Australia, $40,819, 29 
per cent. 

Value of products exported 
were grouped by the bureau as 
follows: fishing rods, $169,605; 
fishing reels, $172,649; all other 
fishing tackle and parts, $343,- 


H. B. ALLEN HONORED 

BY FRANKLIN INSTITUTE 

Henry Butler Allen, for many 
years chief metallurgist of Henry 
Disston & Sons, Inc., Philadel- 
phia, Pa., saw, tool and_ steel 


| tackle 


641. These represented increases 


lover 1936 of 39, 42 and 65 per 


cent, respectively. 
On the other hand, this coun- 
try imported fishing tackle valued 


lat $538,631 in 1937, an increase 


of 34 per cent over the 1936 im- 
ports valued at 
ports included artificial _ flies, 
snelled hooks, and leaders or 
casts, $44,764; fishing rods, reels, 
and parts, $70,881, and other fish- 
ing hooks and tackle, $443,036. 

Norway, Japan, United King- 


| 


$415,719. Im- | 


eaten in the kitchen. Since 
here again the eating practice in 
the kitchen is generally predom- 
inant in the homes without 
servants, the kitchens are usual- 


| ly small, and little or no thought 


has been given to the necessity 
of providing space or proper 
facilities in the kitchen for eat- 
ing meals. 

A trend toward more color in 
kitchen decorations was reported 
and approved by the group at the 
clinic and those present expressed 


| the opinion that judicious use of 


dom and Germany continued to | 


be the major sources of supply of 
imported fishing equipment pur- 
chased by American sportsmen. 


They imported 96 per cent of the | 


total with Norway’s valued at 
$225,076, Japan’s $169,763, and 
Germany’s, $63,164. All four 
countries increased their fishing 
exports to the United 


| States during 1937 except the 


manufacturers, was recently given | 


an honorary degree of Doctor of 
Science in recognition of his out- 
standing work as secretary and 
director of the Franklin Institute, 
Philadelphia. Although Mr. 
Allen resigned his duties with the 
Disston company 
ago, to accept the directorship 
of the Franklin Institute, he con- 
tinued his affiliation with the 
company as an adviser in connec- 
tion with metallurgical develop- 


several years 


ments, 
Mr. Allen, by reason of his 


keen interest in chemical, metal- | 


lurgical and other fields, is a 





HENRY B. ALLEN 
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| Clark, manager, Kitchen 
of Westinghouse, | 


United Kingdom. Their  ship- 
ments, valued at $76,967, repre- 
sented a slight decrease over the 
1936 figure, the bureau reported. 





member of a number of organi- 
zations devoted to scientific re- 
American 
British 


search such as_ the 
Iron & Steel Institute, 


color permits the homemaker to 
express her individuality. Kitchen 
lighting was discussed by Myrtle 
Fahsbender, Westinghouse Lamp 
Co., who explained and showed 
many of the recent developments 
in home lighting and suggested 
the incorporation 


| E. H. McGINNIS AGAIN HEADS 


of adequate | 


lighting in all kitchen and laun- | 
| ° 
| dry planning. 


R. A. JOSLYN NOW WITH 
REYNOLDS WIRE CO. 
Appointment of R. A. Joslyn 
as purchasing agent for Reynolds 
Wire Co., Dixon, Ill, has been 


| announced by L. G. MacDonald, 


Iron & Steel Institute, American | 
Society of Metals, American So- | 


ciety for Testing Materials, Amer- 
ican Electrochemical Society and 
Society of Automotive Engineers. 
In his years with the Disston 
organization many steel develop- 
ments were formulated under his 
direction in the Disston labora- 


tories. 


WESTINGHOUSE HOLDS 
ANNUAL KITCHEN CLINIC 


Twenty-five editors and kitchen 


vice-president of the company. 
Mr. Joslyn, who has had many 
years’ experience as a_ buyer, 
joined the company on Feb. 7. 


R. E. CARTER JOINS 
ROLLS RAZOR, INC. 


Rolls Razor, Inc., 305 E. 45th 
St., New York City, has appoint- 
ed R. E. Carter as district sales 
manager for the western half of 
southern Michigan and the states 
of Indiana, Kentucky and Ten- 
nessee. Before joining the Rolls 
Razor organization he was for 
many years a representative for 


| the J. B. Williams Co., Glaston- 


| 


planning authorities attended the | 


fourth annual Kitchen Clinic 
held at the Westinghouse 
Electric & Mfg. Co. merchan- 


dising division headquarters at 
Mansfield, Ohio, recently. I. W. 
Plan- 
ning Section 
was in charge of the clinic. 
Although much of the time 
was given to considering the in- 
dividual appliance and its rela- 
tion to the kitchen and laundry, 
in the various aspects of plan- 
ning, definite contributions were 
made at the clinic to make the 
kitchen and laundry routine 
easier and more pleasant for the 
average American homemaker. 
Considerable attention was given 
to the necessity of providing 
quarters or facilities for dining in 
the kitchen, since recent surveys 
show that in many _ sections 
as many as one-third of the 
meals eaten by the family are 


bury. Conn. 


WOOD TRAVELS FOR 
McKAY CHAIN CO. 


Benton C. Wood of King Wil- 
liam, Va., has become associated 
with the McKay Chain Co., Pitts- 
burgh, Pa. Mr. Wood was for- 
merly with John K. Wilson & Co., 
Baltimore, Md. He is traveling 
in the Southwest and Southeast 


for the McKay Co. 


NEW HDWE. ASSN. FORMED 
IN NEW YORK CITY 


The Downtown Hardware Elec- 
trical & Automotive Dealers As- 
sociation is the title of a new 
organization formed in New York 
City. The group meets at the 
Broadway Central Hotel. Mr. 
Kass, International Hdwe. Co., 
88 Fulton St., New York, is sec- 
retary. 


| 





| of Commerce, 


CALIF. STEEL GROUP ‘ 


E. H. McGinnis, Union Hard- 
ware & Metal Co., Los Angeles, 
Calif., who was chairman of the 
14th annual conference of the 
Iron, Steel and Allied Industries 





E. H. McGINNIS 


of the California State Chamber 
of Commerce, held Feb. 10 and 
11 in Del Monte, Calif., was 
unanimously reelected. Other 
officers reelected were: H. J. Os- 
borne, Moore Dry Dock Co., Oak- 
land, vice-chairman and C. S. 
Knight, California State Chamber 
secretary. The 
conference, in a resolution, urged 
amendment to the Wagner Labor 
Relations Act to “protect em- 
ployee’s rights from coercion by 
over zealous labor leaders” in 
addition to its present provisions 
against employer intimidation. 
The resolution also urged greater 
responsibility for labor unions 
and making participation illegal 
in any strike not approved by 
51 per cent of a union’s member- 
ship. 

Tom M. Girdler, chairman of 
the board, Republic Steel Corp.. 


| said that prices must be related 


to costs and pointed out that 
the greatest single item of cost 
is labor. Walter S. Doxsey, ex 
ecutive secretary, American Steel 
Warehouse Association, Inc., held 
that there was too much com- 
petition within the industry. 


RATHMAN JOINS STAFF 


| OF IOWA HARDWARE ASSN. 


Gilbert Rathman, formerly 
with Peete Hardware Co., Hamp- 
ton, Iowa, has joined the staff of 
the Iowa Retail Hardware Asso- 
ciation, Mason City, Iowa, to 
specialize in accounting and tax 
work and store arrangement ser- 
vice. Mr. Rathman succeeds A. 
C. Kammeier, former service 
manager for the association. 

Mr. Kammeier is now with Per- 
fection Stove Co., Cleveland. 
Ohio, as a salesman in south- 
eastern Minnesota. 


HARDWARE AGE 
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NATIONAL APPLIANCE DEALERS TO HOLD 
ORGANIZATION MEETING, MARCH 21, IN N. Y. 


Representatives of retail elec- 
trical appliance dealers from all 
parts of the United States will 
attend the organization meeting 





R. A. ATKINSON 


of the National Appliance Deal- 
ers’ Association, to be held Mon- 


day, March 21, 1938, at the Hotel | 
Commodore, New York City. The 
meeting which will start at 9 


a. m. will be held in Rooms B 
and C of the Commodore. Busi- 
ness sessions will be completed 
that day and in the evening a 


DISPLAY CONTEST FOR 
NATIONAL BASEBALL WEEK 


The 20th annual National 
Baseball Week, which marks the 
opening of the sand lot playing 
season will be held from April 
2 to 9, inclusive. Window display 
and newspaper advertising con- 
tests for hardware, sporting 
goods, department and other re- 
tail stores selling baseball equip- 
ment will be a feature of the 
week. Details of the contests are 


available from The Sporting 
Goods Dealer, 217 N. 10th St., 
St. Louis, Mo., which started 


National Baseball Week in 1919 
to revive interest in baseball, 
following the war. The week is 
observed throughout the United 
States and Canada. 
Manufacturers of baseball 
equipment and retailers handling 
these lines predict that 1938 will 
be a peak year for the sale of 
baseball supplies. They cite as 
evidence increased activity among 
amateur, semi-pro and_ profes- 
sional baseball clubs in prepar- 
ing for the coming season on a 
more elaborate scale than ever 
before. An entirely new classifi- 
cation of “pro” leagues will get 
started this season and the num- 
ber of boys participating in 
amateur and semi-pro ball will 
likewise be greatly increased 
through the expanding programs 





MARCH 10, 1938 


; banquet will be held to which 


manufacturers and _ distributors | 


of electrical appliances are being 
| invited. 

Russell A. Atkinson, R. J. At- 
kinson, Inc., Brooklyn, hardware 
dealers, and past president of the 
Electrical Appliance Dealers As- 
sociation of Brooklyn, will be 
temporary chairman of the or- 
ganization meeting. B. H. 
Poucher, executive secretary, 
Home Appliance Dealers’ Asso- 
ciation of Philadelphia, Archi- 
tects Bldg., 17th and Sansom 
Sts., Philadelphia, Pa., will be 
temporary secretary of the na- 
tional association. Electrical ap- 
| pliance dealers, or dealers with 
| electrical appliance departments, 
are welcome to attend the meet- 
ing. 
tion organization plans have been 
completed, dealers in whose dis- 
tricts where there are no local 
appliance groups affiliated with 
| the national organization may be- 


come members of the national 
group. 
Retail electrical appliance 


dealers wishing to attend the or- 
ganization meeting are requested 
to inform Mr. Poucher’s office of 
| their intention. 


of the American Baseball Con- 
gress, the American Legion and 
thé National Semi-Pro Baseball 
Congress. 


MASBACK BUSINESS SHOW 
ATTRACTS 2035 GUESTS 


The 1938 Masback Business 
Show and Carnival given by 
Masback Hardware Co., Inc., 326- 





When the national associa- | 





| display of Masback’s “Red Dia- 
| mond” lines and many specially 
| priced items were offered to deal- 
| ers attending the three-day show. 

Two complete floors were given 
over to merchandise displays, 
while a lower floor was used for 
a lunch room and check room, 
luncheon being served to the 
dealers each of the three days. 
An entertainment program was 
offered on Sunday and Tuesday. 

On Feb. 19 the entire sales 
staff of the Masback organiza- 
tion attended a sales meeting and 
preview of the exhibit. E. R. 
Masback, president of the com- 
pany, outlined plans for the show 
and for showing the dealers 
through the display. 


ROLLFAST RADIO CONTEST 
ENTERS ON FINAL SPRINT 


The final phase of the national 
Rollfast radio contest sponsored 
by D. P. Harris Hardware & 
Mfg. Co., 29 Warren St., New 
York City, will begin on March 
21 with a 13 weeks series of 
broadcasts over stations WXYZ, 
Detroit, Mich. and WMAQ, Chi- 
cago. Children wishing to enter 
the contest must visit a Rollfast 
dealer and then write a letter to 
the station whose broadcast 


| prompted the visit. The letter is 


| completed. 


330 Hudson St., New York City, | 


wholesale distributors, at 340 
Hudson St., attracted 2035 deal- 
ers and their sales clerks. This 
year’s show, held Feb. 20, 21 and 
22, had exhibits of more than 
80 manufacturers, far surpassing 
any previous annual show held by 
the company. All attendance 
records for this annual event 
were also broken. Guests of the 
Masback organization were 
brought in special railway cars 
from as far away as Boston, 
Mass., and Washington, D. C., 
to New York. 

Manufacturers’ representatives 
and salesmen and all members 
of the Masback sales staff were 
on hand to welcome dealers and 
demonstrate the numerous lines 
shown at the exhibition. Deco- 
rations, in orange and blue, added 
|to the effectiveness of the dis- 
| play which included many new 
| items and a number of moving 
| displays. There was a complete 











to contain 25 words or less on 
the subject, “Why I Want a 
‘Rollfast’ Bicycle.” Entrants are 
not required to purchase any 
merchandise of any kind. 
Broadcasts in the middle west 
include transcriptions and “live” 
announcements. Awards, in con- 
nection with the contest, have 
already been made in other sec- 
tions of the country where the 
programs have been 
For the entire na- 
tional contest 50 DeLuxe stream- 
line bicycles and 2000 pairs of 


broadcast 


“Rollfast” ball-bearing _ roller 
skates were announced as 
awards. 


KITCHEN BUREAU ISSUES 
ELECTRIC COOK BOOKLET 

The Modern Kitchen Bureau, 
420 Lexington Ave., New York 
City, has issued a new booklet, 
“Meals Go Modern—Electrical- 
ly,” intended to accelerate in- 
terest in electric cookery and 
electric refrigeration. This 80- 
page booklet, containing brilliant 
color reproductions of delicious 
dishes, is available at 10 cents 
per copy. 

There are chapters on Oven 
Meals, Roasting, Baking, Top- 
of- Range Cooking, Deep - Well 
Cooking, Canning, Cleaning and 
Care of the Range, together with 
numerous menus, recipes, tem- 
perature and time tables, etc. 


BROOKLYN MEN APPROVE 
STATE ASSN. RESOLUTION 

At its Feb. 17 meeting, the 
Brooklyn Hardware Association 
voiced its approval of the New 
York State Retail Hardware As- 
sociation resolution opposing the 
practice of electric lamp manu- 
facturers distributing their prod- 
uct through grocery and_ sta- 
tionary stores. It was felt that 
the proper outlet for electric 
lamps is through the hardware 
and electrical store. The Brook- 
lyn dealers also held a general 
discussion on wholesalers selling 
directly to consumers. 

Sydney Atkinson, R. J. Atkin- 
son, Inc., Brooklyn, president of 
the association presided over the 
meeting which was held at the 
| Johnston Bldg., Brooklyn. Thirty- 
five members were present. Elec- 
tion of officers will be held at 
the group’s March meeting. 








TOY FAIR SCHEDULED 
APRIL 25-MAY 7 

The 1938 Toy Fair will be held 
at the Hotel McAlpin and the 
Toy Centre, 200 Fifth Ave., New 
York City, from April 25 to May 
7. H. D. Clark, Toy Manufac- 
turers of the U. S. A., is director 
of the fair. 


HUGHES MFRS. AGENCY 
MOVES TO PHILADELPHIA 


Joseph T. Hughes and his son, 
Ben Lowe Hughes, who in Feb- 
ruary, of 1937, organized a man- 
ufacturers agency in Cleveland, 
Ohio, have moved their business 
to Alden Park Manor, Philadel- 
phia, Pa. 

Mr. Hughes, the elder, before 


organizing his own _ business, 
had been associated with the 
*Ames, Baldwin Wyoming Co., 
for 24 years. He began his 
hardware career in his father- 
in-law’s shovel plant, C. H. 
Myers, Beaver Falls, Pa., for 


whom he was a traveling rep- 
resentative. 

Ben L. Hughes had previously 
| been associated with the W. 





Bingham Co., Cleveland. 








JOSEPH T. HUGHES and 
BEN LOWE HUGHES 
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AMERICAN SMALL BUSINESS COUNCIL FORMED 
SEEKS GREATER CREDIT FACILITIES 


(Washington Bureau 
of Hardware Age) 


| eruits 


The new group claimed 200 re- 
from the recent Roper 


The American Small Business | conference and reported that in 


Council, a direct outgrowth of 
the recent conference of “small 
business men” called by Secre- 
tary of Commerce Roper, has 
hung out its shingle in Washing- 
ton and is ready to do business. 

Primarily its business will 
consist of establishing a liaison 
service between the government 
and_ so-called “little business 
men” and the new organization’s 
director, Leslie E. Sanders, for- 
mer Florida newspaper publisher, 


| 


addition it had “substantial con- 
nections in more than 20 states.” 
The organization’s charter, re- 
cently filed in Maryland, char- 
acterized the new group as “non- 
partisan and without connection 


| with any other group.” 


frankly described the anticipated | 


duties of the group as those of 
“lobbyists.” 

Members engaged in the pre- 
liminary organizing work include 
William P. Ames of Arlington, 
Va., lumber and millwork manu- 
facturer, and Matt H. Bernhardt, 
president and general manager 
of the Bernhardt-Seagle Hard- 
ware Co., Lenoir, N. C. 

Reflecting the position taken 
by conferees at the Roper con- 
ference, the organizers list as one 
of their principal @bjectives legis- 
lation to ease borrowing from 
small banks instead of through 
the RFC. 

In that connection, the Re- 
construction Finance Corpora- 
tion has recently resumed _ its 
lending operation after a lapse 
of several months but no steps 
have been taken by the Govern- 
ment to set up machinery to 
make capital — loans. 
Ernest Draper, Assistant Secre- 
tary of Commerce, says that the 
problem is still under study 
although little progress has been 
made. 

Another step recommended by 
the new business council is the 
liberalization of FDIC  provi- 
sions, authorizing banks to make 
loans to small business men on 
“reasonable” collateral. 

“The need for the organization 
of little business is almost too 
obvious for words of justifica- 
tion,” the council said in an- 
nouncing its creation. “The lit- 
tle business man remains alone 
and unprotected in the absence 
of such an organization. Capital 
and big business are organized 
above him, while labor and even 
agriculture, to an increasing ex- 
tent, are organized below him. 
He has no objection to the or- 
ganization of the other groups, 
but he agrees with Senator 
Borah, who recently said: 

“‘Tf small business men are 
going to be a factor in American 
life, they must follow the rule of 
the times. They must organize 
like other groups that have com- 
mon interests to protect and ad- 


” 


vance. 


10-year 
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BANK PRESIDENT TALKS TO 
APPLIANCE DEALERS GROUP 


More than 250 members and 


guests at the Feb. 23 meeting of | 


the Electrical Appliance Dealers’ 


Association of Brooklyn, held at | 


Joe’s Restaurant, 330 Fulton St., 
Brooklyn, N. Y., heard an ad- 
dress by Hon. George V. Mc- 
Loughlin, president, Brooklyn 
Trust Co., and former New York 
City Police Commissioner. Mr. 
McLoughlin emphasized the need 
for sound credit policies as a 
protection for both the customer 
and the dealer and paid tribute 
to the electrical appliance indus- 
try for offering good values to 
the consumer. President James 
J. Schneer presided at the meet- 
ing. 

Sam Klein, chairman of the 
sixth annual dinner and enter- 
tainment announced that the 
party would be held Wednesday, 
May 25, in the Grand “Colorama” 
Ballroom of the Hotel St. George, 
Brooklyn, and that ladies were 
invited to attend. 

As chairman of the Inter-Asso- 
ciation-Relations Committee R. 
A. Atkinson, hardware dealer, 
announced that an organization 
meeting for electrical appliance 


dealers would be held at the Ho- 


| tel Commodore, New York City, 
at 9 o’clock on the morning of 
Monday, March 21. Mr. Atkin- 
son, who will act as temporary 
chairman, announced that the 
meeting will be attended by rep- 
resentatives of appliance dealer 
associations from all over the 
country and that the purpose of 
the meeting will be to form a 
permanent national organization 
of retail electrical appliance 
dealers. 

A motion was passed request- 
| ing that manufacturers of incan- 


dealers 





lines. 


METROPOLITAN ASS'N 
DISCUSSES SALES POLICIES 


Representatives of the North 
Jersey Hardware & Supply Asso- 
ciation, Brooklyn Hardware As- 
sociation and the Hardware & 
Supply Dealers’ Association of 
Manhattan and Bronx Boroughs 
attended the Feb. 15 meeting of 
the Metropolitan Hardware As- 
sociation, at the Hotel Commo- 
dore, E. 42nd St., New York City. 
Sales policies of manufacturers 
and distributors were discussed 
at the meeting. The association 
went on record as being opposed 
to the sale of incandescent lamps 
by outlets not properly equipped 
to merchandise and display this 
merchandise. Protest was regis- 
tered against the policy of elec- 
tric power companies in allowing 
time payment sales on merchan- 
dise selling for less than $10, 
where practically no down pay- 
ment is required. 

Sydney Atkinson, president of 
the association, presided. 





RAILROAD FACILITIES FOR 
SOUTHERN HDWE. CONVENTION 


The following is an announce- 
ment of Pennsylvania Railroad 
facilities to Memphis, Tenn., for 


the convention of the Southern | 


Hardware Jobbers Assn. and the 
American Hardware Manufactur- 
ers Assn., which will be held in 
that city, April 11-14, 1938, at 
the Peabody Hotel. 

The “Golden Arrow” 
New York City, Pennsylvania 
Station, at 11:35 p.m., Friday, 
April 8, operating a through 
sleeping car via Cincinnati, Ohio, 
and the Louisville & Nashville 
R.R., arriving at Memphis at 
7:30 am., Sunday, April 10. 
Those desiring to reach Mem- 
phis, Sunday evening, April 10, 
may leave New York City on 
the “Cincinnati Limited” at 4:05 
p.m., Saturday, April 9, and ar- 


leaves | 


|rive at Memphis at 9:15 p.m., 
April 10. With this latter ser- 
| vice, it will be necessary to 
change cars at Cincinnati at 8:15 
a.m., leaving there at 10:00 a.m. 
| However, if there is sufficient 


| travel, the Pennsylvania railroad | 


| will through — sleeping 


cars. 


operate 


New York to Memphis is $34.80. 
There will be a saving by pur- 


| ticket at $53.20. This round-trip 
|fare ticket will apply via the 
|same route in each direction. 
| Between New York and Memphis 


| cupancy section, $11.90, compart- 
|ment for two persons, $24.00, 
|and drawing-room for two or 
| more persons, $30.00. 


| descent lamps sell lamps only to | 
properly equipped to | 
display and merchandise such | 


The one-way rail fare from | 


chasing a round-trip 15-day limit | 


lower berth is $8.50; single-oc- | 


GALLAHER ADDRESSES 

HARDWARE BOOSTERS 

E. B. Gallaher, treasurer, Clo- 
ver Mfg. Co., Norwalk, Conn., 
addressed the Feb. 25 meeting 
of the Hardware Boosters, held 





E. B. GALLAHER 


at Springer’s Restaurant, 268 W. 
39th St., New York City, on cur- 
rent business conditions. Mr. 
Gallaher, whose comments pro- 
voked a lively discussion, told the 
Boosters that our legislators re- 
flect the feelings of the people 
who elect them. He urged those 
who disapproved of proposed leg- 
islation or favored changes in 
existing laws to write personal 
letters to their congressmen. 

Letters written to ana replies 
received from the offices of the 
Mayor of New York City and the 
Police Commissioner on the sub- 
ject of giving salesmen special 
parking privileges in streets where 
parking is prohibited were read 
at the meeting. M. E. Wyckoff, 
Hardware World, president of 
the Boosters, who presided at the 
meeting, was asked by the men- 
bers to again write the Mayor 
and the Police Commissioner in 
reference to parking privileges 
for salesmen. 

Ira Brivic, buyer, and Jerome 
Kassewitz, secretary and _ sales 
manager, Wm. L. Blumberg Co., 
Inc., New York City, wholesale 
hardware distributors, were in- 
troduced at the meeting, as was 
Edward L. Fenn, Millers Falls 
Co., who was elected a member 
| of the Boosters at the January 
meeting. Other new members 
who were elected at the January 
| meeting were: James Curtin, 

Francis Keil & Son, Inc.; J. A. 

Lister, Hardware Mutual Casual- 

ty Co.; Kenneth B. Mason, Sar- 

gent & Co.; Howard Munch, 

Francis Keil & Son, Inc.; S. G. 

Pratt, The Bassick Co.; James A. 

White, Macklanburg-Duncan Co., 

and Rudolph S. Wild, HARpwaRE 

AGE. 
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TEXAS WHOLESALE GROUP 
MEETS JUNE 17 AND 18 
The annual meeting of the | 

Texas Wholesale Hardware As- 

sociation will be held at the 

Buccaneer Hotel, Galveston, Tex., 





0. H. MANN 


June 17 and 18, 1938. Benjamin 
F. Fairless, president, United 
States Steel Corp., will be the | 
principal speaker. O. H. Mann, 
president, Higeinbotham-Pearl. | 
stone Hdwe. Co., Dallas, is presi- 
dent of the association. 


LOCAL CLUB 116 
FORMED IN KANSAS 


Dealers of Cowley and Sumner 
counties, Kansas, met recently at 
Wellington, Kan., and organized 
a local club composed of hard- 
ware and implement dealers of 
those counties. Thirty-five deal- 
ers were present. The following 
officers were elected: president, 
Ira Abildgaard, Oxford; vice- 
president; J. R. Uterback, Wel- 
lington; secretary-treasurer, 
George A. Tryon, Wellington. 
The new club takes the number 
116. 


HARDWARE TRAVELERS 
HEAR RETAIL DEALER 


Members of the Hardware & 
Allied Travelers Association met 
Feb. 11 in the office of Maxwell 
M. Plotkin, 786 Broad _ St., 
Newark, N. J. There were 29 
members and guests present to 
hear Theodore Yecies, L.D. 
Yecies Co., Newark, N. J., pres- 
ident, Essex County Retail Hard- 
ware Association, who told of the 
activities of his organization, in 
establishing a credit system, 
fighting legislation detrimental 
to the hardware trade, etc. The 
meeting was presided over by 
Philip Strassburger, Eagle Sales, 
Newark. 

Mr. Strassburger, who is pres- | 
ident of the association, was | 





elected at a previous meeting. | 
Other officers are: Nathan Wurt- ' 


MARCH 10, 1938 





| tors are: Joe Rubenstein, Service | Aig mes 

Sales Co., Newark, N. J.: David | ™@nufacturer of miniature rail- | 
° ? “sn ni | . . 7 

Kramer, Federbush Co., Pater-|'02d trains and equipment, is | 

son, N. J.; Al Brauerman, Robin- | ™°ving its plant from Chicago, | 


zel, Eagle Sales, Newark, vice; of terms and conditions of sale 
president; A. I. Karsten, E.|and pictures of the company’s 


| Rabinowe, Yonkers, N. Y., treas-| branch warehouses and manufac- 
| urer; Harry M. Jacobson, Gen-| turing plants. 


eral Metal Mfg. Co., Newark, 


recording secretary and Leo 
Levine, H. Schultz & Son, TOY PLANT MOVES TO 
Newark, financial secretary. NEW HAVEN, CONN 


Members of the board of direc- 
The American Flyer Mfg. Co., 


| Public 
| Paterson, N. J. 


| plete 


| tributors 


son Clay Co., 


| Herbert Shapiro, Leinwand Co., 


New York City and I. W. Lieb, 
Mason Material Co., 


IGOE BROTHERS ISSUE 
COMPLETE CATALOG 


Catalog B containing the com- 
line of Igoe Bros., 73 
Metropolitan Ave., Brooklyn, 
N. Y., manufacturers and dis- 
of hardware, roofing 
and building specialties, has just 
been issued. Although numerous 
catalogs have been issued by 
Igoes on specialties such as wire 
fence, Catalog B is the first com- 
plete general edition issued. 

In addition to price data and 
illustrations of nails, bolts, nuts, 
wire, fence fittings, building sup- 
plies, etc., this 212-page book has 
historic notes on the manufac- 
ture of nails. Several pages of 
interesting information are in- 
cluded on the use of proper nails 
for various jobs and in various 
types of wood. Another page is 
given over to the manufacture 
and uses of iron and steel wire. 
A complete alphabetical index is 
included, as well as an outline 


New York City; | Ill., to New Haven, Conn. 


HARDWARE SQUARE CLUB 
SHORE DINNER, MAY 26 


The annual shore dinner of 
the Hardware Square Club, No. 
675, will this year be held at 
the Hotel Astor, New York City, 
May 26. 

Ralph S. Allen, secretary, 48 
W. Broadway, New York, is 
chairman of the dinner for the 
tenth consecutive year. Fred 
Scholl, Long Island Hardware 
Co., 27-55 Jackson Ave., Long | 
Island City, N. Y., and Earl | 
Clapp, Yale & Towne Mfg. Co., | 
New York, have charge of tick- 
ets. Entertainment will be ar- 
ranged for by Harry Kornrumph, | 
Long Island Hdwe. Co., and E. P. | 
Wobie, Wheeling Corrugating 
Co., New York. 





NEWARK, N. J., FIRM WANTS 
MILL SUPPLIES CATLOGS 
Market Hardware Co., 293 | 

Market St., Newark, N. J., is in- 


| terested in receiving catalogs and | 


price sheets of mill supplies | 


manufacturers. 








Members and guests of the Club de Ferreteros (Hardware- 
men’s Club of Havana), Havana, Cuba, at a banquet 
tendered the club’s first president, Senor Gaspar Calvo, 
in the gardens of the club on Jan. 28, 1938. The upper 
illustration is of the presidential table. 








PARSONS MANAGES SALES 
FOR JONES & LAUGHLIN 


Lewis M. Parsons was recent- 
ly elected vice-president in charge . 
of sales and a director of the 
| Jones & Laughlin Steel Corp., 





LEWIS M. PARSONS 


Pittsburgh, Pa. He will have 
entire charge of all sales activi- 
ties, including district sales of- 
fices in Atlanta, Boston, Buffalo, 
Chicago, Cincinnati, Cleveland, 
Dallas, Denver, Detroit, Houston, 
Los Angeles, Memphis, Milwau- 
kee, Minneapolis, New Orleans, 
New York, Philadelphia, Pitts- 
burgh, St. Louis, San Francisco, 
Seattle, Tulsa, and Toronto, Can- 
ada, and warehouses at Chicago, 
Cincinnati, Detroit, Memphis, 
New Orleans, New York and 
Pittsburgh. 

Mr. Parsons entered the steel 
industry in the sales division. He 
was made assistant manager of 
sales at the Philadelphia office 
in 1932 and manager of sales at 
that office in 1936. 


BURLINGTON BASKET CO. 
ENTERS ITS 50TH YEAR 


Burlington Basket Co., Bur- 
lington, Iowa, manufacturers of 
hampers, baskets and_ basken- 
ettes, has issued a 1938 Golden 
Anniversary catalog in connec- 
tion with its fiftieth year in busi- 
ness. The company grew from 
a small plant employing 10 em- 
ployees to its present plant. cov- 
ering 10 acres and employing a 
total of 300 people. 

E. A. Florang, the president of 
the company, founded the_ busi- 
ness. 


_ CONNECTICUT WHOLESALE 


HARDWARE MOVES 


The Connecticut Wholesale 
Hardware Co., Inc., has moved 
its office and warehouse from 
Hartford, Conn., to the former 
railroad depot at Rocky Hill, 
Conn 
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ISSUES TRACTOR 
TRADE-IN MANUAL 


The National Federation of 
Implement Dealers’ Associations 
has issued the 1938 edition of 
the United Tractor and Combine 
Trade-In Manual. The first edi- 
tion of the manual was issued in 
1937 and enjoyed very satisfac- 
tory distribution. 
helpful to dealers compelled in 
nearly every sale to take an old 
tractor or combine in _ trade. 
Copies of the manual are avail- 
able at $2.50 each, regardless of 
whether or not dealers are mem- 


It was most | 


bers of one of the associations | 


affiliated with the federation. 
The purpose of the manual is 

to prevent trade-ins that eliminate 

profits on the sale of new units. 


the average of the appraisals of 


of the United States. 


BAKELITE EXHIBITS 
PLASTICS IN NEW YORK 
The Bakelite Travelcade exhi- 

bition in Rockefeller Center, New 
York City, was opened to trade 
publication editors on Feb. 28, 


| New Jersey. 


1938, after which the exhibit was | 
| field, N. J., recently moved to | 
| Club and other organizations. 


thrown open to those visiting the 
Museum of Science & Industry, 
Radio City, New York. The part 


played by plastics in household 
electrical appliances is told, in 
the exhibit, and finally an hour- 
by-hour story takes the housewife 
through her day from morning 
til night, revealing how often 
she uses household appliances 
equipped with plastic parts. The 
Travelcade also tells the part 
played by plastics in home fur- 
nishings, paint and _ varnishes, 
aviation, building, business ma- 
chines, and many other fields. 
All display units used for show- 
ing the various applications of 
Bakelite are made of Bakelite 
products. 

The Bakelite Travelcade is an 
exhibit sponsored by Bakelite 
Corp., 247 Park Ave., New York 
City, and will be on view in 


| Radio City during March. When 


Prices given in the manual are | 


the Travelcade leaves Radio City 


about 1000 dealers from all parts | it will start on a city-to-city tour 


for a period of two months in 
After that it will 
be installed for the remainder of 
the year in the Franklin Institute 
Philadelphia, Pa. 


NEW JERSEY FIRM MOVES 


James C. Hansen, who has 
been in the hardware business 
for the past 38 years in Plain- 
his new store at 20 Watchung 


Ave., Plainfield. 





FTC ISSUES CEASE-AND-DESIST ORDER 
AGAINST GOLF BALL INDUSTRY 


Bureau 
Age) 


(Washington 
of Hardware 


The Federal Trade 
sion has issued a cease and de- 
sist order against eight golf ball 
manufacturers, their trade asso- 
ciation, the Golf Ball Manufac- 
turers’ Association, and the Pro- 
fessional Golfers’ Association for 
alleged violations of the Federal 
Trade Commission and Robinson- 
Patman Acts. 

Briefly, the order prohibits 
both the manufacturers and the 
1500 retailer members of the 
Professional Golfers’ group from 
combining to fix and maintain 
uniform wholesale prices or re- 
sale prices in violation of Sec- 
tion 5 of the FTC Act. Manu- 
facturers were directed to stop 
alleged price discriminations be- 
tween purchasers of like grade 
and quality of balls in violation 
of Section 2(a) of the Robinson- 
Patman Act and the respondent 
professional group was ordered 


Commis- 


to cease inducing manufacturers 
or receiving such price discrim- 
inations in violation of Section 
2(f) of the act. The manufac- 
turers and their association were 
also prohibited by the order from 
allegedly contracting to pay and 
the 


actually paying money to 
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golfers’ association for the pro- 
motion of the interest and wel- 
fare of customer members of the 
association which was held to be 
in violation of Section 2(d) of 
the Robinson-Patman Act. 

The eight respondent manufac- 
turers are: A. G. Spalding & 
Bros., New York City; John 
Wanamaker, Inc., Philadelphia; 
L. A. Young Golf Co., Detroit: 


Washington Ball Co., Elyria, 
Ohio; Wilson Sporting Goods 
Co., Chicago; U. S. Rubber 


Products Co., New York City: 


| Horace 


Dunlop Tire & Rubber Co., New | 
York City, and Acushnet Process | 


Co., New Bedford, Mass. The 
FTC said these companies were 
found to own and control prac- 
tically all factories manufactur- 
ing golf balls and to produce 
most of the golf balls sold in the 
country. 

Officers of the PGA named re- 
spondents as representatives of 
the professional association in- 
clude George R. Jacobus, presi- 
dent; Jack B. Mackie, treasurer. 
and Tom Walsh, secretary. 

The FTC said its order to 


cease and desist was based on 


answers filed by the respondents, | 
| “in which they admitted all ma- | 


terial allegations of the com- 
plaint with certain exceptions.” 
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JACOB S. DISSTON 


Jacob S. Disston, 76, a director 
of Henry Disston & Sons, Inc.. 
Philadelphia, Pa., passed away 
Feb. 28 at his winter cottage in 
Florida. Mr. Disston was a son 
of Henry Disston, who in 1849 
founded the company that bears 
his name. Mr. Disston joined 
his father’s company as its trea- 
surer after attending the Univer- 
sity of Pennsylvania. He con- 
tinued in that post until 1911 
when he became vice-president. 
He had been a member of the 
board of directors for 35 years. 

Mr. Disston was also active in 
banking circles; was president 
of the Tacony Trust Co. from its 
formation in 1892 until 1929, 
when it became the County 
Trust Co. of Philadelphia. He 
served as chairman of the board 
of the new institution. 

He had been a director of 
the Philadelphia Manufacturers’ 
Mutual Fire Insurance Co.; a 
member of the board of the Free 
Library of Philadelphia; the 
Manufacturers’ and_ Bankers’ 


Surviving are his widow; two 
sons, Jacob S. Disston. Jr.. and 
C. Disston. and five 


daughters. 


WALTER J. BERBECKER 


Walter J. Berbecker, 48, presi- 
dent of The William Schollhorn 
Co., New Haven, Conn., manu- 
facturer of steel tools, passed 
away, Feb. 26, at his home in 
New York City. Mr. Berbecker 
was also president of Julius Ber- 
becker & Sons, Inc., New York. 
importer of surgical needles. 

He entered both firms at the 
death of his grandfather, Julius 
Berbecker, founder of both com- 
panies, soon after his graduation 


in 1911. Throughout his entire 
business career, Mr. Berbecker 
remained identified with both 
concerns. He was a member of 


the Manhattan Club and of the 
Quinnipiack Club of New Haven. 
His widow, Mrs. Lillie A. Ber- 


hecker, survives. 


JOHN LEWIS 


John Lewis, for many years 
general manager of Gibson Elec- 
tric Refrigerator Corp., Green- 
ville, Mich., passed away at his 
home in Greenville on Feb. 15 
at the age of 83. Mr. Lewis, 


who retired from active business | 


several years ago, was in good 
health up until the day of his 
death. At the time of his retire- 


ment he was one of the oldest 
active executives in the industry. 

Mr. Lewis, a native of England, 
came to this country in 1873, 
four years before the original 





JOHN LEWIS 


Gibson organization was found- 
ed. He went to Greenville in 
1892 and joined the present Gib- 
son company in 1909. During 
the many years the Gibson com- 
pany was engaged in the produc- 
tion of ice refrigerators, Mr. 
Lewis was a leader in the de- 
sign and production of those 
products. A developer of new 
ideas for his industry he was 
credited with being the first man 
to paint the interior of a refrig- 
erator white. 


JAMES H. RATHBONE 


James Henry Rathbone, 76. 
Springfield, Mo., hardware deal 
er, died recently at the age of 
76. Mr. Rathbone, whose father 
established the business, entered 
the store as a lad. He was 
always active in civic affairs. Mr. 
Rathbone was president of the 
Commercial Club, served several 
years on the old city council and 
was an active Mason. His son. 
and business associate, Claud H. 
Rathbone, Mrs. Rathbone and a 
daughter survive. 


G. L. ULRICH 


Grant L. Ulrich, 69, retired 
Napoleon, Ohio, hardware dealer 
died at his home in that town 
recently. 


OHIO FIRM CLOSES 


George Rheinisch, who ha- 
been in the hardware business in 
Sidney, Ohio, for the past 36 
vears, is closing out the Rhein 
isch Hardware Co. 
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This is your guide to profitable sales and satisfied 
customers—each first quality STANLEY ZIZ ZAG 
RULE has “GREEN ENDS” for quick identification 


LARGE C@h a, ties os en bard ee 
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ANOTHER TESTED PLAN-BOOSTING SALES ON 
[STANLEY ] 


Gita Z1G ZAG RULES 


STANLEY LEADS AGAIN with dealers who stock ‘GREEN END” 
a tested plan to increase your sale RULES. Envelope stuffers, humor 
DISPLAY HELPS YOU SELL! of STANLEY “GREEN END” ous and interesting, are available 
Peppy, humorous, intriguing display ZIG ZAG RULES. Carefully de- with your imprint. Advertisements 


cartons go with each half dozen signed display cartons do a in the building trade maga- 
“GREEN END” RULES. selling job on your counter. a zines are telling your custom- 








Above is the No. 266 Rule with Window display cards, 11” x ers to ask for ‘GREEN END” 
vertical figures and heavy \"”, 14” and 14”, with happy little carpen- RULES. Send for ‘‘GO-ON- 
inch graduation. Readable In Any ters, point out the features of GREEN” folder of details. 
Position — up or down, right to left, or these famous rules. Six inch wy  Put‘“‘GREEN END” RULES 
left to right, in either hand without Pocket Rules made from No. ~ ND in your Want Book now. 


reversing or flopping the rule. Also : : 
diesittaiilin tes hth eatin He, OO, and 106 Rule Sticks are free to Your jobber can supply you. 


with hook No. H266 and No. H266F. 


Famous No. 106 and No. 06 “GREEN 
END” RULES, the rules you’ve always 
carried, and new No. 106F flat marking, 


also packed in new display cartons. Put 
them on your counter for profitable 
“GREEN END” RULE sales. 











STANLEY ] “THE TOOL BOX OF THE WORLD” 
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MOD. 


KTTPCH. 


If the owner cannot modernize 


with new equipment he can get 
modern results by using paint 


HETHER or not their 
owners are in a position 
to buy new appliances, 


there are many kitchens in your 
community for which there is a 























Showing the method of freehand 
lining. In order to obtain an 
accurate spacing of diamonds 
and triangles in this geometric 
pattern, first measure distance 
around walls, divide by figures 
desired and mark off “points” 
along dado and baseboard. 
Form large diamonds by running 
masking tape diagonally down 
wall. Tape is put on in parallel 
strips with quarter-inch sepa- 
ration. Paint is then applied 
quickly over bare wall strip. 
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crying need for painting. Even 
those homes with kitchens having 
tiled walls, tiled floors or com- 
position flooring will need some 
paint, enamel, lacquer, etc., for 


A vintage 1925 kitchen mo 


RN 





LI 


kitchen improvement. And some 
of the composition floorings will 
need refinishing. If floors are of 
composition and walls are of tile 
there are still kitihen cabinents, 
tables, etc., for the home owner 
whose income is so limited that 
his kitchen improvement work 
may only be done on a small 
scale. 

Few home owners, if any, in 


dernized by paint. Triangle and dia- 


mond motif in kitchen and blended striped wall treatment in 
breakfast nook are in orange due to the northern exposure. 
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Scallop borders are obtained in 
easy fashion. Chalk lines are 
snapped around the upper walls 
about 8 or 10 inches from the ceil- 
ing. The “wave mask” is placed 
upside down on this line and the 
paint is then applied off the edge 
of the “mask,” filling the space 
between pattern and ceiling. 















































your community will be unable 
to realize that a well painted 
kitchen is a more cheerful place 
in which to work. Some owners, 
however, may not realize until 
you point it out to them that there 
is a very definite relationship be- 
tween light and paint. R. Hook- 
way, Sherwin-Williams Co., says, 
“Dark tones absorb light rather 
than reflect it, a fact which should 
be tactfully called to the attention 
of the housewife who is earnestly 
seeking ‘something dark and dif- 
ferent.”” And regardless of the 
time of the day or night in which 
the housewife is using her kitchen 
—whether in broad daylight with 
only the sun for illumination or 
after dusk with artificial lighting 
in use—her walls and ceilings 
have a very important part in 
affecting the light conditions. 
Where there is a dark finish, the 
light absorption is greater while 
the lighter finishes assist in re- 
flecting more light whether natu- 
ral or artificial. When much of 
the light is being absorbed, the 
housewife is putting an extra 
strain on her eyes and nerves 
thereby affecting her general 


health and her attitude toward her 
work. 
For those who want walls, floors 
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This 1910 type kitchen has been modernized in large degree 
by the use of paint. Color alone has introduced the modern 


note in this kitchen. 
southerly exposure. 


and ceilings finished in paint, sug- 
gestions are available from paint 
manufacturers for obtaining novel 
and colorful finishes. These 
finishes may be obtained by using 
paints, materials, brushes, etc., 
which you already stock, thus mak- 
ing it unnecessary in many in- 
stances to increase your inven- 
tory to any great extent. 


Some Sales Ideas 


Where the home has a kitchen 
with fairly modern equipment, 
you may only be able to sell the 
idea of a more practical layout 
and a better color scheme with the 
aid of a new paint job and new 
floor covering. New equipment 
for the dinette in the way of un- 
finished furniture might be sug- 
gested. Following a plan used by 
a large eastern department store, 
you could stain, paint or enamel 
unfinished furniture, bought at 
your store, for an _ additional 
charge and still sell the furniture 
at a price well below the cost of 
a factory finished piece. Or this 
could be done by a local painter 
and decorator on a contract basis. 

Discussing modernization with 
paint, National Lead Co., in its 
Dutch Boy Painter Magazine said 






Green is used due to the assumed 
Illustrations by National Lead Co. 


in a recent issue, “To get down to 
cases, the color scheme is the first 
question to settle, because color 
is the thing that exerts its most 
marked effect on the occupants of 
the house. The size and shape of 
the kitchen and its location with 
respect to natural light, plus, of 
course, due regard for certain well 
understood principles of color 
psychology, will point to the 
colors to be used. Generally speak- 
ing, a large room with good natu- 
ral light ‘can take a deeper color 
than a small one-window room. 
Also, a north kitchen needs a 
‘warmer’ paint—shades of yellow 
or tan—than a room, with southern 
exposure. The latter would indi- 
cate a ‘cool’ green or blue paint, 
the depth of the color depending 
on the size of the room and the 
available paintable wall areas. 

“Another element to consider 
is the general shape of the room. 
Large unbroken wall areas can be 
made attractive and interesting by 
proper use of spot designs or 
stencils. High ceilings can be 
‘brought down’ by proper use of 
paint. 

“Painting procedure in the 
kitchen is about the same as in 
other rooms except that extra care 
must be taken to insure clean sur- 
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faces before the paint goes on. 
Old painted walls and woodwork 
should be scrubbed vigorously 
with soap (or tri-sodium phos- 
phate) and warm water, then 
rinsed with clear water and al- 
lowed to dry thoroughly. Cracks, 
holes and dents should be filled 
and leveled up and primed before 
painting.” These facts need to be 
plain to the home owner who in- 
tends to do his own repainting 
job. It would be well to supply 
the home owner with careful di- 
rections as to how to do the actual 
painting once the preparations 
above are accomplished. 


Sundries Needed 


The home owner who is going 
to do his own painting will need 
sundries such as sand paper, sand 
paper holder, paint remover, steel 
wool and_ steel wool holder, 
brushes, etc., another source of 
income from your regular stock. 
Painting instruction manuals or 
circulars you have in stock will 
enable him to do a better job, thus 
creating additional goodwill for 
you and your store. 

Some home owners whose kitch- 
en modernization is guing to be 
limited to the use of paint may 
not wish to do their own painting 
work. In such cases it would be 
to your advantage to make ar- 
rangements with a local painter 
to do the work. You could include 
the cost of his services and the 
cost of materials and equipment 
from your store for the painting 
in one estimate thus making the 
project and its costs less compli- 
cated for the owner to consider. 


Advisory Services 


Large paint manufacturers have 
advisory services of various scopes 
which will give home owners as- 
sistance in planning the color 
schemes of their kitchens, their 
service even going so far as to 
include little details such as the 
color of curtains desirable with 
different color schemes. Where a 
customer has cabinets which would 
fit in well with a modernized 
kitchen plan, the dealer has the 
opportunity of selling him paints, 
etc., for refinishing those cabinets 
—particularly where he knows 
that the home owner’s income will 
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not permit the installation of more 
modern cabinets. 


Says the National Kitchen 
Modernizing Bureau of Properly 
Painted Modern Kitchens: 

“Color, too, is playing an ex- 
tremely important role in making 
the kitchen attractive and delight- 
ful, and designers are proving 
every day that the old drab kitchen 
with its dull walls and furnishings 
need no longer oppress and wear 
out women of the present era. 

“All this is as it should be, for 
more and more people do eat in 
the kitchen. Recent surveys indi- 
cate that 73 per cent of the fami- 
lies of this country eat at least one 
meal in the kitchen every day. The 
kitchen planners are recognizing 
this trend by making provision in 
new kitchens for a suitable place 
to eat. 





“Charm in the kitchen is the 
quality that makes its owner want 
to show it to her friends, that 
makes her enjoy just being in it 
every day. The texture and color 
of walls and floor covering do 
much to make the modern kitchen 
attractive. Most important in mak- 
ing the kitchen attractive is this 
same modern electrical equipment, 
as beautiful in design as it is use- 
ful and efficient in operation. 

“No longer is the kitchen the 
dingy place it once was, yet it 
need not be so spotlessly white 
that it reminds one unpleasantly 
of a hospital ward. Color ap- 
pears on the floor, on walls, cabi- 
nets and other furniture. It ap- 
pears on utensils which now may 
be kept so clean with the use of 
electricity as fuel.” 





New Hardware Will Brighten 
and Modernize the Kitchen 


URING the current active 

promotion campaign to sell 
the modern kitchen idea to Amer- 
ican housewives, the hardware 
merchant’s first and most acces- 
sible selling market is for paints 
and new kitchen cabinet hard- 
ware. From his own present stock 
he can readily sell these two items. 
Kitchen hardware, today, is avail- 
able in a wide assortment of at- 
tractive patterns and in sufficient 
variety of materials, finishes and 
colors. New colored or chromium 
hardware alone will beautify and 
brighten up any kitchen and no 
new kitchen is complete or truly 
modern without modern kitchen 
cabinet hardware and freshly 
painted wall surfaces. 

A special article on kitchen cab- 
inet hardware is planned for the 
April 21, 1938, issue of HARDWARE 
AGE, as that issue’s chapter in the 
educational series “Taking the 
Mystery Out of Builders’ Hard- 
ware.” It will be illustrated with 
photos of all available patterns, 
styles, etc., in this important hard- 
ware store profit line. 

Watch for this article in the 
April 21 issue. It is an important 


contribution both to our readers’ 
study of builders’ hardware and 
of the sales possibilities incident 
to the current promotional cam- 
paign for modernized kitchens. 


Social Security 


ERE’S an example of “Indian 

giving”: Employers giving 
awards, prizes or bonuses to em- 
ployees are required to collect the 
old age pension tax from the em- 
ployees and turn the money over 
to Uncle Sam. The most recent rul- 
ing holds that awards paid by a 
company to employees for making 
suggestions to increase efficiency, 
comfort, etc., constitute taxable 
“wages”. The fact that the sugges- 
tions come voluntarily and that there 
is no contract regarding the awards 
is immaterial. 

“Wages” include all remuneration 
for employment. Hence it is held 
that premiums for employees’ life 
insurance, paid for by the employer, 
constitute “wages” where the em- 
ployee has no equity in the policy, 
such as the right of assignment or 
the right to surrender value on ter- 
mination of employment. 
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Capitalize on 
INTERNATIONAL’S 
After-Sale Service 


Wood, Alexander and James, Ltd., are proud of this Interna- 
tional Truck which does their hauling in Hamilton, Canada. 


Lone before the automotive era, service 
to the customer was the keynote that 
guided the men who founded Interna- 
tional Harvester. Their policy has been 
faithfully adhered to through the years. 

Today International Harvester has 237 
Company-owned branches located at stra- 
tegic points in the United States and 
Canada, fully equipped to give Interna- 
tional Truck owners the kind of service 
they have a right to expect. Factory- 
trained service men, working to precision 
standards and using genuine International 
quality parts, turn out the work in the 
.shortest possible time. 

Whether International Trucks roll up 
mileage on the nation’s highways or con- 
fine their work to city streets, they are 
always close to International factory- 
standard service. Truck dollars go farther 


with International—the investment is pro- 
tected throughout the life of the truck by 
this matchless after-sale service. Visit our 
nearby branch and see International ser- 
vice “working.” Talk to International 
owners and you will know its value. 


* * * 


For well over 30 years, International 
Harvester has been building trucks with 
not only dependability in mind, but econ- 
omy of operation as well. Time alone has 
not built the reputation and preference 
for International Trucks— performance per 
dollar on the cost sheets has been the 
answer. There is an International Truck 
for every hauling need, ranging from the 
Half-Ton unit to powerful Six-Wheelers. 
See our nearby Company-owned branch 
or dealer for complete details. 


INTERNATIONAL HARVESTER COMPANY 


(INCORPORATED) 
180 North Michigan Avenue 


INTERNATIONAL TRUCKS 


1938 


Chicago, Illinois 
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Pension and Retirement Programs 
Affected by Social Security Act 


ASSAGE of the Social Se- 
Pas Act has entailed an 

extra current tax burden on 
business and has complicated ex- 
isting company plans of retirement 
pension funds. In the long run, 
the Social Security plan, super- 
vised by the Federal Government, 
may prove a valuable contribution 
and become self supporting in its 
protection of buying power for 
those over 65. Its chief advan- 
tage, over private operations 
which can probably be carried at 
lower costs, is that it is mandatory 
and not voluntary on the part of 
both employee and employer that 
the individual have some annuity 
at 65. To the very young man, 
18 to 21 years of age, the govern- 
ment plan promises the full 
amount of $85 monthly starting at 
age 65. But to the man in the 
forties or beyond it will be much 
less and comes along much 
sooner. 

Throughout the hardware in- 
dustry there are various retire- 
ment pension fund plans used by 
both manufacturers and whole- 
salers. These are usually built on 
a mutual plan with part coming 
from the firm and the remainder 
coming in small weekly contribu- 
tions from the employee. Such 
funds are invested and in time, if 
well managed, bear the fruits of 
interest and enjoy a strong reserve 
fund. The introduction of govern- 
ment imposed social security an- 
nuities and payments of the same 
alter this situation somewhat but 
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Although legislation has complicated 
existing company plans, many firms have 


arrived at a solution as has been the 
case with Hibbard, Spencer, Bartlett & Co. 


there continues the desire of funds 
to supplement the amounts avail- 
able under the government plan. 
particularly for employees over 40 
years of age. 

Learning that Hibbard, Spen- 
cer, Bartlett & Co., Chicago, Il. 
hardware wholesalers, have devel- 
oped a new retirement plan, 
HARDWARE AGE investigated and 
obtained some data which may 
help other readers solve this prob- 
lem. 


The New Plan 


Hibbard’s new retirement plan 
became effective on April 1, 1937. 
It took the place of a contributory 
plan which this company had op- 
erated with great success, during 
the past 32 years, and under 
which pensioners had received ag- 
gregate pensions in excess of 
$665.000. 

Realizing that under the Social 
Security Act, younger employees 
in the lower salary brackets will 
receive greater benefits than those 
in the later ages, Hibbard decided 
that such employees who are un- 
der 40 and whose salary is less 
than $2,000 per year could with- 
draw their entire contributions to 
the old company pension fund 
with 3 per cent simple interest. All 
other employees would be _ per- 
mitted to take out their contribu- 
tions if they desired. For those 
employees who are over 40 or 
whose earnings amount to $2,000 
or more, a new insurance an- 
nuity plan has been developed. 





Hibbard’s new plan is handled 
through an insurance company. It 
provides mandatory retirement at 
65 years of age and payment of 
regular annuities from that time. 
It also provides for payments to 
beneficiaries in case of the death 
of an employee occurring before 
retirement age. This is open to 
all company employees who have 
at least one year continuous ser- 
vice and who are between the ages 
of 40 and 65 years of age or if 
less than 40 years old have in- 
come of less than $2,000 per year. 

As in the case of all modern 
insurance policies, this particular 
plan has many extra optional fea- 
tures such as permitting retirement 
within 10 years prior to the 65th 
birthday and a feature which per- 
mits reduced payments at 65 to 
provide death benefit to benefici- 
aries, in which case a reduced pay- 
ment is obtained, based on an 
actuarial scale. 

Under this plan an employee 
who leaves the service of Hibbard, 
for any reason other than death, 
prior to retirement age, may elect 
to recover all his contributions or, 
providing his contributions 
amount to at least $100, may con- 
tinue the policy and receive his 
monthly income at the normal re- 
tirement age on the basis of his 
contributions. 

In brief, the new Hibbard plan 
to supplement Social Security in- 
come at 65, provides practically 

(Continued on page 150) 


HARDWARE AGE 






















O safeguard the reputation of Bronze 

for “lifetime” service, and to sell 
your customers on using Bronze, our 
screen cloth advertising this year em- 
phasizes standard weight. We are con- 
vinced that while sub-standard bronze 
screen cloth will satisfactorily resist cor- 
rosion, it lacks the physical strength to 
withstand the abuse to which all screens 
are at times subjected. 

Tie up with this campaign. Let your 
customer$ know that you offer them 
screen cloth of genuine Bronze, made 
of .0113” wire for 16 mesh cloth, and 
weighing 15 lbs. per 100 sq. ft. This 
is the standard set by the U. S. Gov't 
and the Wire Screen Cloth Manufac- 
turers’ Institute. 38141 











ONLY Standard Weight Bronze Screen Cloth 


® Lies flat—does not bulge and twist 

© Has a firm, solid ‘‘feel”—is easier to handle 
and frame 

¢ Isa high strength material—does not dent easily 

© Gives the long, expense-free service expected 
of bronze 

© Weighs 15 Ibs. per 100 sq. ft. in 16 mesh cloth 








a rd weight” 











Get Screen cloth of An 
Bronze... It lasts ana 
and lasts! 


Bronze SCREENING i 
— nomical chat it’s folly to 
temporary, rusting kind. Str 
firm — Bronze screen cloth ca 
fust away”. Bur here's an j; 
warning—light weight cloth 
sionally offered. Make sure th¢ 
Screening you buy is standard} 
Woven 16 meshes tothe inch, i 
at least 15 Ibs. per 100 sq ‘fe 
long, carefree service from yous 
screens! Ask for free booklet 
We do not make seveenin, 
pvt , 183, but 
r= yoo sole 


























f SCREENS OF 
*esiiees 


THE AMERICAN BRASS 
General Offices: Waterbury 
Offices and Agencies in Principal 








Over 6 million readers will 
find Bronze Screen Cloth 
ads in these magazines: 


American Home, Better 
Homes and Gardens, and 
Parents’ Magazine. 
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Saturday Evening Post, 


AN EdupA 





To homeowners 
who need screens 


BUY BRONZE! 
Screens of Anaconda Bronze 
last far longer... save you 

money every year 
—— of bronze (strengthened 


coppet) can never rust...retain their 
strength indefinitely. Their cost is so 
little more that it’s folly to get the 
temporary, rusting kind. 

But be sure that your bronze screen 
cloth is standard weight. Then you will 
get the long, expense-free service you 
have a right to expect from bronze. 
Standard bronze screening, woven 16 
meshes to the inch, weight at least 15 
Ibs. per 100 sq. ft. 

We do not make screening, but furnish 
Anaconda Bronze Wire to leading manu- 
facturers of bronze screen cloth. Write us 
for interesting FREE Booklet S-1. 
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THE AMERICAN BRASS CO. 
General Offices: Waterbury, Conn. 
Offices and Agencies in Principal Cities 








THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
Offices and Agencies in Principal Cities * In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ontaric 



































BENJAMIN WHEELER, 
a member of the sales de- 
partment of the Stanley Rule 
& Level Plant, New Britain, 
has always. been a 
hardwareman, and is the son 
of a hardware dealer. In 
July, 1887, he entered the 
employ of a Brooklyn, N. Y., 
hardware dealer but after 
two weeks he resigned to go 
to the New York office of 
the Stanley Rule & Level 
Co., starting his career as a 
Stanley man at a salary of 
$2.00 per week. Mr. Wheeler 
continued at the Stanley 
offices in New York until 1913 
when he was transferred to 
Bridgeport, Conn., as general manager of the John S. 
Frey Co., manufacturers of bit braces, a firm which the 
Stanley organization had absorbed. Mr. Wheeler 
became a member of the sales force for Stanley Tools 
in 1916 and travelled extensively through the south, 
New York state and parts of Canada, where he made 
many ‘friends in the hardware industry. He has been 
a member of Stanley’s sales office staff at New Britain, 
in recent years. Recently he was presented with a 
Stanley 50 Year pin in recognition of his long career 
as a Stanley man. He celebrated his 66th birthday on 
Sept. 8. 


Conn.. 
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HOWARD E. MAR- 
SHALL, who recently retired 
as purchasing agent for the 
Russell, Burdsall & Ward Bolt 
& Nut Co., Port Chester, N. Y., 
continues to serve as a mem- 
ber of the company’s board of 
directors. He was a lad of 
17 when he became affiliated 
with the company, in 1879, as 
a clerk in the original plant 
of the company, which was 
then located at Pemberwick, 
Conn. Mr. Marshall was 
elected a director of the com- 
pany and appointed purchas- 
ing agent for the company in 
1901. During his 58 years 
with the company he traveled 
extensively and made a host of 
friends in buying circles throughout the world. He was 
a member of the board of directors of Fowler & Sellers, 
White Plains, N. Y., retail hardware firm. At one time 
he held the very important post of chairman of the Board 
of Estimate and Taxation of Greenwich, Conn. For many 
years he has been active as a member of Purchasing 
Agents Association of New York. 





HOWARD E. MARSHALL 


JULIUS K. WERNER, 
buyer of builders hardware 
and tools for Wyeth Hardware 
& Mfg. Co., St. Joseph, Mo., 
wholesale hardware  distrib- 
utors, became associated with 
that company on Jan. 17, 1887. 
He was but 16 years of age 
when, in 1886, he entered the 
employ of a retail hardware 
store in St. Joseph. After three 
or four months in the retail 
business he went with the 
Wyeth organization as an or- 
der clerk and later became a 
stock clerk. Inthe so-called “gay 
nineties” when bicycles were 
becoming very popular he was 
made cycle buyer. Since about 
1896 he has been in charge of the tool and builders’ hard- 
ware departments as buyer. An ardent golfer, and a 
good one too, Mr. Werner assisted R. A. Sundvahl, sec- 
retary, Hardware Golf Association, in organizing that 
highly successful group. He is an enthusiastic fisherman 
and frequently catches some of the “big fellows.” For 
many years he has been an Elk and has served as Exalted 
Ruler of B.P.O.E. No. 40, St. Joseph, Mo. 


JULIUS K. WERNER 
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Put a Cheney Sales Maker display at work in your store and sell more hammers in a 
day than you’ve ever sold in a month. The fine selling job this display is doing in prom- 
inent stores everywhere —it will do right in your store. Order a Sales Maker carton 
today. Try it just once and get increased hammer business. The carton contains: 


10—16 ounce Cheney Nailers No: 938. 
2—20 ounce Cheney Nailers No. 937. 
1—16 ounce Cheney Nailer No. 938 

chained to display for demonstration. 
1—Cheney Nailer Sales Maker display. 


Cheney—the best buy in hammers — backed by a live display that really works. 


HENRY CHENEY HAMMER CORPORATION 


LITTLE FALLS, NEW YORK 
CHENEY NAILER fois "tHe wan 
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Connecticut Dealers Discuss 
Business-Building Methods 





Connecticut Hardware Association officers, left to right: C. F. Freeman. 
secretary; F. T. Blish, Jr., re-elected president; G. H. Marvin, past-presi- 
ident; H. W. Morse, treasurer, and Harry Mark, first vice-president. 


NCLEMENT weather served to 
| keep down the attendance at the 

35th annual convention of the 
Connecticut Hardware Association 
which was held at the Hotel Strat- 
field, Bridgeport, Conn., Feb. 23-24. 
Despite adverse conditions, hardware 
dealers turned out in goodly num- 
bers which were augmented by an 
unusually large number of repre- 
sentatives of manufacturing and 
wholesale firms. 

The opening session began at 
2 p.m., on Feb. 23, when, following 
community singing, President F. T. 
Blish, Jr., South Manchester, called 
the meeting to order and delivered a 
brief address in which he called at- 
tention to the fact that the hardware 
business was a good business and 
was far superior to many other forms 
of activity. 

Secretary C. F. Freeman, Bran- 
ford, then read the secretary’s re- 
port which was followed by the trea- 
surer’s report which was submitted 
by Treasurer H. W. Morse of Meri- 
den. Both reports were accepted. 

The next speaker was Horace P. 
Aikman, Cazenovia, N. Y., and direc- 
tor of the N.R.H.A., who had for his 
topic, “Streamline Your Selling.” 
Mr. Aikman advised his hearers to 
not only know their hardware but 
love it and understand it from every 
angle. He emphasized the neces- 
sity of looking for active lines which 
would serve to build business during 
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the dull months of January, Febru- 
ary and March and urged his listen- 
ers to go after prospects and not 
merely follow them up. Comment- 
ing upon the possibilities of rural 
electrification he stated that it was 
not to be counted on in the imme- 
diate future but would take some 
time to come. 

There are three sections of the 
home that are particularly adaptable 
to streamlining, said the speaker. 
These are the kitchen, bathroom and 
basement. Even when the first two 
have been well taken care of there 
is always the possibility of realizing 
a profit on the sale of plumbing sup- 
plies. The basement offers many 
opportunities for sales. Recreation 
rooms may be equipped and there 
is always the opportunity to sell 
machinery to the mechanically- 
minded man of the house or to sell 
paint for general basement use. Pet 
equipment and supplies, housewares 
and sporting goods offer the wide 
awake dealer an opportunity of cash- 
ing in during the dull periods. 

The next speaker was F. H. Ad- 
ams, in charge of seed inspection 
for the Connecticut Department of 
Agriculture. Mr. Adams spoke on 
the subject of “The New Connecticut 
Seed Law.” Following a short ques- 
tion box meeting, the session con- 
cluded with a sound motion picture, 
“The Construction of the San Fran- 
cisco-Oakland Bay Bridge,” which 


was presented by the American Steel 
& Wire Company. 

The entire evening was given over 
to the annual banquet and enter- 
tainment which was participated in 
by both dealers and Nutmeggers in 
the Rose Room of the Stratfield. Ap- 
proximately 350 members of all 
branches of the hardware industry 
enjoyed an excellent dinner and a 
decidedly enjoyable program. 

The question box session occupied 
practically all of the morning ses- 
sion of the second day of the con- 
vention following which an informal 
luncheon was enjoyed by all. The 
speaker at the luncheon was the 
Rev. George P. Gilbert whose hu- 
morous and philosophical address 
was well worth hearing. 

The final session of the conven- 
tion was opened with an address by 
Charles Ray of the Rogers Paper 
Mfg. Co., Manchester, Conn. Mr. 
Ray’s subject was, “What Can the 
Dealer Do to Obtain More Business 
From His Local Manufacturer?” He 
stated that the dealer should inter- 
est himself in matters pertaining to 
the welfare of his community; find 
out what the local manufacturer 
wants and approach him on his own 
level. He stated that many hard- 
ware dealers were content to allow 
established connections to remain 
undisturbed and were loath to go 
after business that was being taken 

(Continued on page 152) 
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and ROPE must Be BALANCED, Too! 


OLUMBIAN ROPE is scientifically balanced. The twist in the yarns 
and the twist in the strands balance perfectly to produce a non- 
kinking rope. 
















But this is not the only balance. The proper lubrication so necessary 
to long service is correctly balanced with the proper degree of water- 
proofing. The result is that wet or dry, hot or cold, Columbian stands up, 
stays flexible and easy to handle. 


Columbian is the quality rope for strength, durability, thorough depend- 
ability and ultimate economy. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street, Auburn, “The Cordage City,” N. Y. 


COLUMBIAN 


Tape Marked, Pure Manila Rope 
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One of the sessions at the Hall Hardware Co.'s 25th annual convention 


Hall Hardware Co. Celebrates 
Silver Anniversary 


ELEBRATING its 25th yea 
in business, as a dealer-owned 


wholesale house, the Hall 
Hardware Co., Minneapolis, Minn.. 
held its Silver Anniversary Conven- 
tion for stockholder-members Feb. 
15 to 17, 1938. 

Following a brief address of wel- 
come by the president, Sam. E. 
Hunt, Hunt Brothers Co., Red Lake 
Falls, Minn., the assembly heard 
broadcast through a public address 
system, a group of dramatic sketches 
portraying in character, the com- 
pany’s March of Progress through 
a quarter century. In these sketches, 
entitled, “Twenty-five years of Prog- 
ress,” were relived the early dis- 
cussions of the company’s founders 
in 1913, their agreement upon a plan 
of procedure, their choice of George 
E. Hall to head the organization. 
Other sketches reviewed the incor- 
porating of Hall Hardware Com- 
pany, on June 25, 1913, its growth 
and expansion in succeeding years. 
Still others recalled the starting in 
1917, of the company’s own building. 
the initiation of its effective mer- 
chandising service through the Bet- 
ter Business Department in 1918 and 
the trials of the post-war depression 
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Convention 


in 1920. Next was shown how in 
1927 expanding business had created 
the need of additional warehouse 
facilities and how a four-story exten- 
sion of the building was proposed 
and accomplished, only to be re- 
peated again in 1935, when still fur- 
ther additions were made and the 
present building completed. There 
followed the high-spotting of events 
in 1937 when Mr. Hall retired as 
president of the company and was 
succeeded by S. P. Duffy as general 
manager and secretary-treasurer and 
the election of Sam. E. Hunt as pres- 
ident. Between each sketch was 
heard a song popular at the time of 
each succeeding epoch from the in- 
ception of the company progressively 
leading to its Silver Anniversary in 
1938. 

Mr. Hunt next presented a num- 
ber of the Hall Hardware Company 
organizers among whom were the 
following: Amos Markel of Perham, 
Minn., vice-president of the com- 
pany, F. H. Retzlaff, New Ulm, 
Minn.; E. P. Babcock, Anoka, 
Minn.; Oscar V. Hanson, Rochester, 
Minn.; T. C. Nolan of Pine Island, 
Minn., and Elmer Hoteling. Mr. 
Hunt expressed gratitude for the 


parts each of thesé organizers had 
played in the early plans of the 
company as well as for those of the 
late Charles F. Ladner, long chair- 
man-of-the-board, whom he called 
“a kindly man of action.” Mr. Hall 
received warm praise from Mr. Hunt 
for his many years of competent and 
devoted direction of the company. 

F. H. Retzlaff, the next speaker, 
drawing upon his twenty-five years 
of experience as a founder and 
stockholder, as well as an efficient 
hardware merchant, presented con- 
clusions both informative and inspir- 
ing to his associates. 

S. P. Duffy, general manager, 
spoke of the company’s early sup- 
pliers and then introduced a num- 
ber of manufacturers whose prod- 
ucts have been distributed by Hall 
Hardware Company for twenty - five 
years. Next, he presented a number 
of the Hall employees who have been 
continuously employed for periods 
ranging from ten to twenty-five years. 

Mr. Duffy pointed out the impor- 
tance of co-ordinated efforts of each 
group, dealer - members, manufac- 
turers, and employees, in attaining 
the robust twenty-five year growth 

(Continued on page 142) 
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ANEW Streamlined HEAVY DUTY DISPENSER 


for SCOTCH CELLULOSE TAPE! 












Use Scotch Cellulose Tape in this 
new Dispenser and you will produce 
neater packages in faster time. 


Scotch Cellulose Tape seals instant- 
ly without water —a touch of the 
finger produces a strong, positive 
seal that will not loosen. 


“\ Made of heavyweight Cellophane— 
: fully transparent. 





Send coupon 
today for in- 
troductory 










s order! 
Made and Patented in U.S. A. by 
AUTOMATIC MINNESOTA MINING & MFG. CO. 
SAINT PAUL MINNESOTA 


‘Under one or more of the following U.S. Patents: Nos. 1157020, 1779588, 1856966, 1814192, 1095978, 1959413, 1954805, Re. Nes, 18742, 1912, 


ORDER BLANK 
HA3-38 


Please ship through my wholesaler the items I have checked: 


SALES 
DEMONSTRATION 


Seal your packages 
with Scotch Cellulose 
Tape and attract cus- 


() 2 Rolls 12"x2592” Transparent 
Scotch Cellulose Tape......... @ $1.15. ..$2.30 $3.70 
1 Heavy Duty Dispenser.................. 1.40 “ 


0 12 Rolls 12"x2592” Transparent 
Scotch Cellulose Tape......... @ $0.99. .$11.88) $13.28 
1 Heavy Duty Dispenser................. 1.40 § . 





tomers’ attention to a Name eee, os 
product you sell and Address___ ee ee 
they can use! Utility Dispenser 34” x 300” te ee ee ee 
Retail Price 25c complete. 
Packed 12 rolls to dispiay. Wholesaler’s Name e—eses—‘“‘“‘i i; 
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Legislation and Retailing 





MILTON MARSH 


New President 


ORMAN COOK of the J. L. 
| \ Cook Hardware Co. of Hunt- 

ington, West Va., president 
of the West Virginia Hardware As- 
sociation, shared the spotlight of the 
32nd annual meeting of that organi- 
zation, held at the Greenbrier Hotel 
in White Sulphur Springs, Feb. 21 
and 22, with the chief executive of 
West Virginia, Governor Homer A. 
Holt. Mr. Cook, speaking at the first 
session on Monday, Feb. 21, talked 
briefly but to the point, foreseeing a 
brilliant future for the hardware in- 
dustry, only if certain weaknesses 
in the industry are altered. “The 
underlying structure of the hard- 
ware industry,” he said, “is sound; 
only in the superstructure are there 
to be found weaknesses and with 
those eliminated, and the structure 
propped up, the industry may go 
ahead and return in time to its 
former position in every com- 
munity.” 

Governor Holt spoke at the last 
session on the afternoon of Feb. 22, 
delivering a common sense talk to 
the state hardware dealers on state 
taxation and state government 
trends. He warned that the citizenry 
of this state, in common with almost 
all states and the Federal govern- 
ment, could not look forward to any 
reduction in taxes, but they could 
look to the day when balanced bud- 
gets would be the rule rather than 
the exception. 

In his annual presidential address, 
Mr. Cook touched on the Robinson- 
Patman act, warning that its full ef- 
fect had not been felt as yet and ask- 
ing that criticism be withheld until 
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West Virginia 
High Spots 





NORMAN COOK 
Retiring President 


judicial opinion had interpreted the 
full meaning of the bill. On service, 
which received its share of attention 
from the various speakers, he said, 
“The take-it-or-leave-it attitude must 
go from hardware retailing. Too 
long have we been easy-going sales- 
men. Now is the time for careful 
training of sales help, efficient mer- 
chandising and a hard-hitting cam- 
paign to regain some of the business 
and prestige we have lost of more 
progressive retail outlet operators.” 
He ridiculed the hardware dealer 
who is resigned to the encroachment 
of the chain store into the field of 
retailer hardware items. He said: 
“The chain store is not a serious 
competitor, because it is not a hard- 
ware store.” 

The next speaker was Virgil O. 
Hall, Clarksburg, past president of 
the association. His fighting speech 
aroused the convention with its com- 
mon sense appeal to the retailer to 
improve his competitive position. 
“The hardware retailer’s greatest 
competitor is himself,” he said. In 
explaining this he pictured “two 
shining emblems of imperfection— 
jealousy of his competitor and his 
desire to become a jobber instead of 
staying a retailer.” 

The morning session of Tuesday’s 





H. B. CLOWER 
Secretary-Treasurer 


meeting was given over entirely to 
Saunders Norvell. The audience 
listened attentively to his reminisc- 
ing talk, in which he recalled many 
episodes of the past. His subject 
was “Why We Should Be Thankful 
We Are in the Hardware Busi- 
ness.” 

Speaking of the burdens carried 
by retailers today through changing 
economic conditions, taxation, gov- 
ernment control, etc., he said, “The 
larger the business, the worse off is 
its owner.” He said if he were to 
go back into retailing it would be 
in a small community like White 
Sulphur Springs where he would 
operate a small store. “The small 
man is the happiest man, because 
he’s always hard up; he doesn’t have 
those visions of grandeur that come 
with large volumes and over-large 
inventories.” 

Government Holt was the last 
speaker at the second session. He 
said that no system of taxation had 
ever been devised that had not been 
subject to bitter criticism. “But by 
the same token,” he said, “no system 
of governmental control in the hands 
of the people has ever proved more 
efficient than the tax system. The 
responsibility of raising money 
through taxes for governmental 
activities rests in the hands of the 
public and just so long as they must 
furnish that money, just so long 
can government activities be kept in 
check.” Governor Holt saw no 
chance for a reduction of taxes even 
in the face of the better business 
conditions that are slowly coming to 

(Continued on page 152) 
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FORGET THE DEPRESSION 


Call It Recession, Suppression, Compression or What Have You 


But — FORGET IT 


AFTER ALL, SPRING is here and the grass is going 
to grow. Everybody knows that. It always has grown, 
and it always will. It’s going to be cut, too, and the 
oversize plots are going to be cut with popular priced 
Power Lawn Mowers — simply and durably constructed 
and easily operated. 


Even though the SPRING SALES VOLUME PROB- 
LEM may appear tough right now, there are ways to 
solve it. New items, new things with a definitely estab- 
lished sales demand will provide the solution, if you 
will act and not just sit and take it. 


STEARNS POWER LAWN MOWERS have been 
developed especially for sale through the regular 
channels of the hardware trade. They possess an out- 
standing record of steadily increasing sales volume in 
that trade. They can be depended upon to increase your 
sales from this time on. 


Don’t wait until it’s too late. Don’t wait until the 
grass is growing under your customer's feet. Do now 
what you ought to do — find out about this line of 
Power Lawn Mowers that every hardware dealer can 
sell. All models are powered with the nationally known 
Briggs & Stratton engines. All run on rubber tires — 
either solid or ppeumatic. Our big national advertising 
campaign is now presenting Stearns Power Lown 
Mowers to more than 9,500,000 families through the 
leading home magazines. These include your customers. 


You can’t loaf your way out of the present stagna- 
tion. You’ve got to work your way out and sell your way 
out. Nobody is going to do it for you. We’re working 
our way out. The dealer and consumer inquiries that 
we are receiving — and the sales that we are making 
are positive proof of that fact. 


Only representative models and prices of the 
STEARNS line of Power Lawn Mowers can be shown 
here. In all, there are nine models — five wheel-drive 
and four roll-drive — each as outstanding in quality 
and performance as it is in price. Dealer discounts are 
liberal. Ask your jobber or write us for catalog and 
prices. But act today. 


E. C. STEARNS & Co. 


ESTABLISHED 1864 


SYRACUSE NEW YORK 







Model 218-ST 
18” cut Wheel-drive 
Equipped with 
solid rubber tires. 







Model 321-ST 
21” cut Wheel-drive 
Equipped with solid 

rubber tires. 







Model 22-H 
22” cut Roll-drive 


Rubber covered 
drive rollers and 
casters. 
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HEYDON LEWIS 
New President 


W. R. BUMPERS 
Retiring President 





GEORGE L. TURNER 
Secretary 


Arkansas Ass'n Concentrates 
on Problems of the Future 


HE 38th annual convention of 

the Arkansas Retail Hardware 

and Implement Association, 
Inc. was held at the Hotel Marion, 
Little Rock, Ark., Tuesday and 
Wednesday, Feb. 15 and 16. Of- 
ficers of the association said this 
was one of the most interesting meet- 
ings of the group in years. Three 
large rooms were filled with exhibits 
brought there by various manufac- 
turers. 

W. R. Bumpers, president of the 
association, gave a short history of 
the state organization and urged bet- 
ter cooperation hardware 
dealers. 

Hugh C. Ross, past president of 
the National Retail Hardware As- 
sociation, who is now president of 
the McGehee-Ross Hardware Co., 
Jackson, Tenn., spoke on the bene- 
fits of the national association and 
stressed the importance of employer 
and employee relationship. He also 
said that it was necessary for deal- 
ers to give some of their attention 
to promotion items occasionally. 
With reference to the National 
Hardware Week, May 9-14, he said 
dealers would do well to advertise 
this event in their local papers and 
acquaint the public with its purpose 
and advantages. 

Speaking on “Hardware Business,” 
FE. L. Johnson, secretary of the 
Shapleigh Hardware Co., St. Louis, 
Mo.. told the delegates that, “learn- 


among 
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ing the hardware business is a man’s 
job.” He said that the customer ex- 
pects the hardware salesman to 
answer all sorts of questions and 
that the salesman should be able to 
answer as many of these questions 
as possible. He explained and 
demonstrated the various uses of 
small, simple articles sold in hard- 
ware stores. “The hardware publi- 
cations have, and still are, render- 
ing a great aid to those in the in- 
dustry,” he stated. 

P. H. Noland, vice-president, B. 
F. Avery & Sons,’ Louisville, Ky., 
spoke on “Some New Angles to Old 
Problems.” He predicted that dur- 
ing the next five years dealers would 
have more need for their associa- 
tion than ever before. “New in- 
dustries are being developed” he 
said, “and some are passing out of 
existence.” Dealers, he stated, will 
have to adjust themselves and their 
businesses to meet the changes that 
are taking place. Mr. Noland 
stressed the importance of displaying 
farm implements and urged dealers 
to make their establishments as neat 
appearing as possible. A mailing 
list, or direct by mail work, was 
also explained and its advantages 
shown. 

“Insurance” was the subject han- 
dled by D. D. Fox, of the Federal 
Hardware and Implement Mutuals, 
Dallas, Texas. Mr. Fox gave a his- 
tory of the origin and development 


of his company which, he said, was 
continuing to expand and that 1937 
was the best year the firm has ex- 
perienced in several years. He said 
he had confidence in business for 
1938 and that things were not so 
bad as some had pictured them. 

Grover T. Owens, Little Rock at- 
torney, spoke on the Robinson-Pat- 
man bill and explained the bill as 
it affects the hardware and other 
industries. 

Paul Criss, of the American Fork 
& Hoe Co., Kelly Axe and Tool Di- 
visions, gave a short talk and 
demonstration. 

George L. Turner, Little Rock, 
secretary of the association, spoke 
briefly and praised the leadership of 
President Bumpers who, he said, 
had worked faithfully and _ untir- 
ingly during his administration. 

President Bumpers, in his clos- 
ing talk, advised dealers to “stand 
on their own” instead of depending 
upon government action to improve 
business conditions. He said that 
business could not be “legislated” 
out of its slump. 

Heydon Lewis, of Fayetteville, was 
elected president of the association ; 
M. A. Jackson, Sparkman, vice- 
president; George L. Turner, Little 
Rock, reelected secretary. A. P. 
McKeithen, Clarksville, and W. H. 
Hanna, El Dorado, were elected as 
new directors of the board. 
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CORBIN Balanced Line 


What it means to you — 
and to your customer. 





Complete coverage in each line of merchandise — 
-in Quality, Price and Service 
To You 1. A single brand of goods to think about. 
2. One catalog and price book. 
3. One system of numbers and finishes. 
4, A single source of supply, with adequate 

To Your stock and prompt service. 

Customer A nationally famous line of merchandise — Obvious and 
outstanding quality in materials and construction — 
Assurance of true value for the price. 

By concentrating on the Corbin Balanced Line you have a simpler, more 

efficient way of doing business at a profit — and the assurance of 

satisfaction for your customers, 


CORBIN CABINET LOCK CO. 
NEW YORK THE AMERICAN HARDWARE CORP., SUCCESSOR CHICAGO 
NEW BRITAIN, CONNECTICUT 
CORBIN LOCK CO. OF CANADA, LTD., BELLEVILLE, ONT. 
a 
y HA i | 
(=> 


National Hardware Week 
; May 9th- 14th 
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Pacific Northwest Reviews 
Farm and Store Problems 





W. H. RICHARDSON 
Retiring President 


HE 33rd annual convention of 

the Pacific Northwest Hard- 

ware and Implement Associa- 
tion was held at the Davenport 
Hotel, Spokane, Wash., on Feb. 7, 
8 and 9 and was well attended. 

President Richardson in his ad- 
dress stated that it was his convic- 
tion that the government farm relief 
plan as now operated should be dis- 
continued. 

Touching on the matter of trade- 
ins as now conducted, he gave it as 
his observation that the practice as 
now carried on makes the average 
implement dealer’s place of business 
resemble a second-hand dealer’s 
backyard, and advanced the sugges- 
tion that there should be less liberal 
allowances in the matter of trade- 
ins, in other words—“hold them 
down.” 

He called attention to the Fair 
Trade Act enacted by the last legis- 
lature, expressed the hope it would 
be a help to legitimate dealers and 
suggested that dealers in general 
should take an interest in legisla- 
tion to the end that measures of 
special interest to hardware dealers 
get enacted into law. 

Secretary Dale Strong then read 
communications from the National 
Retail Hardware Assn., extending 
greetings and wishing for a success- 
ful convention; C. H. Chase, secre- 
tary manual committee, urging that 
dealers avail themselves of the op- 
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portunity to procure a copy, and 
from John Miller, Lind, advising he 
would not be able to be present until 
Wednesday morning. 

“Operating of Social Security Act 
Title II” was the subject assigned 
to J. G. Bretherton of the Spokane 
social security board. He went into 
detail in explaining the various 
phases of the set-up of payments 
under this act and answered a num- 
ber of questions on points of doubt- 
ful understanding. One thing he 
said that will lighten the task of mer- 
chants was that quarterly reports 
instead of monthly, as in the past, 
will be the rule in 1938. 

Mr. Bretherton was followed by 
D. C. Hempstead, deputy collector 
of Internal Revenue, Spokane, who 
explained who and who not an em- 
ployer should remit the 1 per cent 
tax for and called attention to the 
fact that the employer must remit 
for the employee and send in a like 
amount himself. 

The first real business for the day 
was the Question Box on imple- 
ments, which was conducted by Wil- 
liam Rogaust of Odessa, who doub- 
led for President Richardson. 

The next address of the session 
was by John Hoene, Cottonwood, 
Ida., on “Implements and Horse 
Trading.” 

Prefacing his remarks by saying 
he had been in the business about 
30 years which has led him to believe 
that taking horses on trade-ins is a 
mighty ticklish business and should 
be handled with caution. That a 
horse should be taken at its cash 
value, not at what the owner thinks 
it is worth, as generally they are 
past the useful stage. Some salesmen 
are liable to boost figures to put over 
a deal where there is any competi- 
tion with the result that any profit 
that might be made is gone,the sales- 
man getting his commission and the 
dealer gets what is left if anything. 
He gave it as his opinion that many 
of the ills connected with such prob- 
lems could be ironed out to the ad- 
vantage of all dealers in frequent 
district meetings. 





DALE STRONG 
Secretary 


“Value of Association” was the 
subject discussed by Ven G. Wedge, 
Yakima, Wash., past president of 
the Minnesota Retail Hardware As- 
sociation and representing the Fed- 
eral Hardware and Implement Mu- 
tuals. 

He stressed convincingly the 
value of being a member of the as- 
sociation as he put it, “How very 
dependent we all are—one upon the 
other—when we come right down 
to fundamentals.” 

He brought out the value of the 
association in many ways, giving in 
detail the benefits that every mem- 
ber receives as a result of his affili- 
ation. 

Richard Stern, Spokane, repre- 
senting the Carrier Corporation, 
gave an instructive talk on “Air 
Conditioning Sales.” He said the 
first corporation to go into this field 
was organized in 1908 but the en- 
terprise did not really get under 
way until 1911. The main requisite 
is experience before starting a setup. 
There are on the market a number 
of small units, or what are called 
package size, for air conditioning 
some of which are really good and 
could be handled profitably by the 
average hardware dealer. 

Harry Brenn, Moscow, Idaho, 
closed the session with a brief but 
instructive talk on “Psychology of 
Selling Paint Jobs.” 

(Continued on page 162) 
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‘PURPOSE ENAMEL 


(Quick oRYING ) 








“Bhe L of 6 fs ” 


Now Offers 


THE DRESSIEST LINE OF MODERN 


PAINT PACKAGES 


“Many an honest heart beats beneath a ragged coat.” 
And many a quality product is offered in a homely 
package. Nevertheless, smart-looking clothes are a 
definite advantage to amy man and any product— 
especially paints. 


In the past 54 years Martin-Senour Paints have won 
reputation and preference because of unvarying 
quality. We now offer you the added selling advantage 
of “The Best-Looking Packages in the Paint Industry.” 
These new Packages with Personality are ideal in 


MARTIN 





IN AMERICA 


every way—from our point of view and from the 
dealers’. Smart in design! Alive with color! Primed 
with Personality! Here are paint packages that 
actually create the desire to paint. 


Write today for outline of Martin-Senour’s Selling 
Plans for 1938—plans that employ these new brilliant 
packages to help you increase the sales and profits of 
your paint department or store. No obligation. 
Address The Martin-Senour Co., 2520 Quarry Street, 
Chicago, Illinois. 


-SENOUR 


PAINTS « VARNISHES - LACQUERS - ENAMELS 


MARCH 10, 1938 
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Wo few 


FOR RETAIL 
HARDWARE 





STORES 








New and Improved Merchanditse—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


1938 Universal Cooler 


Sliding shelf brings articles at the 
back of refrigerator within easy reach. 
Other features include sealed all-steel 
cabinet with thermocraft insulation all 








around; newly designed, improved 
freezer with illuminated dial and safety 
zone thermometer; interior light located 
on top of the freezer, conserving food 
storage space; two 14-cube ice freezing 
trays; two 22-cube trays with flexible 
rubber grids; lift out shelf; two Cris- 
perators; two Storadrawers; utility 
basket on door and five-piece set of pot- 
tery dishes. Universal Cooler Corp., 


Detroit, Mich. 


Aristocraft Ware 

In every item the highly polished out- 
side is matched by the satin-smooth in- 
side finish. Aristocraft is easy to keep 
gleaming and clean. Maker states Aris- 





tocraft is an excellent heat conductor 
and fuel is saved in cooking, frying, 
roasting, and baking because only a 
low flame is required for directing the 
heat properly. Each piece is attractive 
packed in a strong carton. Handles are 
of natural walnut set in Bakelite. The 
Griswold Mfg. Co., Erie, Pa. 


Recessed Head Screws 

The Corbin Screw Corp., New Britain, 
Conn., has been granted a license to 
manufacture and distribute its lines 
of wood screws, machine screws, stove 
bolts, and sheet metal screws with 
Phillips recessed heads. 


Undersink Cabinet 

The Colonial Sink Klosure is stream- 
lined highly finished in white baked 
enamel under-sink closet that can be 
quickly assembled under most 42-inch 
round apron sinks. One size is said 
to fit all requirements eliminating need 
for right and left hand styles. Plenty 





of space is provided for pans, pots, and 
gadgets. Unit can be quickly and 
easily moved to another location. It is 
assembled without touching the plumb- 
ing. It is a small packaged unit in 
a single carton within a crate. Colonial 
Stove Co., Specialties Division, Phila- 
delphia, Pa. 


Coleman Range Line 


Because of the approval given Cole- 
man safety ranges during the past year, 
the 1938 line will have only minor 
changes but it will be backed by espe- 




















cially strong selling plans and new sell- 
ing helps. Features of the ranges 
include: instant lighting mechanism; 
Band-A-Blu burners, and sparkling 
porcelain enamel finishes. The Cole- 
man Lamp and Stove Co., Wichita, 


Kan. 


Spot Oiler 


With a spout that reaches out-of- 
the-way places, this new fountain pen 
type Pres-To Spot Oiler, operates by 
pressing the steel point to the part to be 
oiled. Approximately one-tenth of a 
drop of oil is ejected. If more oil is re- 
quired repeated pressing of the steel 
point, ejects the oil. The Dill Mfg. Co., 
Cleveland, Ohio. 





SE ones-10 SPOT OILER 
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“That fellow Pitkin 


Walter B. Pitkin talks plain common sense 
to Anrerican farmers. He knows human 


nature. He understands farmers’ problems, 
because he’s a practical farmer himself. 
Pitkin’s Page in Farm Journal always stim- 
ulates. It puts ideas into farmers’ heads — 


and it is always timely. 


For example, almost before the ink was dry 
on the New Housing Act Pitkin was asking 
in Farm Journal “What can you farmers do 
to get building modernization loans under 
the new F.H. A. Act?” Farmers need such 
loans. But in view of the imposing amounts 
wanted by cities and large, well-managed 
enterprises Pitkin advises that farming 
neighborhoods organize as community units 


— apply for loans as community units — 








talks Horse Sense” 


and then do their building as a community 
enterprise —the way our grandfathers banded 
together for barn-raisings. 

American farming communities have the 
chance to show America something new in 
economical home building. America desper- 
ately needs thatknowledge!...Says ahigh gov- 
ernment official “Mr. Pitkin has a swell idea.” 
Yet the timeliness and common sense of 
Pitkin’s Page is only one reason why 
1,350,000 alert rural families are enjoying 
Farm Journal every month — the entire 
magazine is that way — thanks to 4-Day 
Writer-to-Reader Service. 

If you have not read Mr. Pitkin’s editorial 
in the March Farm Journal and would like 


a copy write us. 


Millions of dollars this year will be spent in harduare stores by 1,350,000 Farm Journal Families. 


FARM JOURNAL 


Washington Square, Philadelphia 


“THE RURAL SIGNIFICANCE OF THE NEWS” 
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Iowa Plier Assortment 


Consists of 12 pliers of high test drop 
forged carbon tool steel in zinc and 
bright nickel finishes. There are two 
each of six different styles of pliers: 





six-inch bright nickel radio pliers; 
seven-inch zine Polly pliers; 64-inch 
bright nickel thin nose pliers; seven- 
inch zinc universal pliers; eight-inch 
zinc regular style pliers, and 6%4-inch 
bright nickel regular style pliers. This 
assortment is packed in a display box 
with counter display card. If it is sup- 
plied in bright nickel or special nickel 
finishes, assortment is known as the 
Utah assortment. Dealer’s cost of as- 
sortment is $2.43 each. Retail price of 
individual pliers is 29 cents and 35 
cents each. Barcalo Mfg. Co., Buf- 
falo, N. Y. 


Kitchen Stool 


This No. 110 kitchen stool is fully 
chromium plated and is of tubular steel 
construction. Center part of the top of 
the stool is enameled and is available 
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in a choice of six standard colors ap- 
proved by the U. S. Bureau of Stand- 
ards—black, red, ivory, kitchen white, 
delphinium blue and green. Each stool 
is packed in an individual carton and 
is completely assembled. Suggested 
retail selling price is $1.98. Daystrom 
Corp., Olean, N. Y. 


Vegetable Juice Extractor 


“Health Mine” has been developed 
especially for making vegetable juices. 
It is easy to operate and keep clean. 
A turn of the handle is all that is neces- 
sary. This new model Health Mine 


; JUICE 
COMES OUT 





retails for $4.50, complete with a 48- 
page book containing complete instruc- 
tions and recipes for “Health Cocktails.” 
Modern Diet Products Supply Co., 1428 
N. 24th St., Milwaukee, Wis. 


Florence 5-Boiler Oil Range 


The latest five-burner Florence oil 
range is streamlined and different in 
design. It has the important features 
of the more expensive models, includ- 











ing a fully insulated and procelained 
oven that is said to be large enough to 
eliminate piece-meal cooking. Cooking 
top is broad and level with the work 
space, so that heavy dishes are easily 
moved without the strain of lifting. 
Maker states powerful wickless burners 
focus the heat directly on the cooking. 
Fingertip heat control balances baking 
speed and an accurate side-wall ther- 
mometer indicates the temperature. 
Condiment shakers are placed within 
easy reach on backguard, and a shelf at 
bottom of range affords handy storage 
space for utensils. Florence Stove Co., 
Gardner, Mass. 


Loma Improved Packages 


Very attractive new packages for 
Loma plant food are being offered in 
10, 25, 50 and 100-lb. bags as well as 
1-lb. and 5-lb. canisters. The new canis- 





ters and bags, illustrated, are in four 
colors. The company offers a new and 
attractive display stand for both bags 
and canisters to those dealers stocking 
and featuring Loma in all sizes. The 
rack, which remains the property of the 
company, stands 4 ft. 8 in., measures 
27 in. wide and is 17 in. deep at the 
base. It is of steel, has four shelves, 
and may be used the year ’round for 
Loma and other products. In its con- 
sumer advertising the company has 
been advertising the number of days to 
spring in 2-in. ads with illustration of 
one of the bags plainly showing. For 
dealers handling Loma mats and elec- 
tros are available for advertising the 
new Loma packages with suitable copy. 
The largest and most colorful assort- 
ment of window and store material, 
ever used for the line, is available to 
dealers this year. Tennessee Corp., 
Loma Division, 61 Broadway, New York 
City. 


Specialties Catalog 

No. 138, 40 pages, 84 x 11 in., shows 
specialty items such as bank signals, 
box markers, broom and card holders, 
compass pencil, erasers, flower holders, 
frame eyes, map tacks, marking tacks, 
marking plates, menu card _ holders, 
numbered tacks, paper fasteners, picture 
hooks, pin tacks, printed tacks, root 
sprayers, rug pins, screen tacks, shelf 
markers, stamp tacks, tack lifters, 
thumb tacks, ticket holders, upholstery 
nails, and wall hooks. Copies available 
from Hampden Mfg. Co., 17 Warren St., 
New York City. 
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“KCRIFANY 


No. 1124 Screen and Storm Window Sets 
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Illustrations HALF SIZE 


One pair No. 724 Cadmium Plated Screen or Storm 
Window Hangers. One 11/2 Hook and Eye complete with 
screws. Each set packed in an envelope. One dozen sets 
in a box. 


No. 730 Wrought Steel Loose Pin Hinge 


With Button Tip 








Illustration ONE-THIRD SIZE 


Loose pin hinge with button tip. Full surface. Length of 
joint 3 inches. Screw holes of one leaf are countersunk on 
both sides. Packed half dozen pairs in a box with screws. 
Size of screws % x 8. 


No. 1706 Screen and Storm Window Sets: 





Illustrations HALF SIZE 


One pair 2 x 2 No. 706 Cadmium Plated Loose Joint 
Butts with Brass Pins, one 11/7, Hook and Eye. Complete 
with screws—each set packed in an envelope, one dozen 
sets in a box. Specify right or left hand. 


SEND FOR CATALOG DESCRIPTIVE OF FULL LINE 


ERIE. PENNSYLVANIA 














AGENTS 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 
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EASY TO SELL.. 


and Lhey 





There are a number of things about Greenlee 
Spiral Screw Drivers that make them easy to 
sell. Appearance, alone, is decidedly in their 
favor. They look well balanced, are nicely 
finished and, of ,outstanding importance, the 
customer sees at a glance that the spiral is 
fully enclosed at all times. 


After a Greenlee Screw Driver is purchased, 
these same features, plus others not so readily 
apparent, keep them sold. The chromium fin- 
ish keeps them looking right. Dust and dirt 
can’t get in, because of the enclosing sleeve, 
which also provides for efficient lubrication 
and makes it impossible to pinch the fingers 
between the bit chuck and the body of the 
driver. They stand up, too, because every part 
is built to operate with a minimum of wear. 


You should know more about Greenlee Screw 
Drivers, because they make satisfied customers. 
And satisfied customers are your greatest sales 
asset. 

Write today for complete information, giving 
the name of your jobber. 


GREENLEE TOOL CO. 


Thiele 


1715 Columbia Ave. Rockford, 

















Master Planer Gage 


This Master Planer and Shaper Gage, 
when used as a planer gage, greatly 
facilitates adjusting depth of first cut 
and setting tools for other cuts. Proper 


- 














cut is obtained by setting the gage 
to micrometer, a surface gage or a 
caliper, then bringing planer tool in 
contact with it. With the extension, 
tool setting from one quarter of an 
inch to 9 inches can be made. Without 
it, range is from one quarter of an inch 
to six and a half inches. Gage serves 
also as an adjustable (sliding) parallel, 
because upper face of slide is extra long 
and slide and base are accurately fitted. 
It can be employed with sine bar for 
grinding angles; also with gage blocks 
for building up work on a surface plate 
and for transferring measurement, with 
an indicator. Feature of this No. 900 
gage is that slot, in which slide travels, 
is beveled as well as ground, the bevel 
preventing all side play when slide -is 
tightened at any location by clamp nut, 
according to maker. Gage can be used 
on base, on end, also flat on either 
side. Base is % in. wide aud 5% in. 
long, and fitted with level. The Lufkin 
Rule Co., Saginaw, Mich. 


Leonard Refrigerator 


This 1938 Leonard refrigerator, Model 
L7-38 (Permalain) has a food storage 
capacity of 7.13 cu. ft. net. Shelf area, 
15.49 sq. ft. net. Has six aluminum fast- 
freezing ice trays; three with aluminum 
grid and Ice-popper, three with rubber 





grid. Ice making capacity, 120 cubes 
or 12 lbs. of ice at each freezing. 
Permalain exterior, all-porcelain in- 
terior. Overall height, 6556 in.; over- 
all depth, 25% in.; overall width, 
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33% in. Has glacier sealed unit; Zero- 
freezer, food-fit shelves, and‘thermometer 
built into master dial. Leonard Divi- 
sion, Nash-Kelvinator Corp., Detroit, 
Mich. 





Venetian Blind Cleaner 


“See More”—is a liquid cleaner that 
is said to dissolve and remove dirt, 
grease, fly specks, and water spots from 
venetian blinds and leave a smooth 
luster which protects and waterproofs 
the slats. “See More” does not contain 


VENETIAN 
BLIND 
CLEANER 








wax or other greasy materials. It is 
available in pint, quart, and gallon cans. 
Seymour Products Co., Inc., 2416-18 W. 
Roosevelt Rd., Chicago, Ill. 





Flexible File Holder 


Made in two styles, both listing at 
$6.00 per dozen. Both styles are made 
for use with 14-inch flexible file blades. 











Made of well-seasoned wood. Maker 
states Grip placed over the blade as- 
sures an accurate filing job. VW. G. 
Astle, 13 Penfield St., Buffalo, N. Y. 





True Temper Catalog 


More than 1,000 tools of different 
design and grade are illustrated in the 
new 216-page True Temper catalog. 
Complete specifications are given for 
True Temper forks, rakes, hoes, shovels, 
spades, scoops, also Kelly axes, ham- 
mers, hatchets, scythes, etc. Special 
tools are shown. These include dan- 
delion weeders, sod lifters, floor scrap- 
ers, murserymen’s spades, irrigation 
shovels, telegraph spoons, forestry tools, 
weed cutters, machetes, and _ scout 
axes. The complete line of wheel culti- 
vators and seeders is shown in detail. 
The identifying number of the right 
repair handle is specified in each handle 
description. The catalog has an illus- 
trating picture index. Copies are avail- 
able from The American Fork & Hoe 
Co., 2022 Keith Bldg., Cleveland, Ohio. 





Hatchet Display 


This hatchet display is a companion 
to the Plumb hammer display. Two 
hatchets are displayed in an attractive 
manner in the three-color stand. Price 





range is established with two Servall 
half hatchets and four Plumb 2962 half 
hatchets in the unit. Display itself 
is free. As an alternative, dealers may 
order same display containing two Ser- 
vall shingling hatchets and four Plumb 
shingling hatchets. Fayette R. Plumb, 
Inc., Philadelphia, Pa. 





“Enduro In The Home” 


Is a beautifully illustrated 24-page 
booklet describing many household 
uses for stainless steel. The booklet is 
designed for distribution to women and 
emphasis is placed upon gift suggestion. 
Copies available from the Republic 
Steel Corp., Advertising Division, Cleve- 
land, Ohio. 





“Dutch Oven” Ranges 


These ranges feature automatic con- 
trol of oven cooking, making it possible 
to leave range absolutely unattended, 
until time to serve. A model, listing at 
$69.50, and offered to meet price com- 
petition, has porcelain enamel finish, 
large size polished cooking top; 18 in. 
by 19 in. porcelain oven; extra large 
fire box; and rock wool insulation for 
retained heat cooking. The dealer mar- 
gin of profit on the $69.50 model is the 























same as on other members of the line 
having suggested retail selling prices up 
to $159.50. Globe Stove & Range Co., 
Kokomo, Ind. 
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Qost Selling Spring Items 



















Copper Cut Tacks *« Wire Bill Finishing Washers ¢ Tinners’ 
Posters Tacks * Coppered Blind Rivets * Copper Storm Nails 
Staples * Double Pointed Tacks Copper Wire Nails « Gal- 


Glazing Staples * Glaziers’ vanized Cut Shingle 
Points * Numeral Screen . Nails * Copper Cut 
Tacks * Escutcheon Pins Q Nails * Other Products 


Nol -Yo[Vioh i-W Wh WWM s (ola SMa Matolcoate.\ old] Molaro Maven ar oY-1i Mae] lle MU laaohi-1mkelale Me orere 
profits. Builders, farmers, home-owners—all are in the market for items shown 
here, all want Quality and Prompt Delivery. Check your ATLAS inventory today! 


ATLAS 


ATLAS TACK CORPORATION ® FAIRHAVEN, MASSACHUSETTS 


“ot Boy/Can I 
Do 4 568 SELLIY, 


ROGERS 5 GLUE WG 
Ln 


Yes, that’s what hardware retailers all over the country 
are saying about Rogers Liquid Fish Glue., Why? Because 
they know from experience that Rogers quality, purity, 
strength and economy bring in the repeat business. And they 
know, too, that the Rogers Protective Sales Policy really PRO- 
TECTS them, for Rogers does NOT sell chain stores, group 
buyers, or mail order houses. Rogers Liquid Fish Glue MUST 
be sold through the legitimate hardware trade. And so with 
Rogers, out the window goes your problem of how to compete 
with cut prices and chain store methods. Ask your jobber 
today for prices and discounts. The two Rogers Deals will 
interest you. They are profit-makers. 


ROGERS ISINGLASS & GLUE CO. 


GLOUCESTER MASSACHUSETTS 
RADNOR IBERIA EEE EEDLD ES EA SE LIEGE 
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Virginia Reviews National 
and Trade Affairs 





W. L. PENICK 
Retiring President 


of both a national as well as 

a trade nature featured the 
nineteenth annual convention of the 
Virginia Retail Hardware Associa- 
tion, held at the Jefferson Hotel, 
Richmond, Va., Feb. 22-23. The 
convention theme, “Signs of the 
Times,” was well carried out in 
practically every phase of the pro- 
gram. 

President W. L. Penick, South 
Boston, presided at the opening ses- 
sion and delivered a brief address. 
He said in part: 

“The convention theme is ‘Signs 
of the Times.’ This is most ap- 
propriate in view of the uncertainty 
existing everywhere in _ business. 
Naturally, we hardware men have 
just cause to be deeply concerned. 
This theme fits this program. It 
is fundamental that capital is the 
lifestream of production. Any in- 
terference impedes recovery and 
without the free flow of capital there 
can be no jobs. The retail hardware 
trade, however, promises to continue 
sufficiently above industrial produc- 
tion to justify the expectation of a 
pick-up in production.” 

The next address was on the sub- 
ject “What’s Ahead” and was de- 
livered by Prof. David S. Prosser, 
Director of Economics, William and 
Mary College, Norfolk, Va. He 
stressed the unusual conditions 
existing at home and abroad and 
stated that war conditions were in- 


1 Faween and addresses 


116 


creasing business in some lines while 
retarding them in others. 

“Business Standards” was the 
topic chosen by Ben A. Ruffin, mem- 
bership secretary of the Chamber of 
Commerce. Mr. Ruffin emphasized 
the confidence dealers must obtain 
from their customers. He brought 
out the necessity of keeping a clean, 
properly-priced stock and added that 
the employer must work in harmony 
with his employees. 

Luther R. Stein, vice-president and 
general sales director of the Belknap 
Hardware & Mfg. Co., Louisville, 
Ky., gave an interesting extempo- 
raneous address on “Clean Shop for 
the Coming Boom” and the develop- 
ment of electrification in the rural 
sections. He also stressed the need 
for clean, well-lighted stores as a 
means of meeting competition and 
added that the sales force should be 
trained to act as salesmen and not 
as order takers. Always have the 
salesman show the prospect a better 
article than the one advertised, an 
article on which there is a larger 
profit. 

“The Kitchen Goes Modern” was 
the topic handled by W. M. Davis of 
the Norge Division of Borg-Warner 
Co. Mr. Davis had a modern kitchen 
set up and furnished a sales talk on 
how to sell a customer the ultra 
modern items. 

This address was followed by one 
on “The Consumer Protected Under 





R. A. FRAYSER 
Secretary 





W. K. SMITH 
New President 


the Fair Trade Laws” delivered by 
A. L. I. Winne, secretary of the 
Virginia Pharmaceutical Associa- 
tion. He told the convention how the 
consumer was being protected and 
how the dealer was also protected 
by the enforcement of these laws. He 
explained the statute in its entirety 
and showed how it had protected the 
membership of his own association. 

Secretary R. A. Frayser then dis- 
cussed National Hardware Week 
and showed how dealers could co- 
operate in this movement. 

There was a banquet and floor 
show in the evening. President 
Penick presided while J. J. Wicker, 
Jr., counsel for the association acted 
in the capacity of toastmaster. 

The first speaker of the second day 
was Col. W. M. Kemper, execu- 
tive secretary to the Governor of 
Virginia. He stressed the point 
that the salesman should get the 
confidence of his customer and 
always be honest with him when 
called upon for an opinion whether 
it meant that he made the sale or 
lost it. 

“Shop-Look-Live” was the subject 
of an address by Alex Bear, past 
president of the Electric League. 

The next address was on “Financ- 
ing and Managing a Hardware 
Store” and was presented by John 
W. Yowell, Culpeper, Va., a past 
president of the association. Mr. 
Yowell told many interesting inci- 

(Continued on page 154) 
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MAKE SURE YOU 
START RIGHT 
IN YOUR QUEST 
FOR MORE BUSINESS 


USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


We can supply you with 
the following lists:— 


1371 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10926 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 


6264 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 


17566 Hardware Retailers whose sales are less 


than $20,000.00 Annually. 
For $7.00 per M. 


34756 Hardware Retailers (Complete List). 
For $5.50 per M. 


1013 Department Stores handling Hardware 
and Housefurnishings. For $7.00 com- 
plete. 


9170 Lumber Yards handling Builders’ Sup- 
plies. For $7.00 per M. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 
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Now You Can Cut 





DELIVERY COSTS 








to Y2 cent per mile with 


SKOOT-MOBILE 


The SKOOT-MOBILE Economy Car, 
the commercial model of America’s 
finest motorized skooter, offers you the 
most economical and flexible delivery 
service ever conceived. The side car, 
having a capacity of approximately 
one-quarter ton will enable you to 
serve many more customers in a man- 
ner which*far exceeds any delivery 
system: now in vogue. 


Operating costs one-fifth cent per mile, 
maintenance costs practically nil and 
speeds up to 35 miles an hour, will 
enable any merchant to compete with 
organized competition and ceme out 
on top. No longer is it necessary to pile 
up week-end orders to make a truck 
load nor is it necessary to make 
individual deliveries. ‘ 


SKOOT-MOBILE is designed and 
built like an automobile. Study the 
photograph at the right showing the 
two-speed transmission which has a low 
gear for power and hill climbing and a 
high gear for speed and economy. Note 
also the typical automobile brake which 
provides ample stopping power for 
any emergency. 


The knee-action front end literally 
smooths out the roughest road, and the 
efficient air-cooled engine develops the 
surprising economy of over 100 miles 
per gallon of gas. Every SKOOT- 
MOBILE is guaranteed against defec- 
tive parts or workmanship for one year. 


Write today for full details and illus- 
trated literature. 


Address 
SKOOT-MOBILE, INC. 


5857 RAVENSWOOD AVE., DEPT. 383, CHICAGO 


MFD. BY QUALITY HDWE. & MACHINE CORP. a as 





SKOOTER 
WITH THE FEA- 
TURES OF AN 
AUTOMOBILE 














The sturdy two-speed 
clutch and transmission. 





Large, quick-acting brakes. 


(Left) 124 H. P. engine. 


(Right) Knee-action front. 


Welded steel tubular main 
frame, re-enforced. 
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Missouri Assn. Analyzes 
Appliance Merchandising 





GEORGE C. EBERLIN 
New President 


EETING on Feb. 22-24, 1938, 
M. at the Jefferson Hotel, St. 

Louis, Mo., for its 40th 
annual convention and 26th annual 
exhibit, members of the Missouri 
Retail Hardware Association gave 
particular attention to problems con- 
nected with the merchandising of 
major appliances. 

The first of the sessions was held 
on Tuesday Feb. 22, at which rep- 
resentatives of the Simmons Hard- 
ware Co., Shapleigh Hardware Co., 
Witte Hardware Co. and Butler 
Brothers, welcomed the dealers and 
guests. Secretary Peyton C. Clark, 
St. Louis, followed with his annual 
report in which he discussed the 
various legislative activities of the 
association. He voiced regret that 
Missouri merchants had not been 
able to obtain for themselves a fair 
trade law as had other states. 

J. D. Reynolds, Carthage, presi- 
dent of the association stressed the 
value of frequent store meetings as 
a means of keeping sales forces 
keenly interested in the products 
they sell. Salesmen, he said, unless 
some vitalizing force is injected into 
them become apathetic towards their 
jobs. Mr. Reynolds told of a Texas 
survey for which a woman shopper 
was given $84.00 with which she 
was to make dollar purchases in 84 
stores. She returned with $66.00 
because the salesmen she encounter- 
ed were not sufficiently interested to 
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increase her purchases. This Mr. 
Reynolds pointed out as too general 
a practice throughout most hard- 
ware stores. 

The Hon. Bernard F. Dickmann, 
Mayor of St. Louis, spoke on “Tax- 
ation and Government Trends,” a 
subject which he remarked was of 
vital importance to all business men. 
He told of St. Louis’ tax problems 
and pointed out that both in St. 
Louis and the country at large, there 
was much tax wastage due to the 
lack of coordination and duplication 
of governmental agencies. Missouri 
he said has the greatest amount of 
taxing offices of all states except 
one. 

On Wednesday the convention 
heard Bernard De Staebler, purchas- 





J. D. REYNOLDS 
Retiring President 


ing agent, Lambert Pharmacal Co. 
talk on “The Consumer Protected 
Under Fair Trade Law.” Mr. De 
Staebler told of the predatory price 
cutting of trade-marked brands in 
the drug industry, using a number of 
examples of foot-balled merchan- 
dise. Fair trade laws, Mr. De 
Staebler told his audience, were not 
price-fixing laws but they were laws 
that enabled a manufacturer to pro- 
tect his trade mark and contract as 
to a price below which his product 
can not be sold. This, he said, does 
not tend to raise prices but on the 


contrary, consumer prices on the 
average have been lowered. 

William P. Mackle, merchandis- 
ing counselor, Union Electric Co., 
discussed “The Hardware Man’s 
Position in Home Modernization.” 
Mr. Mackle said the hardware store 
was at one time the only logical 
place for the purchase of that house- 
hold equipment that now has its 
modern counterpart in major elec- 
trical and table appliances. The 
greater amount of this business now 
however has been lost to the retail 
hardware man and has gone over 
to the furniture store, the depart- 
ment stores, and other retail outlets. 
To regain his former position in the 
sale of this equipment, the dealer 
must develop specialty selling and 
train salesmen as specialty sales- 
men. Appliance values must be 
studied carefully and showmanship 
must be used to build sales volume. 

Appliances, Mr. Mackle pointed 
out have unlimited appeal; savings 
in labor, health, money, and they 
are being promoted nationally by 
manufacturers, utilities, and home 
modernization bureaus, creating a 
vast demand which the hardware 
dealer can fulfill, depending upon 
how he conducts these programs 
locally. 

Falling in with Mr. Mackle’s dis- 


(Continued on page 148) 
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THESE TWELVE ITEMS 
NOW IN Se CONSUMER 


<< BRIGHT WIRE GOODS 
ac (i aL 5 CONSUMER PACKAGES 


Cc - 









BRING BRIGHT WIRE GOODS OUT INTO THE 
OPEN—PROFIT FROM “IMPULSE” SALES! 


With popular Androck Bright Wire Goods in colorful 
5¢ consumer packages, you can bring these items out into the 
open, make effective displays, cash-in on “impulse” sales—and 
instead of just “hoping” for profit, make every sale show a “fixed” 


EASY TO BUY AND ofit! Androck points the way—your jobber has the story—get 
SELL AT A*Fixed” PROFIT "9 id him now! ™ sil , y~8 


Liberal quantity of each 
Bright Wire Goods item 
packed in its own colorful 


5c consumer package. Re- 

mctaiweigtentstane. LET PROSPECTS SELL THEMSELVES 
tive shelf storage carton. . ..» with this eye-arresting, all-metal, self-vending 
oe ies aoe a counter display. Loads easily. Prospects sell them- 
display—boosts sales. No _S€lves, help themselves. Place one beside your cash 
guessing—youKNOW you _‘register—watch the sales ring up. Ask for details on 
make a fixed, liberal profit Deal No. 1140, which includes display. 


a" on every sale! 
Ry, i 


Oder from /end-f-Pa 


YOUR JOBBER 









THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, 








Open Up A Profitable Display With Two New Deals On 


EDLUND CAN OPEN ERS 


DEAL A DEAL B 


Order one Doz. Junior Can Openers and one each Order one and one-quarter Doz. Junior Can Open- 
No. 4W Wall attached and No. 4T Table at- ers from your JOBBER—at regular discount. 
tached can openers from your JOBBER—at regu- ‘ 

lar discount. 


YOU RECEIVE FREE Se eg A Counter Demonstrating Display. 
A Counter Demonstrating Display. EDLUNI 1 Junior Opener (for use on display). 
1 Junior Opener (for use on display). Demonstrating Cans. 


i | a 
1 Extra Junior Can Opener. Sabor’, 
Demonstrating Cans. ma On An Order of only $5.00 
you receive 











* YOU RECEIVE FREE 


On An Order of only $6.00 
you receive cf) FREE GOODS WORTH 50c 


FREE GOODS WORTH $1.00 | 


COUNTER DISPLAY 
This striking 3-color Display is SELF DEMONSTRATING. It is sure to 
create interest and make sales for you. 














Approved by 
Good Housekeep- 
ing Institute 









GUARANTEED 
Junior Model i momma ianaeee No. 4 Model 
NEARLY 2,000,000 NOW IN USE 
EDLUND CO. BURLINGTON, VERMONT 
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Minnesota Association Maps 
Its Course For 1938 





EBERT JOHNSON 
New President 


EETING at the Minneapolis 
M. Auditorium, Feb. 22-25, 
1938, the Minnesota Retail 
Hardware Association heard a group 
of prominent speakers outline the 
business and legislative prospects 
for 1938. President F. E. Breher, 
Wadena, opened the first of the con- 
vention sessions with his annual ad- 
dress in which he commented briefly 
on association work during his term. 
C. J. Christopher, manager-treasurer, 
presented his report and following 
the various committee appointments, 
Frank Miller, personnel director, 
Northern States Power Co., discussed 
teamwork in the store. H. J. Mil- 
ler, president of the Minneapolis 
Civic and Commerce Association, 
concluded the sessions with a dis- 
cussion of the necessity for the sup- 
port of the government. 
Wednesday morning, Dr. G. W. 
Allison told his listeners that they 
should give first place to selling 
“The Kitchen Goes Modern” idea 
because of the impetus given this 
movement by national organizations. 
W. J. Pierce, secretary of the Min- 
nesota Drug Fair Trade Committee, 
St. Paul, explained consumer pro- 
tection under the fair trade laws, 
now under attack by chains in 
Minnesota; and C. G. Gilbert, told 
of the promotional and education 
activities connected with National 
Retail Hardware Week, and asked 
fer the dealers’ cooperation. 
Ernest Fagenstrom, of the associa- 
tion shopping committee, drawing 
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F. E. BREHER 
Retiring President 





C. J. CHRISTOPHER 
Manager-Treasurer 


upon his experience, described the 
merits of competitive brands to the 
audience, and graphically explained 
his subject, “Shop—Look—and 
Live,” a discussion of wise buying. 

J. G. Mason, credit manager of 
the Minneapolis New England Fur- 
niture Co., told merchants to get 
substantial down payments and make 
terms short if they were to make a 
real success of installment selling. 
His subject was “Installment Brake 
Inspection.” L. L. Shoemaker con- 
cluded the meeting with “The Con- 
sumer—Your Traffic Cop,” a discus- 
sion of the methods of attracting 
customers through wide-awake sales- 
manship. 

Committee reports were the first 
order of business at the concluding 
session, Friday, and John Hyslop of 
Fulda, Minn., chairman of the Reso- 
lutions Committee read the follow- 
ing resolutions, which were adopted 
unanimously: that the association 
should favor and make use of fair 
trade legislation; the association 
shopping service be commended for 
its services and its members 
thanked; that jobbers selling to 
non-hardware dealers be condemned; 
the Green River ordinance should 
be supported even more strongly by 
the association. At this point Mr. 
Christopher interrupted to point out 
that actual adoption of the ordinance 
by the city council is up to the local 
dealer’s influence, and that the as- 
sociation, beyond furnishing copies 
of the ordinance and legal aid, can- 


not secure adoption of the law in 
any town. He stated that two cases 
arising out of the law were awaiting 
trial, in Fertile and Moose Lake, 
Minn., brought by a tea company, 
and that the association would like 
to join with other retail groups to 
defend the law. A resolution to 
this effect was then made and 
adopted. Other resolutions adopted 
were that the members lend support 
to the Patman wholesale bill and the 
Patman anti-chain bill; that the as- 
sociation go on record opposing the 
sales tax and against reckless gov- 
ernment distribution of funds, and 
that the association endorse the 
“Build Minnesota” movement. That 
the associafion ask the state con- 
servation department to restore the 
former non-resident fishing license 
fee of $3.00 instead of the present 
$4.00. 

Neither the Trade Relation Com- 
mittee nor the Fair Trade Commit- 
tee had any reports and L. A. 
Luedtke, chairman of the Nominat- 
ing Committee was called to the 
platform. He placed the following 
names in nomination, which were 
unanimously adopted. For president, 
Ebert Johnson, of St. Cloud, Minn.; 
for vice-president, A. J. Rynda. 

For the executive board: F. C. 
Larson, J. A. Moren, of St. Paul, 
L. A. Luedtke of Fairmont and C. A. 
Peick, of Slayton; for the advisory 
board: D. E. Billman, Minneapolis, 
and G. H. Herreid of Deer River, 
and F. E. Breher. 

A. C. Raymer of the Kelley-How- 
Thomson Co., Duluth, then spoke on 
“The ‘Go’ Sign for Builders’ Hard- 
ware is Coming Up!” and exhibited 
and explained various promotional 
displays for increasing such sales. 

The convention was closed by 
Theodore Christianson, who spoke 
on the efforts of the grocers associa- 
tion to fight the chains. He stated 
that, “although concentration in 
business was a trend, man had al- 
ways been able to control trends, 
and active independents should be 
optimistic and conserve the gains 
they already have made.” 
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the THAW IS HERE! 


Through the winter, G-E national advertising has 
been building up demand which is ready now 
to be turned into sales. 


Customers you may not have seen in months 
have felt the force of this demand — have left 
other stores because they didn’t carry General 
Electric Heating Devices. 


These customers are “thawed out” and looking to 
you — for a chance to see the new General Elec- 
tric Heating Devices. 


Remember — no other brand of heating devices 
means so much to customers as the General Elec- 
tric Line. You can sell every heating device they 
need produced by 
one manufacturer, 
finished and styled 
to perfection and 
backed by one uni- 
* form, straight - for- 
ward guarantee. 
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SALES HINT-OF-THE-MONTH 


The Bisquick Contest has been flourishing for several weeks. 
Thousands of grocery stores have tied-in with the Bisquick 
Contest featuring the G-E Roanoke Waffle Iron. Bisquick daily 
broadcasts have featured this mammoth promotion for five 
weeks. 4,000 General Electric Roanoke Waffle Irons will be 
given away as prize awards. Non-winning contestants will 
receive certificates of $1.00 value toward the purchase of 
a General Electric Roanoke Waffle Iron. Plan now to redeem 
your share of these certificates. Display the Roanoke Waffle 
Iron with the Bisquick poster. Make sure your stock of this 


waffle iron is adequate. 


GENERAL @ ELECTRIC 








‘PAINE 


The Last Word 


on all these 


Toggle Bolts 
Lead and Steel Ex- 
pansion Anchors 

Sectional Switch 


Boxes 
products is in the | ‘Ss 
Cable and Conduit 
NEW i 


Hanger and Ring 


PAINE CATALOG | “ss: 


This 
and 


log reflects more than 25 years of 
Paine Leadership in its field. It 


Threaded Rod 

BX Staples 

Pipe Straps 
Romex Straps 
Adjustable Radia- 


new, profusely illustrated 
completely descriptive cata- 


should be in the hands of every jos 
dealer, builder and_ contractor. Brack 
Send for a copy today. It shows rackets 
many products of outstanding ef- Flat End Lag 
ficiency and economy. Screws 
Combination Pipe 
FOR EXAMPLE: ane 
F Star Drills 
STEEL Sprinkler Pipe 
Hangers 
—_— ANCHORS | wasters 
Stove Bolts 
Require no setting Sink Bolts 
tool. No special skill Machine Screws 
or experience and Nuts 


Fig. 925 


Supplied in two styles— 
Bolt and Nut Type and 
Machine Screw Type. 





needed to use them. Perforated Hanger 
Ideal for a perma- Iron... and 
nent, secure anchor- other metal 
age in such material Builder's metal 

as stone, concrete, Specialties 


slate, tile, mosaic, 

marble and 
SEND 
TODAY 


brick. Holes 
for the 


NEW 
PAINE 











alignment. 
Savings 
time and 
labor far 
exceed 
their cost. 
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Fig. 930 








Attach loosely to object to be an- 
chored, tighten with fingers, much as 
possible . . . then tighten securely 


with ordinary wrench. 


THE PAINE COMPANY 


Dept. 383, 2947 Carroll Ave., CHICAGO 
East. Office, 79 Barclay St., NEW YORK 
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J. C. BLASER 
New President 


AVING as its theme, “The 

Signs of the Times,” the 44th 

annual convention and exhi- 
bition of the Ohio Hardware Asso- 
ciation was held in Columbus, Ohio, 
Feb. 15-18, inclusive. State and na- 
tional legislation affecting business, 
kitchen modernization, credit sales, 
National Hardware Week and busi- 
ness budgets were among the topics 
discussed. Convention sessions were 
held at the Deshler-Wallick Hotel 
and the exhibit was in the Columbus 
Auditorium. 

The sessions opened on Tuesday, 
Feb. 15, at noon, with a luncheon 
for all members and guests given by 
J. W. Bonifield, Zanesville, Ohio, 
president of the association. Mr. 
Bonifield reviewed activities of the 
association and sounded a note of 
optimism for the hardware dealers’ 
future when he favorably compared 
independent sales volume with syn- 
dicate sales volume. 

The Hon. Martin L. Davey, gover- 
nor of the State of Ohio, presented a 
camera-view of government func- 
tions. He told of the complexities 
of state administrative problems 
brought about by the new govern- 
mental responsibilities such as the 
relief rolls, old age pensions and un- 
employment insurance. The Gover- 
nor also gave a vivid description of 
the strike difficulties between the 
CIO and the Ohio steel mills. 

The convention resumed that eve- 
ning for the presentation of the 
routine business matters of the asso- 
ciation, with J. C. Blaser, Cleveland, 
presiding. John B. Conklin, Colum- 
bus, secretary-treasurer, and George 
M. Gray, Coshocton, secretary ot 
insurance, presented their reports. 
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Ohio Dealers Study 


Store Management 








J. W. BONIFIELD 
Retiring President 


Twenty-Five Year Club memberships 
and badges were then presented to 
newly eligible members by Mr. Gray, 
who is a charter member of the Ohio 
association. 

Jacob F. Fruth, Fostoria, discussed 
“Budgeting Your Business.” He 
cited assumed figures based upon his 
cost of operating his business to show 
the dealers how they can operate a 
financially successful business. Mr. 
Fruth urged careful planning as the 
most effective method of sidetracking 
the evils of a shoddily conducted 
business. 

A. E. Herrnstein, Ohio member, 
board of governors, National Retail 
Hardware Assn., reported on 
N.R.H.A. activities. George V. 
Sheridan, executive director, Ohio 
Council of Retail Merchants, Colum- 
bus, discussed “Taxation and Govern- 
mental Trends.” Mr. Sheridan told 
the dealers of the important work 
being down by various retail associ- 
tions in connection with legislation 
directed at their respective busi- 
nesses. Among the benefits derived 
by the independent merchant from 
their retail groups, Mr. Sheridan 
said, are the maintenance of the 
Ohio retail sales tax in its present 
form, which from the experiences of 
other states, is least burdensome to 
merchants, and an amendment to the 





JOHN B. CONKLIN 
Secretary-treasurer 


state hours and wages law, making 
the act in respect to hours inap- 
plicable to stores in towns of less 
than 5,000 population and making a 
minimum wage rate dependent upon 
the community in which it is set up, 
thus preventing an arbitrary and 
inflatory increase in wage costs. 

Rivers Peterson, editor, Hardware 
Retailer, told of plans for National 
Hardware Week, May 9-14. 

“The Kitchen Goes Modern” was 
the subject of Charles M. Ripley of 
the General Electric Co., Schenec- 
tady, N. Y. Mr. Ripley presented 
some startling facts about the energy 
of the kilowatt hour besides 
which human energy appears as 
but a speck on the horizon. He 
thus impressed upon his audience 
the desirablity of making elec- 
tricity the servant in the kitchen 
and the liberator of the housewife. 
He also pointed out that, although 
the potential market for electric ap- 
pliances has increased, their sale has 
not kept pace, leaving a large field 
for active promotion of appliances, 
particularly in the many farm com- 
munities only recently receiving elec- 
tric power. The trend to electricity 
in the home has only started, he said. 

Recommendations of the Trade 
Relations Committee were presented 

(Continued on page 158) 
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*BUSINESS WEEK’S STARTLING PREDICTION: 


*America’s foremost magazine of commerce 


OF ALL 1938 
ELECTRIC FAN SALES 
0) WILL BE ON 


RUBBER-BLADED FANS 











Proven Path to this Profitable Volume 


Rubber-bladed Safe-flex fans blow a cyclone of cool air, 
have proven sales power... yet can scarcely be heard. 
they are the perfected fans Safe-flex delivers breeze- 
of America . . . because they power as great or greater 
are utterly safe . . . because than metal-bladed fans of 
they are 400% quieter than equal voltage. Impartial lab- 


old-fashioned fans . .. be- oratory tests prove it. AND 
cause they are  smarter- ALL SAFE-FLEX RUB- 
looking. BER-BLADES ARE GUAR- 


Samson, for 1938, gives you ANTEED FIVE YEARS. 


a complete array of rubber- 


bladed Safe-flex fans. in Remember last year’s short- 
every wanted size and style. age. Early bookings are now 
Yes .. . oscillating fans. rolling in fast. Your immedi- 


And big 24” rubber-bladed 
pedestal air coolers’. that 


ate commitment is recom- 
mended. 


ADVERTISING! 


Safe-flex backed by biggest National Advertising ca 

ever put behind any electric fan! ° ames 
Saturday Evening Post 
Woman’s Home Companion Collier's 
Good Housekeeping Business Week 

. .. and in the magazine sections of 26 big Sunday news- 

papers. 


Time 






Safe-flex rubber-bladed fans 
covered by U. S. Patent 
No. 2,095,223. 
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Patented Safe-Flex Is Your Only Tried and 























THE 






WATER 
COOLERS 


- » . FOR QUICK 
SUMMER PROFITS 


* 


The new Cordley Ice 
Coolers offer you the 
complete answer in water 
cooling equipment...the 
most attractive and mod- 
ern coolers on the market 
...areal asset to any place 
of business...a means of 
creating good will and 
getting new business. 


Best of all, Cordley Coolers are surprisingly low in 
price in addition to being extremely compact, properly 
insulated for efficiency, and easy to service. The stream- 
lined cabinet of the pressure cooler 
(above) has a high gloss, pearl gray 
finish with jet black base and cover, 
chrome plated drain basin and fit- 
tings. Uses either cracked ice or a 
solid block. May we send you speci- 
fications and prices? 


BOTTLE COOLERS, zo 


Equally handsome and efficient bottle 
coolers are likewise available; either 
bronze or white finish; black drip 
tray and base. Sanitary cooling crock 
holds 11 gallon storage reserve. It’s 
the answer to your search for the 
lowest cost modern water cooler—no 
plumbing, no installation expense. 
Entire cover removes for easy icing. 





CORDLEY & HAYES 


155 Hudson Street * New York City 


Also Electric Coolers—A Complete Line 
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“The Green Light—Go Ahead!” 
at Illinois Meeting 


Theme 


ITH a look to “What's 

Ahead” as the opening note 

in their three-day convention 
at the Hotel Sherman Feb. 15-17, 
members of the Illinois Retail Hard- 
ware Association proceeded ‘through 
a “Spotlighting Sales” program on 
their secénd*day so that at the final 
session they were ready for the 
program “The Green Light—Go 
Ahead!” which became their motto 
and keynote for the coming year. 

Phil Soukup, Jr., Soukup Hard- 
ware Stores, Elmhurst, who served 
as vice-president during the past 
year, was elected president. C. E. 
Merkel, Merkel Bros. Hardware 
Company, Quincy, is the new vice- 
president. Newly elected director is 
Walther Thomas, O’Fallon Hardware 
Company, O’Fallon. Other directors 
still serving are Roger Yontz, S. W. 
Yontz & Son, Chrisman; William 
Swanson, Upland’s Hardware Store, 
Peoria; M. L. Campbell, Campbell 
& Son, Benton; and P. W. Freeman, 
Freeman & Son, Urbana. 

In opening the session at the lunch- 
eon on Tuesday, W. H. Althoff, presi- 
dent, made a plea for improved rela- 
tions between retailers and suppliers 
during the coming year and reviewed 
the service activities of the associa- 
tion. 

An outstanding address from the 
retailer’s point of view was that 
which came from a retailer himself, 
on the final day when under the 
theme “The Green Light—Go 
Ahead!” Harry A. Dornbos, presi- 
dent of Terminal Hardware, Inc., 
Wilmette, talked on “When and How 
to Extend Credits.” He referred to 
credits, collections and installment 
selling as golden sales opportunities. 

He urged retailers to view credit 
from the banking standpoint and 
pointed out that a thorough investi- 
gation does not preclude the loss of 
that account. Good credit relations, 
he stated, gives the store an oppor- 
tunity to develop friendlier and 
closer relations with the customer 
and are usually a means of keeping 
a customer even if he should move 
to a neighboring town. 

In writing collection letters he 
urged retailers to put their own per- 
sonalities into thier messages and to 
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PHIL SOUKUP, JR. 
New President 


W. H. ALTHOFF 
Retiring President 


C. G. GILBERT 
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make a personal effort to collect ac- 
counts instead of turning them over 
to a collection agency. “Use collec- 
tions to build good will for yourself. 
Go out and resell your store, your 
product, and yourself.” 

The ever present problem of gov- 
ernmental regulation of business was 
discussed by Phil S. Hanna, editor 
of the Chicago Journal of Commerce, 
who told members of the association 
that much of the responsibility of 
their future lay with them. He 
urged the individual retailers to do 
their part by writing letters to their 
local papers to gain public attention 
and in their contacts with their cus- 
tomers to get across the idea that 
government expenditures should be 
reduced. 

In speaking on “Teamwork in your 
Store” B. C. Heacock, president of 
Caterpillar Tractor Company, Peo- 
ria, stated that with the employers 
rests the responsibility of becoming 
leaders in the community. Each re- 
tailer, he said, should operate his 
store in a manner which will gain 
public approval. He also urged that 
business be conducted on a competi- 
tive basis rather than to be controlled 
by the government. 

“Follow the electric line to the re- 
gions beyond the water mains,” Her- 
bert Angster stated in his “Shop, 
Look and Live” talk on sales op- 
portunities in water systems for farms 
and outlying areas. Mr. Angster is 
secretary-director of the National As- 
sociation of Domestic and Farm 
Pumping Equipment and Allied 
Products Manufacturers, Chicago. 

Better organization of all sales 
units that go to make up a complete 
room was cited by Irving W. Clark, 
planning director of Westinghouse 
Electric & Manufacturing Co., Chi- 
cago, as a means to boost sales of 
kitchen equipment. Three units of 
the modern kitchen should be given 
special attention in this planning, he 
stated. They are food storage space, 
a controlled water supply, and cook- 
ing equipment. All these should be 
grouped together in one section into 
a complete room in a convenient lo- 
cation in the store, where the cus- 
tomer can be taken, seated, and 


(Continued on page 156) 
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Now is the Time to Make New Connections 
or Improve Your Present Ones 


E ARE IN A PERIOD OF DEPRESSION—business has fallen off—-production 
has been curtailed. These are the facts confronting us all. 

Does this mean we should stop everything until times get better? The answer 
is NO! 

When we are rushed, we have no time to take on something new — something 
which might reduce our costs—we can’t swap horses while crossing a stream. 

When we are slack, we have time on our hands which should be employed in plac- 
ing our house in order for the good times to come, and, among other important things, 
we should check up all our supplier-connections to see if we cannot buy better materials 
at the same price or materials as good as we have been getting at lower prices. Now is 
the time to make connections—not when we are rushed. 

We now have the time, and should have the desire, to talk to all the competitors 
of our suppliers: If we will do this we will be surprised to find that money can be saved 
all along the line. 




































* * * * * 


Clover Mfg. Co. can give you quality in Coated Abrasive materials, 
and can save you money at the same time. Among its customers are 
many of the outstanding concerns in the country—if we can satisfy them 
we can satisfy you—and, while maintaining quality, they are all saving 
money through dealing with us. 

One of the finest, best-equipped and well-financed plants is at your 
disposal for your Coated Abrasive requirements. 


CLOVER MEFG., CO., Norwalk, Conn. 








wees WIT THE TIMES 


THESE famous casters roll along on ball bearings. No friction. No 
effort. No damage to floors, rugs or floor covering . . . as up to date 
as a stream-lined train or 1935 motor car. 





A PROFITABLE ITEM FOR ANY HARDWARE MERCHAN 
A demonstration does it . .. merely roll an “acme” 
on the counter. Show the frictionless, quiet operation 
of the “ACME” and you’ve made a sale. A profitable 
item with repeat orders. Stock and sell “acmegs.” 








THE SCHATZ MANUPACTURING Co. 
POUGHKEEPSIE, N. Y. 
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A New Face 


on 


an Old Body 


The Staadt Hardware Co. 
of Milwaukee catches the » 
eye by modernizing the 
front of its 45-year old home 


ETERMINED to make the 
D most of improving busi- 

ness by enhancing the ex- 
terior of its store, the Staadt Hard- 
ware Co., Milwaukee, Wis., has 
modernized its 45-year-old frame 
building with the application of 
an ivory porcelain front trimmed 
with maroon. 

The new front is particularly 
effective because the building is lo- 
cated on a corner and it presents 
a distinctive appearance with its 
red neon signs on either side of 
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the center entrance above the dis- 
play windows. 

To effect the change, it was nec- 
essary to remove all the ornamen- 
tal work from the building and 
bring window sashes flush with the 
walls. It marked the first use of 
this type of material (Lustron- 
porcelain with a glass finish 
backed with steel) in Milwaukee, 
and required approximately two 
weeks to work the transition. 

With the new front, the entrance 
to the store has been moved from 


At the left is seen 

the store front of the 

Staadt Hardware Co. 

as it appears in mod- 

ern dress. Below we 

see it before its face 
was lifted. 





the north end of the building to 
the center and placed flush with 
the street. The original floor 
height has been retained, but the 
several steps are inside the store. 
The new front provides five equal- 
sized windows with new _ indi- 
rect type lighting fixtures, each 
equipped with five 150-watt lamps. 
Window lights and neon sign are 
synchronated and electrically con- 
trolled to shut off at 10 p. m. 

A new concrete walk was laid 
in front of the store and its side 
walls treated with gray asbestos 
siding. Since its modernization, 
this 60 by 150-foot building has 
received the plaudits of many peo- 
ple living in its vicinity on Mil- 
waukee’s north side. 

“We have received numerous 
favorable comments from the pub- 
lic on our remodeled front,” Ed- 
ward W. Staadt, head of the 47- 

(Continued on page 138) 
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Ne ar Wee Models 


Wot ia chants Either 


ECLIPSE 


AIR-COOLED 


OUTBOARDS 


The line that’s focused in the 
range where YOU KNOW the 


demand, volume and profits 





are greatest! 


ENDIX builds Eclipse Outboard 
Motors to fit the market where the 
real business is. Two great singles and a 
Twin, with more exclusive selling fea- 
tures than any outboard buiit, at prices 
that folks are willing to pay—prices that 
give you profit and dollar volume. And 
the unique Silent Electric, rounding out 
the most ideal line in the industry .. . 
No Wee models—no “giants.” 
AIR-COOLING! 

Sensational lightness—no water-pump 
and water-jacket clogging and corro- 
sion! Streamlined! Polished! 

15,000-Volt “One-Yank” Starting! 
Demonstrate it right on your own prem- 
ises! (No water-barrel needed with 
Eclipse air-cooling, remember!) Most 
powerful magneto ignition in outboard 
history! 

One-Lever Senctenntent Control! 
Throttle and choke combined in the new 
models—no fumbling and stalling when ad- 
justing the famous Stromberg carburetor! 

National Ads to Millions! 
Smashing displays in the leading sports- _ 
men’s, outdoor, and yachtsmen’s maga- 
zines, as well as the great national 
magazines. 


BENDIX 


PRODUCTS CORPORATION 


(Marine Division) 


481 Bendix Drive, South Bend, Ind. 


ECLIPSE 


AIR-COOLED AND ELECTRIC 
OUTBOARD MOTORS 
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GIBSON’S NATIONAL ADVERTISING 
— LOCALIZED FOR DEALER BENEFIT 


IT’S ALL YO RS- FOCUSED 
ON YOUR AREA—CARRYING 
THE NAMES) OF AGGRESSIVE 
GIBSON DEALER 


Gibson’s bid/for 1938 profit leadership 
is/a 3-point/market gttack of carefully 
applied power: (1)/National coast-to- 
goast newspaper fampaign. (2) The 
sales-con{pelling Gibson advantage of 
MORE i¢e cubes/MORE food capacity, 
MORE fefrigerator in the same space, 
with Gibson’s Exclusive Freez’r Shelf. 
(3) Prices if line with the market 
despjte Gibgon’s greater value!... With 
Gibgon’s profit record, exclusive sales 
features, And this concentrated local- 
ized advértising, Gibson dealers and 
djstribftors can confidently expect 

938 t6 yield the all-time high in refrig- 
eratof profit! Investigate! ...GIBSON 


ELECTRIC REFRIGERATOR COR- 

PORATION, Greenville, Michigan. 

c AICAGO: American Furniture Mart. 
/ 









fxport Sales Dept.: 201 North Wells 
t., Chicago, U. S. A. Cable Address: 
Gibselco, Bentley Code. 


GIBSON 


THE FREEZ'R SHELF REFRIGERATOR 


MORE 



























Showing how Ludlite tile 
may be adapted to practical 
use in the modern kitchen. 





Ludlite, New Stainless Steel Product, 
Announced by Ludlum Steel Co. 


4 SHE Ludlum Steel Co., Wa- 
tervliet, N. Y., has started 
production of a new stain- 

less steel product, known as 

“Ludlite.” It is intended for use 

in home modernization, new homes 

and in many industries. The 
company stresses in its announce- 
ment of the product that Ludlite 
was developed in answer to the 
demand for a lower cost stain- 
less steel product. 

Ludlite is a composite prod- 
uct. The outer surface is strong. 
thin, stainless steel, which resists 





wear, rust and tarnish and the 
backing is a tough, flexible, non- 
metallic material. By a special 
manufacturing process, the Sil- 
crome stainless steel and the flex- 
ible waterproof backing are per- 
manently bonded through heat 
and pressure. The backing mate- 
rial, states the manufacturer, af- 
fords desirable support to the 
steel and makes it possible to 
cement Ludlite to plaster, wood, 
fiberboard, concrete and _ other 
surfaces. By this means, light 
gage steel can be used with re- 


A \Ludlite splash 
panel behind an 
ordinary kitchen 
sink. 





sultant extreme flexibility and 
ease of application. The flexible 
backing is said to deaden sound. 
Special waterproof cement for 
use in applying Ludlite has been 
developed and is available wher- 
ever Ludlite is sold. 


Easily Handled 


As a light gage steel is used, 
Ludlite can be cut with heavy 
scissors, shaped or bent by hand 
and nailed, screwed or cemented 
into place with ease. The out- 
standing feature of the new ma- 
terial, says the manufacturer, is 
the ease with which it can be 
installed, as any carpenter, drafts- 
man or other person handy with 
tools can install the material. Di- 
rections are supplied by the manu- 
facturer for using Ludlite. 

Homes in the areas where Lud- 
lite has been introduced are using 
this product for shelves in pan- 
tries in kitchens, for sinks and 
drainboards with back panels and 
for lining bins and boxes. It is 
being used for bathroom tiling, 

(Continued on page 143) 
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ADMITS HES BETTER THAN HURRICANE HURLEY, SPORTS 
BROADCASTER, BISSELL SUBSTITUTES FOR MICROPHONE 











RKALTS IN MIDDLE OF RAPID-FIRE CHATTER 
WHEN SHOPPERS APPROACH 




















“| LIKE THE WAY YOU WORK, AL. 
WE REWARD SUCH DILIGENCE AROUND HERE,” 


ACCEPTS PRAISE, 





HOW a Bissell in use and women will think of some 
dirt or mess that Bissell could have handled for them. 
That kind of selling has piled up one sales success after 
another. These successes mean something, too, because 
every Bissell sale takes the full mark-up—consistent ad- 


vertising sees to that. 


BISSELL CARPET SWEEPER CO. 
Grand Rapids, Michigan 
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Here Comes * 
its 


Caravan* 


Wed. nh 


They) 
“Gore 








Wp: 
They Il Sell Like a Million Dollars! “ing 


| ss 


The big fleet of K-M Deluxe 
Trailers traveled 175,000 miles 
last year—covered 41 states— 
visited 3500 Jobbers and Deal- 
ers! Look for one of these K-M 
Trailers in your territory—it’s 
| full of money-making ideas for 
| you! JOBBERS: Write us for 
full details of how this Caravan 
can help you. 







ELECTRICAL APPLIANCES 


KNAPP-MONARCH CO., St. Louis, US. 


















The Hardware Conventions 
From 1890 to 1937 


Reminiscences of hardware conclaves from the 
earliest days of organization to the present 


T the round-up of the recent 
AN iciicee convention at the 
Palmer House, one of the 
high officials of the National 
Wholesale Hardware Association 
said to me, “I am told that this 
is the largest convention, and as 
you have been on hand at nearly 
all of them, I am sure I express 
the feelings of appreciation of our 
organization when I ask if you 
will tell us of some of the high- 
lights of the conventions down the 
long aisle of years.” 

As far as I know, there is only 
one man living today who, with 
a handful of other jobbers in one 
of the Southern cities, helped to 
form the Southern Hardware Job- 
bers’ Association. He has not 
been active in his business for sev- 
eral years and has not attended 
any conventions during that pe- 
riod. I believe, however, that his 
was the first group to start a 
hardware jobbers’ association— 
and that was nearly 50 years ago. 

The first real get-together meet- 
ing was held at the old Exchange- 
Ballard Hotel in Richmond, Va. 
Manufacturers were invited to at- 
tend and the association began to 
grow. They have since held meet- 
ings in and out of the South, in 
the following places: Memphis, 
Richmond, Atlanta, Savannah, 
Jacksonville, Miami, White Sul- 
phur Springs, Old Point Comfort, 
Lookout Mountain, Saratoga 
Springs, N. Y.; Biloxi, Nashville, 
Louisville, Pittsburgh, Birming- 
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ham, Mobile, San Antonio, Dal- 
las, Houston, Galveston, Hot 
Springs, Ark., and Hot Springs, 
Va.; Atlantic City, New Orleans, 
and Asheville. Some of these 
cities have been the scene of more 
than one convention. 

The National Jobbers’ Associa- 
tion has selected Pittsburgh, New 
Orleans, Richmond, Memphis, 
Chicago, Cleveland, Washington, 
Atlantic City, Buffalo and Mil- 
waukee. 

Because of growing member- 
ship and increasing interest in the 
Southern conventions, some very 


> 


EDITOR'S NOTE: The author of this 
article is a member of the HARD- 
WARE AGE Fifty-Year Club and has 
spent the greater part of his 50 years 
in the hardware business as a sales 
representative for the National Enam- 
eling & Stamping Co. His reminis- 
cences of hardware conventions will 
be doubly appreciated by virtue of 
his wide knowledge of the industry 
and his many friends within it. 





desirable meeting places of neces- 
sity had to be eliminated and the 
selection of a meeting place has 
become almost as important a 
matter as the convention itself. 
Nearly all members of the South- 
ern jobbers’ organization are also 
members of the National body, so 
they attend two major conven- 
tions a year. During the past few 
years, an increasing number of 
National members, who are not 
members of the Southern group, 
have attended the Southern meet- 
ings. Each association can boast 
that its largest gathering on rec- 
ord took place last year. 

Is the modern convention a 
success? That is a question that 
is asked from time to time. The 
record attendance at the 1937 con- 
ventions is the best answer to that 
query, as it is indicative of the 
growing popularity of conven- 
tions as a necessary clearing house 
for the exchange of business ideas. 
In the early days of these associa- 
tions it was no easy matter to get 
delegates to attend the business 
meetings. In recent years, how- 
ever, business meetings have been 
largely attended for the delegates 
feel it is their job to be on hand 
at every session. This sense of 
duty proved to be very gratifying 
to the officers at the executive ses- 
sions in New Orleans and Chi- 
cago. 

The three associations have 
been extremely fortunate in hav- 
ing had outstanding Americans to 
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NOW! 


TWO NEW WELL-BUILT LOW- 
PRICED POWER LAWN MOWERS 


Built by America’s Largest Producer 
of Power Mowing Machinery 












The new Toro Homelawn 18 and 21 inch 
mowers open up a new and profitable 
field for you selling these dependable 


Schools, Industrial Plants and any type of 
consumer owning a small lawn. 


Look this mower over, com- 
pare it with anything on the 
market in appearance, strength, 
neatness, freedom from compli- 
cated mechanism, and above 


“ ‘all Sales Appeal. 
WRITE TODAY!!! 








machines to Home Owners, Hospitals, fj 


Features... 
1 H.P. motor with latest oil type air 
cleaner. 


Simple manual control belt and chain 
drive transmission. 


Formed aluminum motor support base. 
Pressed steel construction throughout. 
18 inch five-blade reel. 
Solid rubber 114,” tires. 





TORO MANUFACTURING CORPORATION 


MINNEAPOLIS Established 1914 MINNESOTA 
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for AGELESS ENDURANC 


Hinges that give long service, absolute silence and perfect alignment— 
at no extra cost. . . the McKinney story is YOUR selling story for 1938! 

McKinney Oilite Bearing Butt Hinges are the result of two years 
testing of “‘Oilite’’—the sel lubricating metal that has been so success- 
fully applied to automobiles, farm imp ts, washing machines, etc., 
by over 1500 manufacturers. 


McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PA. 
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McKINNEY OFFERS TWO NEW DESIGNS DORCHESTER 


IN FORGED IRON—AMERICAN COLONIAL 


BEDFORD 














DESIGNERS AND MANUFACTURERS OF GOOD HARDWARE FOR 72 YEARS 
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speak at their joint meetings. At 
White Sulphur Springs, the Hon. 
Carter Glass, senator from the 
State of Virginia, addressed the 
meeting; at Hot Springs, Va., the 
Hon. William Howard Taft, then 
a member of President Theodore 
Roosevelt’s cabinet, was the guest 
of the Southern association; the 
noted author, Thomas Nelson 
Page, spoke at the banquet in 
Richmond; the Hon. Warren G. 
Harding, then senator from Ohio, 
addressed the joint meetings al 
one of the Atlantic City conven- 
tions. Andrew Canegie was the 
principal speaker at the Pitts- 
burgh National meeting, and near 
the close of the World War, the 
Hon. Newton D. Baker, Secretary 
of War in President Woodrow 
Wilson’s cabinet, addressed a huge 
gathering at one of the Atlantic 
City conventions. 

Convention banquets have been 
eliminated for the reason that they 
aided very little in the promotion 
of the friendly spirit essential to 
the success of any gathering of 
this kind. 

And we may well utter a fer- 
vent “Gott sie dank” for the elimi- 
nation of the exhaustive (and ex- 
hausting) formal speeches which 
seemed to delight the hearts of our 
forebears. It is true that these dis- 
courses often contained much wis- 
dom and wholesome knowledge; 
but the practice too often allowed 
the selection of other “orators” 
who took advantage of the occa- 
sion to inflict long, dry-as-dust 
harangues on those assembled, 
which would dampen the ardor of 
the most well-disposed conven- 
tionite, set his knees a-twitching 
and his thoughts a-wandering. 


Selection Important 


The selection of meeting places 
has become extremely important. 
Formerly, the idea prevailed that 
only the larger cities would an- 
swer the purpose. They could 
usually offer a long list of points 
of interest—which the conven- 
tionite, of course, could not miss 
—and plenty of novelty for those 
who were seeking it. All this, 
however, served to distract from 
the serious business of the meet- 
ings; sight-seeing, for instance, 
tended to separate the delegates. 
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For this reason, it seemed advis- 
able to assemble at some place 
which did not promise so much 
bustle. This is why Atlantic City 
has found much favor for many 
years; it can not only offer ade- 
quate accommodations, but can 
also justly boast many advan- 
tages which the crowded city can- 
not claim. 


In “San Antone” 


One of the Southern meetings 
was held in San Antonio, Texas. 
A solid Pullman train was made 
up at Pittsburgh, and manufac- 
turers from New England, New 
York and Philadelphia, boarded 
it at Pittsburgh. The first South- 
ern stop was at Nashville, where 
a committee with automobiles 
awaited the arrival of the “Hard- 
ware Special,” and after a ride 
through the city and suburbs, we 
stopped at the home of Houston 
Dudley. One of the party, after 
several perfect mint juleps, sol- 
emnly declared he could see no 
reason whatsoever for going to 
San Antonio. 

Later that afternoon, when we 
pulled into Birmingham, a com- 
mittee of jobbers and manufac- 
turers was on hand with special 
cars, and helped to make our stop 
in that city very pleasant. The 
next morning our train was in 
Mobile and there, after an ex- 
change of greetings, we went on 
board one of the steamers for a 
sail down Mobile Bay. Just be- 
fore the train pulled out from 
Mobile the committee went 
through the train and presented 
each lady in the party with a 
lovely corsage. 

Our next port of call was New 
Orleans. Saturday and Sunday 
were spent in that interesting city, 
famous for so many things—some 
of the things with a kick to them. 
Saturday was taken up with golf 
and a dinner and dance at the 
New Orleans Country Club, and 
Sunday was given over to sight- 
seeing. On Monday morning we 
were in Galveston. The jobbers in 
Galveston took us around the city 
and provided a reception and re- 
freshments on board one of the 
Mallory Line ships. On our way 
up to Houston, we had engine 
trouble and were delayed about 


three hours in reaching that city. 
However, the local committee 
stuck to their posts, and with the 
Houston City Band gave us a 
good time including a theater 
party and a buffet supper after- 
wards at the Elks Club. On Tues- 
day morning we were in San 
Antonio for the meeting. From 
Wednesday to Tuesday, almost a 
week, on the train and not a 
single mishap or incident to mar 
the entire trip! 

During the very early days of 
hardware conventions, the enter- 
tainment committees were often 
hard pressed for entertainment 
features. One of the very first en- 
tertainments was at the Old Pwint 
Comfort convention. We had no 
registration in those days for col- 
lecting funds and so we passed 
around the hat. The sum of $215 
was collected, and a committee 
was appointed to take charge. 
They telephoned to the Old Do- 
minion Line at Norfolk and char- 
tered one of their excursion steam- 
ers for a moonlight sail out to the 
Capes. It was found that the hotel 
orchestra could not furnish the 
kind of music wanted for the ex- 
cursion, so it was suggested that 
the committee call upon the com- 
mandant at the Fort. “Yes, we 
could have the Artillery Post Band 
in full uniform”—but what price 
glory? The quotation was reason- 
able and we engaged the band. 
We had a grand time and some 
money was left for the formal 
dance and refreshments the next 
night. 


On the Boardwalk 


At one of the Atlantic City 
National conventions, the enter- 
tainment committee took over one 
of the Boardwalk theaters for a 
theater party. The entire house 
was ours. The delegates accom- 
panied by ladies were presented 
with orchestra seats, the unat- 
tached had seats in the balconies, 
and each lady was handed a box 
of candy of a well-known manu- 
facturers’ make. 

Card parties were held at all 
conventions and there were always 
handsome prizes for all. Just be- 
fore one of the Atlantic City con- 
ventions, a letter was sent to the 
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A SALABLE PIN TUMBLER 
PADLOCK THAT MAKES A 
_@ HIT WITH CUSTOMERS e 
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DOOR CLOSERS 


STRONG— PRECISION BUILT 


by the largest exclusive —— 
of door controlling devices in the world. 








No. 4 
RETAILS AT 
$2.00 


NORTON 
HIGHEST 
QUALITY 
SCREEN 
DOOR 


ELOSER 


No. 04 
RETAILS AT 
St.25 


NORTON 
EXCELLENT 
VALUE 
SCREEN 
DOOR 


CLOSER 
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Durable long life screen door closer 
made with non rust tube of seamless 


brass. The bracket, spring holder and 


hinge plate are engineered from heavy | 


steel stampings to prevent breaking. 
Special piston construction assures 
checking— No. 4 is packed in indi- 
vidual carton with full attachment 


instructions. 


Benefiting by the same expert work- | 


manship the No. 04 carries a fine 
reputation for satisfactory service. 
The No. 04 has been simplified. re- 


quiring but two-thirds as many parts 


as model No. 4. Only the highest | 


quality materials are built into Nor- 


ton Screen Door Closers, and No. 04 


also is made of seamless brass and | 


comes packed in an individual carton |_ 


with instructions. 


Consult Your Jobber or Write to | 


NORTON DOOR CLOSER CO. 


Division of the Yale & Towne Mfg. Company 


2900 N. Western Ave., Chicago, Illinois 


1938 





Two 
Milled 
German 


Silver a 
Keys ; Shackle 


Made in 3 Sizes 
No. 04821, 1%2”; No. 04822, 134”; No. 04823, 2” 


7 HIS Eagle padlock has the three elements 
that make a popular, profitable seller—High 
Quality—Good Looks—Attractive Price. 


The bronze case is fitted with a hardened steel 
shackle that locks at both sides. Inside se- 
curity is guaranteed by dependable Eagle Pin 
Tumbler lock work. 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 


eacue BC ice CO. 
26 Warren Street -- New-York, 


Branch Offices: 


521 Commerce St., 179 N. Franklin St., 114 Bedford St., 
Philadelphia, Pa. Chicago, III. Boston, Mass. 


Works at Terryville, Conn. » 


Wood Screws 
Stove Bolts 
Machine Screws 


Store Door Sets 
Padlocks 
Cabinet Locks 



























members of the Manufacturers As- 
sociation from the secretary-trea- 
surer’s office in New York stating 
that the thought had been ad- 
vanced that members of the Amer- 
ican Hardware Manufacturers’ As- 
sociation might be pleased to 
furnish the card party prizes, the 
prizes to be some article of their 
manufacture, and if they were in 
accord with the scheme, to send 
them on to Atlantic City accord- 
ingly marked. 

The manufacturers just jumped 
at the idea—carpet sweepers, pad- 
locks, band saws, highly polished 
tools, oil heaters, lawn mowers, 
and many, many other items. A 
wire nail manufacturer felt that a 
keg of 10-penny nails would not 
be a good gift, so the directors of 
the company decided to buy a 
prize and sent a hall clock for 
which they paid $400. A shovel 
manufacturer thought the same 
way, so his contribution to the 
card party was a big cut glass 
punch bowl with twelve cups and 
a solid silver tray (which, by the 
way, was won by one of his com- 
petitors). All prizes were on ex- 
hibition in the music room of the 
hotel, the center of which was 
covered by a large and very ex- 
pensive Kermansha rug. One of 
the players at this particular card 
party for all delegates and their 
wives won a lawn mower. It 
seemed to please him, and rather 
than have the bellboy carry it to 
his room, he pushed it over the 
rug to the elevator. Audible gasps 
were heard from all around, and 
one of the housekeepers who saw 
it all completely passed out. 

The Executive Committee final- 
ly decided that prizes for future 
conventions would be furnished 
only by the association, bought 
and paid for from funds collected 
by the registration. One of the 
reasons, perhaps, was the lawn 
mower incident, which provided 
a sensation, and will not readily 
be forgotten by the players and 
others who were present at the 
time. Another reason was that 
some believed these affairs might 
develop into merchandise shows. 
The chief reason, I believe, was, 
as a member of the executive 
committee expressed it, “One can- 
not tell just how far this will go. 
We might wake up some conven- 
tion morning and see a steam 
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yacht anchored out in the Atlantic 
Ocean just off the Boardwalk with 
a card tacked on the bow, ‘A prize 
for the card party—to be won by 
a hardware jobber,” meaning, | 
assume, that this manufacturer 
was not taking any chances. 

Some years ago a prominent 
manufacturer asked to take over 
the cost of the entire entertain- 
ment program. His proposition 
was turned down cold. 

There is an old saying, “Big 
oaks from little acorns grow.” At 
that first little gathering under 
Southern skies was started in a 
small but sure way the Southern 
Hardware Jobbers’ Association. A 
few years afterward, the National 
Hardware Association came into 
existence. Later, at the Cleve- 
land, Ohio, convention, the Amer- 
ican Hardware Manufacturers’ As- 
sociation was born. Fayette R. 
Plumb, Sr., was the first presi- 
dent—both father and son have 
been elected to the presidency of 
that organization. 





At a Hot Springs, Ark., meeting 
the “Old Guard” was organized 
over 25 years ago, and at the 
1936 Atlantic City Convention the 
“X-Club” began its existence. The 
membership of the X-Club is 
made up of past-presidents of the 
different associations. Walter Bon- 
ham was the first Chief X. 

There may be some element 
which would contribute to the 
greater success of the modern con- 
vention which we have yet to dis- 
cover. But we have profited by 
experience, and we have pro- 
gressed. There is always one es- 
sential—and its absence means a 
“‘frost”—there must be a warmth 
of fellowship in evidence. Per- 
haps the smiles and the good feel- 
ing so widespread at the last con- 
vention were the keynote of its 
success. It was just a grand 
gathering of American manufac- 
turers and jobbers, all grateful 
for the happiness and prosperity 
they enjoy under the Stars and 
Stripes! 





Social Security Simplification 


IMPLIFICATION of social se- 

curity tax regulations, effective 
since Jan. 1, is working out to the 
mutual advantage of the taxpayers 
and the Government, according to 
Social Security and Internal Rev- 
enue Bureau officials. Utmost sim- 
plification of record-keeping is re- 
garded by the Treasury Department 
as particularly desirable to com- 
panies employing 20 workers or 
less, which constitute 95 per cent 
of all employers. 

Under the new regulations, affect- 
ing about 1,800,000 employers and 
approximately 26,000,000 employees, 
tax returns are made and taxes due 
are paid on a quarterly basis rather 
than a monthly basis and employers 
are required to fill out only one 
form, known as_ SS-la, which 
supersedes the three forms previ- 
ously prescribed. These old forms 
included: 

1. The SS-1, providing for month- 
ly tax returns, was a blanket tax 
form calling for total number of 
employees receiving taxable wages 
and the total amounts paid in 
wages ; 

2. The SS-2 was a summary of 
monthly tax information and origi- 
nally was due from employers quar- 





terly but this rule was modified for 
the calendar year 1937 and em- 
ployers were asked to file the form 
on June 31 and Jan 1, 1938; and 

3. The SS-2a, which called for a 
more detailed account of taxable 
wages paid including a list of em- 
ployees and taxable wages received 
by each during the period covered 
by the return. That, also, originally 
was due quarterly but subsequent 
regulations called for the forms to 
be filed semi-annually in 1937— 
June 31 and Jan. 1, 1938. 

The new form, the SS-la, combin- 
ing the essential features of the 
three out-moded tax forms, osten- 
sibly is more elaborate but officials 
say it is responsible for eliminating 
countless bookkeeping headaches in 
taxpayer circles. The Government’s 
record-keeping also has been sim- 
plified considerably, they say, and 
greater efficiency has eliminated the 
necessity of cross-checking and go- 
ing back to the taxpayer to recon- 
cile differences. 

The new tax forms are due in at 
the end of each quarter. Or in the 
words of the Internal Revenue 
Bureau, “before the last day of the 
first month following the close of the 
quarter year.” 
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DOUBLE YOUR 
FAN SALES 


with this 








free copy 
Today! 






The Biggest News in 
Years .....+ VICTOR'S 
“MIRACLE BREEZE” 


@ Get the facts now about 
Victor’s “Miracle Breeze!” 

It’s the biggest sales feature 
in fans that you’ve ever had 
to offer your trade. Think of 
it— No Drafts, No Blasts, no 
THE RIBBON TEST _ risk of catching a bad sum- 
mer cold. A complete line—desk fans—over- 
head models—high velocity air circulators and 
the new Victor “Streamliners.” See the famous 
Victor ribbon test and you'll realize Victor 
Fans will outsell any competition. Ask your 
Jobber for Victor—“the finest fans ever built!” 


VICTOR ELECTRIC PRODUCTS, INC. 
784 Reading Road Cincinnati, Ohio 
Makers of Victor In-Bilt Kitchen Ventilators 


Write for Free Catalog, Now! 
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EVERY SELLER’S WORK IS 


Sasiov WHEN HE GIVES 


GREATER VALUE! 












_ POL-MER-IK 
[os LINSEED OIL 


LINSEED. OIL 






Puts Extra-Value 
into every paint job 







Here's the reason for Pol-mer-ik’s extra-value — why 
painters everywhere prefer it. Pol-mer-ik is 100% pure 
linseed oil, 10% of which has been kettle-cooked to a 
varnish body. Because of this heat-treated oil, Pol- 
mer-ik increases the value of paint. Pol-mer-ik means 
better leveling, better gloss, harder finish and greater 
durability, longer life to paint jobs. 













Whether it’s master painter or home-user, they want 
this extra-value of Pol-mer-ik in their paint jobs. 


Master painters find that telling the story of Pol-mer-ik 
helps their selling because greater value for the same 
money is easy to sell. 

Display and sell Pol-mer-ik. You'll find greater profit 
in your linseed oil sales — more customers for your 
paints. 


FOR BEST RESULTS RECOMMEND 
POL-MER-IK BOILED 


ARCHER-DANIELS-MIDLAND CO. 
MINNEAPOLIS, MINNESOTA 









WRITE FOR THE FOLDER: The complete 
story of Pol-mer-ik Linseed Oil and the 
value of cooked oil — briefly, clearly told. 










ORDER — DISPLAY are 


C 2 / L/ ‘Oe POL MER pear > ee 


LinseED, 








AVAILABLE IN PINTS, 
QUARTS — AND IN ONE 
TWO AND FIVE GAL. CANS 


unde 























Anti-Chain Sentiment Strong 
in Congress 


(Continued from page 81) 


“that possibility — not probabil- 
ity”) ; the other is a general sepa- 
rability clause in the event other 
individual provisions are held in- 
valid. 

Opponents point out in that 
connection that the multiplied tax 
section, among others, is of doubt- 
ful constitutionality and cite the 
6-3 Supreme Court decision in 
which a graduated chain store tax 
imposing a higher tax upon chains 
operating in more than one county 
was held to be unreasonable, arbi- 
trary and in violation of the guar- 
antees of the Fourteenth Amend- 
ment. (Louis K. Liggett Co. v. 
Lee, U. S. 517.) 

Opposition forces also say the 
latest Patman bill is the result of 
disappointment on the part of in- 
dependent retailers with both the 
anti-price discrimination law and 
the resale price maintenance act. 

Congressman Patman described 
the measure as one to “regulate 
selfishness and prevent greed” and 
a bill that takes into consideration 
the fact that small chains operating 
locally assume and pay a much 
larger tax burden locally and in 
the state than the national cor- 
porate chains pay. He advanced 
that as the reason for exempting 
groups with only a small number 
of units. 

The Texan promised that the 
chances for obtaining loans for 
small businesses—a_ problem 
which was shown to be uppermost 
in the minds of small business men 
at the recent Washington confer- 
ence—would be materially im- 
proved after enactment of his anti- 
chain store bill since “practically 
all small businesses desiring loans 
and worthy of loans can now ob- 
tain them locally if proper assur- 
ance is given that their businesses 
will not be unmercifully destroyed 
overnight by absentee ownership.” 

As a means of protecting stock- 
holders and cushioning the shock 
of liquidating units becoming un- 
profitable under the tax system 
imposed, Patman would levy a 
rate of 50 per cent of the gradu- 
ated rate for the first year, and 
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75 per cent the second year. In 
addition, only one-fourth of 1 
per cent of the multiplied tax rate 
for stores in more than one state 
would be due the first year, and 
one-half of 1 per cent due the 
second year. 

“If 100 corporations owned the 
same number of retail outlets that 
one corporation now owns,” Pat- 
man told the House of Representa- 
tives when he introduced his latest 
bill, “all the retail stores in Amer- 
ica from peanut stands to automo- 
biles would be owned by these 100 
corporations operating from Wall 
Street.” 

The maximum tax rate of $1,000 
per store proposed by Patman, 
and discounting the multiplied tax, 
exceeds by $250 the maximum tax 
rate imposed by any state. Pat- 
man’s own state of Texas levies a 
$750 tax per store and other state 


taxes range from $30 per store in 
Montana to $550 in Louisiana. 
A $150 tax per store appears to 
be the popular figure, four states 
levying that amount of tax on 
chains. 

Meanwhile, the proposal con- 
tinues to be widely discussed in 
business circles and forecasts 
range all the way from completely 
solving the problems of indepen- 
dent retailers to throwing the 
country’s entire economic struc- 
ture out of balance. In Chicago, 
for example, where 4666 of the 
city’s 44,382 retail stores are 
owned by chains, the Chicago As- 
sociation of Commerce said the 
effect of the bill’s enactment would 
be to endanger $50,000,000 in the 
city’s annual payroll and the jobs 
of more than 50,000 people. 

The trade committee said that 
the 4666 chain stores do one-third 
of Chicago’s retail business, em- 
ploy 51,358 workers, and pay out 
in wages about $56,391,000 an- 
nually, or slightly more than one- 
third of the total payroll of all 
retail stores in the area. 





Legal Merchandise 


OME kinds of merchandise are 

so rigidly regulated by law that 
an item which does not meet the 
legal requirements is said to be il- 
legal merchandise. A merchant 
found selling such illegal merchan- 
dise may be subject to severe pen- 
alties, according to the statute of 
the particular state or the local 
ordinance of the town or city in 
which he is doing business. 

In New York recently a mer- 
chant refused to pay for certain 
goods on the ground that there was 
an express warranty that the goods 
would be fit for the purpose in- 
tended, that is, resale to the retail 
trade, and that they were not suit- 
able for that purpose, because they 
did not comply with the provisions 
of statutory law governing that par- 
ticular kind ef merchandise. The 
court agreed with the merchant and 
decided that he was not obliged to 
pay for the goods under these cir- 
cumstances. Quoting legal author- 
ity, the court said: 

“Generally, the requirement of 
merchantable quality carries with it 
no implication that the goods shall 
be salable in a particular market, 


but under some circumstances may 
include compliance with the require- 
ments of a particular market.” 

Merchantable quality means ordi- 
narily that the goods are fit for sale 
in the usual course of business. 
However, where local law requires 
that the goods meet specified re- 
quirements, they are not merchant- 
able if the local requirements are 
not met—for in such case the mer- 
chant cannot sell them without vio- 
lating the law. 

Such laws governing merchandise 
are frequent in the case of food 
items, but they are sometimes found 
in connection with other types of 
merchandise also. These laws often 
specify material, ingredients, di- 
mensions, construction, weight and 
other features of particular kinds 
of merchandise. Retailers should 
make it a point to be familiar with 
any such legal requirements in their 
respective states and towns. The 
fact that a merchant may be selling 
illegal merchandise innocently or 
through ignorance, does not help 
him much when he becomes en- 
tangled with the law. 
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Who's Gone Haywire? 


Folks said I was plumb daffy to fool with a new 
. | product...that old customers wouldn't buy a new 
kind of paint."You're crazy!" they said. 





BUT I'D CHECKED! Devoe’s new 2-Coat System made sense... 
clicked. I’m no gambler...but I’m no milktoast either. Theway 
I figured, folks would give up old-fashioned paint methods just 
like they gave up horse cars and magic lanterns when they got 
something better. 


I PUT MY OAR IN. I signed up with Devoe. They helped me 
with my store layout...improved my merchandising plans 
and backed the new system with great big punchy ads. Stock 
moved fast. Painters...contractors...home-owners—all of ’em 
went big for the 2-Coat System. 


HAYWIRE? NOT ME! In one year the 2-Coat System hoisted my 
house paint sales 120%. If knowin’ a good thing when you see 


P 3 ; P| it is ‘goin’ haywire,”’ I’ll stay “haywire.”’ But one thing’s sure, 
a § Rae 2 I’m stayin’ with Devoe! ® 


= | DEVOE & RAYNOLDS CO., xc. 


don’t carry De- 
580 Fifth Avenue, New York, N.Y. — America’s Oldest Paint Company 











voe Paints, write 
Elliot Phillips, 
President of De- 
voe, for details. 











Profit from this OUTSTANDING VALUE|| DE RAQNSTRATION 


the WYET'T |vispray carp 


UNDERGROUND GARBAGE RECEIVER SELLS IT! ieee 





At , ; - 
Senin Fast-Selling, Big-Margin 
LIQUID SOLDER 


LO W Card with 12 tubes has nat- 


ural wood demonstration 


| 7 board with 7 materials sol- 
dered on. Customers SEE 


.. TEST... PROVE this 














| amazing heatless solder has 
eal =» " | | a grip of ~— 
= ud j . ° 
ne j Here is an amazing ‘ gives a we d-like 
: value... a remarkable bond with most 


materials—mends 

| broken articles, 

; stops leaks, etc. 

:| Hundreds of home uses. Spreads like glue 

 so.per | hardens like metal. Water-proof. Gaso- 
o ‘| line-proof. 25¢ item. 


rad Put Proved Card to Work 


:| Card has proved, in hundreds of stores, it is spec- 
{| tacular attention-getter—reminds folks they have 
‘| things to mend—SELLS THE PRODUCT! Card has 
‘| easel-back, takes little space. Display it prominently. 


DEALERS: Big margin, over 58%! jane aeaeeees 
your jobber—or write us for full details 


sales builder and prof- 
it producer. Strongly 
built by the origina- 
tors of the corrugated 
can—backed by over a 
half century of manu- 
facturing experience. 
Will give long service 
under hard use. See 
your jobber or write 
NOW for details and 
prices. 


The WITT CORNICE Co. 
Winchell St. annie tee: ahem man te oe — a 


Cincinnati, Ohio sy F “3 fill demand. Full details en request. 
, EE TIP-TOP PRODUCTS CO., Dept. A, Omaha, Nebr. 
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OW TO GET MORE MONEY 
FOR MAT HW. 


PATENTED 
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A big share of your hand tool volume ic 
bound to be file sales. Statistics show that 
14% is the average throughout the 
country. 

And reports from retailers show a 
100% agreement on another important 
fact... that the No. 66 Retail File Dis- 
play Unit for Nicholson Files automat- 
ically increases the percentage of Quality 
Files you sell; takes the tough job of 
trading up off your hands; and not only 
sells more files but brings in more money 
by selling better files. 

Trade Up with this new display, 
containing a fast-selling assortment of 
66 Nicholson Files. Each file individ- 
ually wrapped in cellophane. At your 
wholesaler’s. Nicholson File Company, 


Providence, R. I., U. S. A. 





A FILE FOR EVERY PURPOSE 


Conformance to 
Patman Law 


(Continued from page 77) 


a member of the Federal Trade 
Commission, at Boston, last June. 


“He said: 


“*The Commission has, through 
formal and informal action, ef- 
fected compliance with this 
statute throughout various in- 
dustries. We know that many 
have radically revised their sell- 
ing prices and practices, result- 
ing in compliance with the law 
to the benefit of the smaller busi- 
ness man and the public.’ 


“Both as counsel to your asso- 
ciation, and in my _ professional 
practice, I confirm this statement 
with strong emphasis. I am sure 
that every one of you has received 
numerous communications from 
manufacturers, showing that of 
their own free will and accord, 
they have willingly complied with 
this new and wholesome require- 
ment. I have no doubt that the 
majority of your membership 
have experienced and welcomed 
the beneficial consequences. 

“Upon the basis of the whole- 
some principle upon which this 
law rests, and upon the basis of 
actual experience gained in the 
fourteen months of its existence, 
it is fair to say that this law de- 
serves the wholehearted support of 
that vast majority of American 
businessmen who do not receive 
or desire special or hidden advan- 
tage over their fellows. They 
should acclaim this law as fore- 
casting a free and open field for 
all, with special privileges to none, 
for that is the spirit by which 
America has grown great.” 


A New Face on 
an Old Body 


(Continued from page 128) 


year-old hardware firm declared, 
“and I am sure that we will be 
able to realize all that it cost us 
in the form of increased business 
resulting from the change. 

“The people seem to be im- 
pressed with the fact that it repre- 
sents a substantial and worthwhile 
improvement. They comment on 
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the street level entrance, its easy 
access, and we believe, in view of 
the fact that we have not done a 
great deal to the front of our store 
in recent years, that it represents 
a good investment. 

“Since about 80 per cent of our 
business is direct to consumers, 
most of whom reside within walk- 
ing distance of the store, it is our 
opinion that the new front will 
help bring more of these individ- 
uals into our store oftener. 

“Then, too, we have been en- 
deavoring to appeal to the women 
and we feel that this front will 
help promote this type of store 
trafic. We have always attempted 
to keep our display tables, espe- 
cially in the front of the store, neat 
and attractive to the woman buyer 
with dishes and similar merchan- 
dise which will catch her eye.” 

Before moving into their present 
store 45 years ago, Staadt’s were 
located in the adjacent store north 
of them for two years. The firm 
employs five people and approxi- 
mately 20 per cent of its business 
is to small shops and plants lo- 
cated within a radius of a mile or 
two. 


Try This Formula 


- HENEVER you have: the 

task of getting somebody 
else to accept yor ideas, try this 
formula: 

“1. Analyze what the other party 
wants, what his motives may be. To 
help you do this, analyze what you 
yourself would want and what your 
motives would be if you were in his 
place. 

“2. Decide what you yourself want 
the ultimate outcome to be. 

“3. Make sure this outcome is 
fair for the other party as well as 
yourself. You know there are three 
sides to every question: your side, 
my side, and the right side. 

“4. Study carefully how to appeal 
to the other person’s self-interests 
and inner moving forces, and at the 
same time serve your own interests. 

“5. Anticipate what his reactions 
are likely to be. 

“6. Always keep in mind the ulti- 
mate outcome that you wish to 
attain. 

“Apply this formula persistently, 
and you will win more arguments, 
win acceptance for your ideas. Dif- 
ferences will end in satisfaction to 
all concerned, and your power to 
influence others will increase.” 

—Dr. Daniel Starch. 
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This 
Is what 
he meant 

(0 








And Here’s 
Why! 


Would you like to have file buyers leave 
more money in your store for each file they 
buy from you? Here’s a practical way to 
trade up; to sell quality files that give the 
customer more for his money and at the 
same time bring more money into your store. 

The No. 66 Retail File Unit for Black 
Diamond Files is a smart, efficient salesman 
which has already proved its ability to show 
quality files and sell them in hardware stores 
all over the country. 

It takes the problem of trading up off your 
hands. It increases the amount customers 
spend for files; gives you greater dollar vol- 
ume for the same file volume; increases profits. 

Plainly labelled compartments show the 
customer types and sizes. Each file cello- 
phane wrapped. Now is the time to get 
The No. 66 Retail File Display Unit for 
Black Diamond Files from your wholesaler. 
Nicholson File Co., Providence, R. I., U. S. A. 


SINCE 1863 THE STANDARD OF QUALITY 


This 
IS what 
he spent 
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CHARMING 
DEMONSTRATOR 
WORKS FOR 
NOTHING... 


But How She Does 
Pep Up Sales Of 
DAZEY KITCHEN HELPS 


HE’S not alive but she is life size, 
and this attractive Dazey house- 
wife is certainly doing a life-size job 
of selling DAZEY KITCHEN HELPS 
all over the country. She’s part of a 
dynamic display which has proved 


ingly effective in increasing DAZEY sales for 
all kinds of stores from largest city depart- : 
ment stores to smallest small town hardware 
and general stores. So, get this display on 
your counter or in your window right away. 
You'll be delighted to see how all housewares 
sales come to life along with DAZEYS. If 
you haven't your display ask your jobber or 


write us, how to get one FREE. 


DAZEY CHURN & MFG. CO., Dept. C-13 
4301 Warne Ave., St. Louis, Mo. 


NATIONAL HARDWARE WEEK— 
MAY 9 TO 14 INCL. 


amaz- 








Output Distributed 
Through the Jobbing 
Trade Exclusively. 
We Do Not Sell 
Chain Stores, Cata- 
log Houses or Syn- 
dicate Buyers. 














New Streamline Models 








LANTERNS 


Liggest Value Ever Seen 


In Tubular Lanterns 


Nor often is a dependable, al- 
ways salable hardware item 
given such new attractiveness 
and salability as is shown in Dietz 
Streamline Lanterns. Cash in on 
this event. Display and show 
these fine lanterns to your cus- 
tomers! More Sales? Of course! 
And a more profitable total in- 
come on Dietz Lanterns than ever 
before. 


R.E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. 
Founded 1840. 


DIETZ 











How's the Hardware 
Business ? 
(Continued from page 80) 


tenance than during such 100 per 
cent price fluctuations as took place, 
for example, last year. 

* 8 & 


Electrical Data—Statistics re- 
cently published, of interest to hard- 
ware distributors, include figures for 
the fourth quarter and all of 1937, 
from electrical goods manufacturers. 
Sales reported by 78 manufacturers 
of electrical goods dropped 15 per 
cent from the third to the fourth 
quarter of 1937, and decreased 20 
per cent in the fourth quarter, below 
the corresponding 1936 period. Fox 
the entire year, however, new orders 
booked reached above 930 million 
dollars, or 21.8 per cent above 1936. 


* 2 


Brass Plumbing Goods — In 
plumbing brass goods, including 
bath, shower, and lavatory fittings 
and sink and laundry accessories, the 
December, 1937, drop was extremely 
sharp, to less than 50 per cent of the 
corresponding 1936 month. For the 
entire year, however, 1937 showed a 
shade of gain above the 1936 totals. 


* + 


Freight Traffic—Carloadings 
reported for the week ending Feb. 
19 were the lowest for this time of 
year since 1933, reaching only 535.,- 
970 cars. The decline from the pre- 
ceding week was 1.3 per cent and 
from the similar 1935 week was 24.7 
per cent. The chief losses were in 
miscellaneous freight, less than car- 
load merchandise and coal. Truck 
loadings are also sharply reduced. 

* * * 


Electricity Production—Elec- 
trical power output for the week 
ending Feb. 19 gained a little over 
the preceding week, but was the 
lowest with that exception since July, 
1936. The decline from the corre- 
sponding 1937 week was 6.9 per 
cent. 

— * + 

Bank Clearings—Failures— 
Bank clearings in 22 leading cities in 
the week ended Feb. 23, showed a 
decline of 23 per cent from clearings 
of the preceding week and 32 per 
cent from those of the corresponding 
week a year ago. A heavy shrinkage 
at New York was responsible for the 
combined loss. Business failures in 
the United States for the week ended 
Feb. 24 amounted to 246, the lowest 
for any week thus far in 1938. There 
were 263 in the preceding week, and 
166 in the corresponding 1937 week. 
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‘Beware Those 
Arrests ! 


UBLIC spirited merchants are 

apt to be very alert in effecting 
the arrest of crooks and swindlers 
who appear in their stores. Few 
dealers seem to realize that it’s wise 
to go slowly on this arresting busi- 
ness, for it may backfire against 
them unpleasantly. 

A merchant in a Southern state 
had a policeman arrest a man who 
apparently was attempting to pass 
a counterfeit bill in the merchant’s 
store. A Federal agent had visited 
the town shortly before the incident, 
and warned merchants against a 
counterfeiter who was attempting to 
pass $5.00 bills in that section. The 
Federal agent gave the local mer- 
chants a notation of the serial num- 
ber being used on these counterfeit 


$5.00 bills. Rightly or wrongly, | 


this particular merchant thought 


that the $5.00 bill offered by his | 


customer, who was a stranger, car- 
ried the same serial number men- 
tioned by the Federal agent and ac- 
cordingly had the man arrested. 
It turned out that the $5.00 bill 
which the customer offered was a 
genuine one. 

Because of the so-called false ar- 
rest, the merchant found himself on 
the wrong end of a malicious prose- 
cution suit. This is a form of legal 
action taken by a person improperly 
arrested against the individual who 
caused his arrest. Large verdicts 
have been obtained under these 
malicious prosecution suits. 

The only effective defense to a 
malicious prosecution suit is for the 
person who causes the arrest to show 


that he had a probable cause for be- | 


lieving that the person arrested was 
guilty of a crime. In the case above 
mentioned, the arrested customer 
was able to show that the bill was 
genuine. All that the merchant 
could show was that the bill had 
the same serial number as the coun- 
terfeit bill mentioned by the Federal 
agent. This, the court felt, fell 
short of a “probable cause” for the 
customer’s arrest. 

The same principle of “probable 
cause” applies in having a person 
arrested for any crime. If there is 


not proper “probable cause” for hav- | 


ing the person arrested, having him 
arrested is considered to be mali- 
cious. Legally, probable cause is 
a reasonable ground of suspicion 
supported by circumstances suffici- 
ent to justify an ordinarily prudent 
man in believing that the suspected 
person is guilty of a crime. 
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In a recent competitive test,* con- 
ducted by the engineering de- 
partment of a leading university, 
alain SAVOIL oil ranges and stoves led 
the field in speed, economy and 
efficiency. This proven leadership, 
plus the eye-appeal, modern attrac- 
tive features and complete range of 
ae style and price, make SAVOIL the 
P e oF easy-selling line of up-to-the-minute 
oil ranges, stoves and heaters. Write 
for new, complete catalog now. 








| *Data on this test 
‘ ’ will be supplied on request. 
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TO BUILD 
GOOD WILL- 


GOOD LIGHT 


When you sell light 
bulbs, you actually sell 
light. Sell Sun-Glo and 
you give your customers 


Hall Hardware Convention 


(Continued from page 102) 


the convention was celebrating. In 
doing so, full credit was given to 
George E. Hall under whose direc- 
tion the objective was obtained. He 
referred to the Hall company and 
the building as a fitting monument 
to Mr. Hall’s able management. Mr. 
Hall was presented and addressed 
the meeting briefly. 

The concluding address for this 
session was made by Murray Guth- 
rie, formerly associated with the 
Hall Hardware Company as an ad- 
vertising counsellor. 

The Tuesday afternoon meeting 
was directed by H. N. Brown, man- 
ager of the Better Business Depart- 
ment. Here was displayed the mer- 
chandise which had been styled, 
packaged, labeled or finished in 
keeping with the 1938 Silver Anni- 
versary sales program. Dealer sales 
promotion material, store trims, talk- 
ing-cards, price tickets and a con- 
sumer catalog were then introduced. 
All carried out the theme of the 
anniversary. Mr. Brown urged the 
dealers to make full use of the mer- 
chandise and also the sales helps if 


they were to get full benefit of the 
plans prepared for them. 

On Wednesday the session opened 
with a talk by H. Freeman Barnes, 
General Electric Lamp Division, 
Cleveland, during which he pointed 
out opportunities for profitable retail 
sales through the changing tastes 
and accepted ideas of consumers. As 
an illustration he pointed out that 
the frequent sales of 300 watt elec- 
tric lamps for home use today would 
have been thought fantastic in the 
recent past. Consumer desires for 
better living open the way for alert 
merchants to sell better merchandise 
he declared. 

Mr. Duffy followed with a graphic 
review of Hall Hardware Company’s 
sales volume and profits each year 
since 1913. The last year was shown 
to be a high point in sales volume 
with a satisfactory operating profit. 

Taking a record of some dealer- 
member purchases selected at ran- 
dom, Mr. Duffy pointed out that the 
extent of each typical dealer’s par- 
ticipation in profits followed closely 
the extent of his purchases. 











their full money’s worth in 


bright light for the life of the 
bulb. Sun-Glo is a first quality pre- 
cision made product, whose perform- 
ance will please your customers and 
earn you their good will. And the 
profit margin is unusually high and 
attractive. Write for details. 


SUN-GLO LAMP WORKS, INC. df 


Offices and Warehouses in Principal Cities 


Subsidiary of Wabash A 
335 Carroll Street 


Brookiyn, Ne 












Ralph Campbell, sales promotion 
counsellor of the company, declared 
that no business has an inherent 
right to existence but must win that 
right through careful management 
of its affairs. The speaker compared 
retailing to farming, pointing out 
that before the farm yields bountiful 
harvests, it must be planted and cul- 
tivated carefully. He likened the 
farmer’s planting, cultivating and 
harvesting to a hardware merchant’s 
planning, buying and selling for 
profit. 

The Wednesday afternoon session, 
directed by H. N. Brown, was de- 
voted to discussion of merchandise. 
Thursday morning S. E. Hunt, presi- 
dent, presided at the annual stock- 
holders’ meeting. The manager’s re- 
port for the year was offered and 
other official business discussed. The 
present officers and directors were 
continued in office and a meeting of 
the Hall Building Company followed. 

Although Monday was an open 
day, without a planned program, it 
proved a busy day for the 125 or 
more exhibitors. Dealers bought sub- 
stantially on Monday and each suc- 
ceeding day until the final meeting 
on Thursday. Dealer registration 
exceeded the high point established 
last year, coming from Minnesota, 
Wisconsin, North and South Dakota, 
Montana and Iowa. 

The concluding event in this Hall 
Hardware Silver Anniversary Meet- 
ing was a banquet and entertain- 
ment held at the Hotel Nicollet at- 
tended by almost twelve hundred 
dealers, clerks, their families and 
guests. 


License Limits 
ERCHANTS taking out li- 


censes or permits for busi- 
ness purposes in their local com- 
munities should make sure that such 
licenses include all business activi- 
ties in which the merchant wants to 
engage. A license that is too limited 
may deprive the merchant of a very 
profitable source of business. 

Such was the unpleasant result 
in a recent case in which a retailer 
was granted license to sell and de- 
liver in certain communities adja- 
cent to his place of business. Six 
months elapsed before he noticed 
that the license did not permit him 
to deliver goods in a certain nearby 
community. He then took legal 
action to have the license broadened 
to include this community in which 
he had made deliveries in the past. 
The application to enlarge the li- 
cense to that extent was refused, 
the court saying: 
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“The petitioner desires a removal 
of all limitation in its license so that 
it may sell and deliver in a certain 
nearby village. In the application 
for the license no statement was 
made that it was desired to do busi- 
ness in that village. The applica- 
tion was not for an unlimited li- 
cense and since it was not specified 
that it was intended or desired to 
sell and deliver in that village, the 
petitioner is not entitled to the re- 
moval of the limitation. By accent 
ing the license as issued and with- 
out any protest against the limita- 
tion for six months, the petitioner 
is estopped to now question the pro- 
visions of the license.” 


Ludlite, a New Product 
(Continued from page 128) 


door push plates, fireplace screens, 
small table tops, trays and wain- 
scotings, etc. 

Ludlite is now being produced 
in one popular gage in rolls two 
feet wide and in lengths of 50 
and 100 feet. It is also furnished 
in tiles, four inches square. At- 
tractive molding strip of Ludlite 
is available in adaptable shapes 
and styles for finishing edges and 
intersecting surfaces. 

Of industrial interest is the 
fact that a new combining mill 
has been designed and built for 
the exclusive prodiction of Lud- 
lite. Special new equipment has 
been installed to meet the antici- 
pated demand for the new mate- 
rial. A group of craftsmen and 
salesmen is being organized to 
anticipate expanding production 
of Ludlite as it is stepped up to 
meet demand. 















Bathroom lined with Ludlite. 
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NAT SAYS... 


We never say “it’s good enough,” 
And that’s no merry jest; 
Inspection here is plenty tough, 


Our product must be best. 


DEPENDABLE 


That's a mighty significant word, and not one to be care- 
lessly used. When we tell you that “National” is a dependable 
source of supply for a complete line of nuts, bolts, screws 
and kindred products, we are backing it up with everything 
that it takes to justify that statement. 

You can benefit this year by depending on “National” for 


Nuts and Bolts Phillips Screws Stove Bolts 
Machine Screws Cotter Pins Wing Nuts 
Cap and Set Screws SpokesandNipples Pipe Plugs 


Wood Screws Rivets, Tacks 


aliona 





THE NATIONAL SCREW & MANUFACTURING CO. 
CLEVELAND « OHIO 
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It’s 
Standard 
in 1938! 


-+.new, improved line of elec- 
tric ranges, with the FASTER 
KALMAX Burner and more 
economical EVEN-OVEN 


... plus the wonderful NEW COM- 
MERCIAL line (for volume in 
an untapped field) 


... plus the liberal 1938 Standard 
Plan of dealer cooperation 


Standard, which has pioneered so 
many of the important electric 
range developments, is today in 
stronger position than ever before 
to cooperate with dealers in pro- 
moting profitable range sales. The 
new improved 1938 Super Series 
Standards are the finest in all the 
long Standard Electric Range 
history .. . and 1938 will see the 
most aggressive promotion by 
Standard in working with its 
dealers... 


Mail coupon below 


for full details 





- one of the beautiful 


CAPITAN (No. 1540) . . 
new Super Series Standards for 1938 


Standard Electric Manufacturing Corporation 
1 Toledo, Ohio Ad 


Please send information on 
‘ 0 Standard 1938 Domestic Ranges 


0) Standard 1938 Commercial Ranges 
0 Standard Dealer Pian for 1938 ' 











Coming Conventions 
and Events 


Alabama, The Retail Hardware 
Assn. of, exhibition and meeting, June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. J. H. Crowe, 410 N. 
21st St., Birmingham, Ala., secretary. 


American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938, at the 
Peabody Hotel, Memphis, Tenn. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg., At- 
lanta, Ga. 


Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive secretary, Flo English, Hotel Penn- 
sylvania, New York. 


Pennsylvania Wholesale Hard- 
ware and Supply Assn., March 24-25, 
1938, at the Hotel Astor, New York 
City. Samuel B. Smith, Steinman Hard- 
ware Co., Lancaster, Pa., secretary. 


South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; head- 
quarters, Cataract Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 


apolis, Minn., manager-treasurer. 


Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
Assn., April 11-14, 1938, at the Peabody 
Hotel, Memphis, Tenn. Secretary, job- 
bers association, T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. 


Texas Wholesale Hardware Assn. an- 
nual meeting. June 17-18, 1938 at 
Buccaneer Hotel, Galveston, Tex. O. H. 
Mann, Higginbotham-Pearlstone Hdwe. 
Co., Dallas, Tex., is president of the 
association. 


Toy Fair, April 25 to May 7 at the 
Hotel McAlpin and the Toy Centre, 
200 Fifth Ave., New York City. H. D. 
Clark, Toy Manufacturers of the 
U. S. A., 200 Fifth Ave., is director of 
the Fair. 


Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary, American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary, National Assn. 











AUME 
TACK- POINT 


Corrugated Fasteners 





MAKE EXTRA SALES 


Carpenters, cabinet makers, wood- 
workers and homeowners use Acme 
Corrugated Fasteners. You can profit 
by the steady demand—just place the 
neat, attractive Acme Fastener display 
carton on your counter. The con- 
venient ten-cent package has a sales 
appeal that creates fast turnover. 


Acme Tack-Point Corrugated Fasten- 
ers make strong joints for all kinds 
of wood products: signs, screens, fur- 
niture, frames, barrel heads, etc. 


If your jobber can’t supply you, write 
us direct. 








Fasteners 
of a size 
to a box 





12 Boxes of a size to a display carton 
Packed in 3 sizes: 
%x4—WYyx5 — %&x5 


Also available in: standard cartons of 
250, 500 and 1,000 pieces. Boxes of 
100 pieces—10 boxes to a carton and 
in 100-Ib. kegs. Mail the coupon for 
a sample box. No obligation. 


General Offices 


ACME STEEL COMPANY 
2838 Archer Avenue, Chicago, IIl. 
Branches in Principal Cities 

Write for free 


a= Au 
sample box. 






Acme Steel Company, 
2838 Archer Ave., Chicago, Ill. 


Gentlemen: Send me, without charge, 


a sample box of Acme 
Tack - Point Corrugated 
Fasteners. 

Name ........ 

Address . 

City State 
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It pays to specify 
U S POULTRY f 


NETTINGS e 























































































. S- 


MEST) The Original 
é Straight-line 


@ Whenever you place an order for poultry net- 
ting, be sure to specify U. S. HEXLOK and 
U. S. STRAITLOK by name! By concentrating 
on these superior, modern poultry fabrics, you 
simplify the problem of buying, stocking and re- 
ordering. You hold down inventory, eliminate 
mixed, slow-moving stocks. You make the selling 
job easier, build profitable repeat business, be- 
cause U. S. Poultry Nettings sell without effort, 
give lasting consumer satisfaction. 


@ U.S. HEXLOK and U. S. STRAITLOK 
Poultry Nettings are distributed only through 
the regular wholesale and retail trade. Ask 
your Jobber—or write for complete information! 


INDIANA STEEL & WIRE CO. 


Muncie, Indiana 
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Paint Sales 
Increased 


(Continued from page 69) 


that his 25 per cent may have been 
a conservative estimate. As stated 
earlier, total store sales have been 
increased 150 per cent—but paint 
sales have increased 600 per cent 
during the same period and at 
present represent 26 per cent of 
total volume. Of these paint 
sales, although located adjacent to 
the oilfields, retail and painting 
contractor sales have maintained 
their proper proportion to indus- 
trial sales, the latter equalling 
from 15 to 20 per cent of the 
total. Sales to painting contrac- 
tors have been strengthened by 
the manufacturer’s policy of mak- 
ing no direct sales but doing all 
business through authorized 
dealers. 


Why They Bought 


Mr. Cheroske disclaims any un- 
usual sales methods in establish- 
ing this paint record, but gives 
credit entirely to the policy of 
“giving them what they want.” 
“All vou have to do,” he says, “is 
first find out what they do want— 
and then let them know you have 
it for them. In the case of paint, 
I found they wanted the best 
paint available. When I got it for 
them, they bought. That’s all 
there is to it!” 

The experiences of the Long 
Beach Hardware Company can 
well be the experiences of many 
other neighborhood hardware 
stores whose owners decide, as did 
Mr. Cheroske, to “give them what 
they want.” 


Tip-Top Liquid Solder 
Display Card 

For the display of Tip-Top Liquid 
Solder the manufacturer offers a unique 
display card with a natural wood 
demonstration board on which are se- 
curely soldered 7 different materials. 
Twelve tubes of the cement are mounted 
on the card. This heatless liquid solder, 
which has a suggested retail selling 
price of 25c per tube, is used for 
mending broken articles, stopping leaks, 
etc. The maker states that it spreads 
like glue and is waterproof and gas- 
oline proof. Tip-Top Products Co., 
Omaha, Neb. 








4 AMD 3 & too uses 












SALE MEANS 
A STEADY CUSTOMER: 


Actually a Whole Shop Full of Tools in 
One — Grinds, Drills, Cuts, Carves, 
Sands, Saws, Polishes, Engraves, 
Sharpens, Cleans. Plugs in any AC or 
DC socket, 110 volts. Free Demon- 
strator outfit requires only 2 sq. ft. of 
counter space. A great window and 
store display! 

Advertisements every month in more 
than 50 publications send buyers to you 
for demonstration. Nothing compares 
with the Handee and its 200 practical 
accessories as profit makers in the 
craftsmen’s, field. Small stock invest- 
ment, with quick turnover. 


ULTRA DE LUXE SET 
A De Luxe Model with 26 
of the most popular acces- 
sories, housed in compact 
steel carrying case. 












Nationally 
Advertised 


DE LUXE MODEL 
Finest, fastest, most powerful 
tool for its type and weight, 
12 ounces. Speed 25,000 r.p.m. 


Nationally $ 1 8.50 


Advertised 
at 
6 Accessories Free 


STANDARD MODEL 
Built to same high quality 
standards as the De Luxe. 
13,000 r.p.m. Weighs 1 


pound. 
$40.75 


3 Accessorics Free 


Nationally 
Advertised 
at 


ACCESSORY DISPLAY CASE 
Year-Around Profit Maker 
for Dealers. Every Uandee 
owner is a steady customer 
for Handee accessories. This 
glass-top display case is 
theft-proof and dust- 
proof, Takes up only 
1%, sq. ft. and contains 
80 of the livest varieties 
of sales-tested acces- 
sories, 3 of each item. 





CHICAGO WHEEL & MFG. CO. HA-2 
1101 W. Monroe St., Dept. EE, Chieago, Il. 

Send data on Special Deal on Accessory Case and 
FRED Handee Demonstrator Set. 


Address ... 
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TAPE-RULE... 


It’s no secret why Lufkin Mezurall 
Tape-Rules move off dealers’ shelves 
so fast. For dealers the country over 
have found that the Mezurall is the 
most practical, all-purpose, accurate 
tape-rule they ever had the good 
fortune to offer. 


Customers, too, appreciate the supe- 
rior advantages. Simple and positive 
in operation, they are suitable alike 
for common measuring, inside meas- 
uring of openings, etc., and for gag- 
ing or measuring height and depth. 
Sliding end hook permits accurate 
butt end or hook measurements. 
Made in 6 and 8 foot lengths. 
Always have a good supply on 
hand and show them—they will 
produce extra sales. 


Don’t forget to cash in on National 
Hardware Week, May 9-14. 


Wd Ls A 


SAGINAW, MICHIGAN New York City 


TAPES - RULES - PRECISION TOOLS 











Section of one 
of the rear- 
ranged stock 
rooms of the 
American Hard- 
ware Supply Co. 















American Hardware Supply Co. 
Rearranges Its Warehouse 


O permit faster and more ef- 
ficient service to its members 
the warehouse of American Hard- 
ware Supply Co., 41-43 Terminal 
Way, South Side, Pittsburgh, Pa., 
dealer owned wholesale house, was 
recently rearranged by George S. 
May Co., Chicago, engineers. Re- 
arrangement of stock and _ stock 
rooms has given the company ap- 
proximately 40 per cent more shelf 
area in the same space. High shelv- 
ing was eliminated for seven-foot 
shelving and faster moving lines 
were placed nearer the elevators thus 
creating easier working conditions 
for all of the order clerks. A sur- 
plus stock room was created giving 
the company better stock control and 
related lines were placed together. 
Small merchandise is now located 
on the top floor and the heavier lines 
are stored on the lower floor. All 
orders start from the top floor and 
work down to the packing and ship- 


Another stock room view 





ping floor. To further speed service 
incoming merchandise is moved in 
on one elevator while another unit 
is used for outgoing shipments. 
William M. Stout, general manager 
of the company, reports that the 
changes have increased the com- 
pany’s operating efficiency by more 
than 25 per cent. 


Sales Truths 


ee far better to lose business 
than to lose money.” 

“Don’t sell anything to anybody, 
anytime, without a profit.” 

“Tt’s time to trade the volume bug 
for the profit bee.” 

“If the business world were 
dominated by price-cutters, there 
would be no business at all.” 

“To be successful, salesmen re- 
quire equal quantities of leg and 
head work, well mixed and _ thor- 
oughly applied, to yield a profit.” 

“A double dose of iron tonic to 
strengthen the intestinal fortitude of 
weak-kneed sales executives is the 
need of the hour.” 

“Volume alone was never known 
to be a mortgage lifter.” 

“The price cutter not only pulls 
down his competitors, but himself 
as well.” 

“Nothing is so easy as to cut 
prices and nothing so hard as to 
get them back after they have once 
been pulled down.” 

“It is time to re-educate sellers on 
the basically sound principle of ac- 
cepting business at a profit or turn- 
ing it down.” 

—Thomas M. Anderson, Sales Man- 
ager, Riverside Mills, Augusta, 

Ga. 


HARDWARE AGE 














ee 


\~ 











NEW! LOW PRICED 
No. 302 “V-Twin” 


Smooth operation — balanced load — 
and 30% to 100% 
increased spraying 
efficiency! True 
professional type, 
with double air 
pumping capacity. 
Diaphragm sealed 
piston, splash oil 
system, double 
bearing hardened 
steel crank shaft, 
V-belt drive, steel 
base, pressure 
gauge, external mix 
spray gun with 
extra = and — Complete less 
motor only $31.50. Other electric power 

sprayers $5.00, $15.00, $18.50. Auto DEALERS . 
power sprayers $2.60 and up. 





Send for price list, 
discounts and de- 
tails on electric 


W. R. BROWN CORPORATION and auto-power 


5724 Armitage Avenue, Chicago, Ill. paint sprayers. 








f CARLTON WARE 


$ SELLS BETTER 
At! because it 


COOKS BETTER 


=~ LOOKS 
b. BETTER 





@ There is no substitute for Carlton Ware. It cooks 
better with less fuel, does not taint or discolor foods, 
keeps foods hot longer—and it cleans wonderfully 
easily. Surely and steadily, the trend is to stainless 
steel. You can meet it best with Carlton Ware. 
Ask your jobber. 


The Carrollton Metal Products Co. 
Carrollton, Ohio 


CARLTON inowiecet 


STAINLESS STEEL WARE 
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Sell every grass customer 
the plant food containing 


ALL NEEDED ELEMENTS! 





Double up your profits! Tie in with 
Swife’s nation-wide “’ Vigoro-for-lawns”’ 
campaign 
@ Scientific tests have proved that grass, like all 
other growing things, needs eleven food elements 
from soil... the same eleven elements that 
VIGORO contains in properly balanced propor- 
tions. The illustration above is dramatic evidence 
of what happens when just one vital element is 

withheld! : 

This spring, national magazine advertising is 
selling your customers on feeding lawns early 
with Vigoro, the complete plant food. It’s a won- 
derful opportunity for you to tie in and sell 
Vigoro to everyone who buys grass seed or lawn 
tools. 


Ask your Vigoro salesman now for attractive 
free tie-up material! Or write to Swift & Com- 
pany Fertilizer Works, Packers Avenue, Chicago. 
The sooner you act, the more business you'll get. 


Supplies ALL 
the food 
elements 

¥ needed from 


A PRODUCT OF SWIFT soil 




















PROFITABLE BUSINESS 


WitH 


IMPERIAL 


HARNESS HARDWARE 





Missouri Convention 





(Continued from page 118) 


cussion of home modernization via 
major and table appliances, B. C. 
Bowe, district manager, General 
Electric Co., gave a practical demon- 
stration of electric appliances as 
money and labor saving devices, 
freeing the housewife from kitchen 
drudgery. Mr. Bowe prefaced his 
demonstration with the announce- 
ment that during 1937 dlone, the 


| sale volume of electric appliances of 


all types amounted to over a billion 
dollars. The individual participates 
in this volume only in measure with 
the effort he puts forth. The hard- 
ware dealer stands seventh in posi- 
tion in the line of business groups 
obtaining for themselves a share of 
this business, he said. Mr. Bowe 
then took the audience for a “Trip 
Around the Clock” to show how a 
housewife with modern electrical ap- 
pliances accomplished her tasks 
more easily and less expensively 
than was previously possible. 

H. P. Sheets, managing director, 
National Retail Hardware Associa- 
tion, presented the plans evolved by 
the national group for making con- 
sumers more hardware store con- 
scious by means of National Hard- 
ware Week which will be celebrated 
with special promotions from May 
9-14, 1938. 


must be priced according to the con- 
sumers’ desire to pay. Too great a 
price and too small a stock was 
puzzling to the average customer. 

The dealer, too, must impress 
upon his customer his ability and 
willingness to serve. The customer 
demands a clean store, attractive dis- 
plays, new merchandise to fit 
changes in demand. 


Shop Carefully 


“Shop, Look, and Live” was the 
subject of Paul Mulliken, Simmons 
Hdwe. Co. He urged upon dealers 
the necessity for shopping their 
competition, following carefully its 
merchandising displays and its pric- 
ing systems. Mr. Mulliken showed 
his audience samples of merchandise 
purchased in syndicate stores and 
in independent hardware stores, 
pointing out the differences both in 
quality and price. The syndicate 
merchandise followed the rule of 
three—good, medium, and low—both 
in price and quality. 

Glen G. Cory, branch manager, 
C. I. T. Corp., followed with a dis- 
cussion of “Installment Brake In- 
spection.” He explained the rules 
of sound installment policies, em- 
bracing sufficient down payment to 
insure purchase to continue pay- 































Hundreds of horses on farms in your com- i 
‘ ments; value and use of equipment 


to continue over a long period; value 
of equipment to be in excess of 
value of contract, and the ability of 
purchaser to continue payments. 
Mr. Cory also told the dealers of 
how they could buy their appliances 
for resale on the installment plan, 
paying only a nominal charge. 
Faults of installment buying lie 


, , : i is 
munity -will require replacement parts on | Kitchens Discussed 


their harness this year. Old buckles, snaps, | In an address, “The Kitchen Goes 
chains, traces will break under the strain of ie? Be 2 H. Schlatter xe 

field work. Why not get this hardware busi- : rn, ge fi. , gen- 

eral sales manager, Laclede Gas 


ness? Imperial harness hardware — a quality . F 
“Sage ; ? Light ’ 
line since 1883—will bring farmers into your | “ fon 1 ~— 
store for these necessities that sell on a year- © opie 
around basis. Write today for the profusely could no longer be considered as the 
: ‘ : stepchild of the home. The modern 


illustrated, modern Imperial catalog and com- Steen i chat i ‘ ticall 
; - ; go itchen is on 
plete information on this real “farm service oe ee ee 








line. Specify Imperial to your Jobber .. . 


IMPERIAL RE- 
PAIR BUCKLE 17 
with loose rivet 


No leather to cut 
—no sewing to do 
with this short-cut 
repair part. Just slip 
the ring in place 
insert the rivet and 
hammer down. It's 
just the work of 
seconds and there's 
a size for every 
need. Let practical 
harness leaders, like 
this part, bring 
farmers to your 
store. 


IMPERIAL BIT & SNAP CO. 
1324 Clark Street 
Harness Hardware Since 1883 
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Racine, Wisconsin 





planned and has color schemes of its 
own. Of this trend, women are be- 
coming increasingly conscious be- 
cause of the promotional work being 
done by national consumer maga- 
zines. 


The Consumer 


C. J. Whipple, president, Hibbard, 
Spencer, Bartlett & Co., Chicago, 
followed with a stirring address, 
“The Consumer—Your Traffic Cop.” 
Mr. Whipple stated that a successful 
merchandising program begins with 
the consumer. With this in mind he 
urged dealers to buy more carefully 
following the rule of three—high, 
medium and low, both in quality and 
price of merchandise. Merchandise 





in too great a stress on the price, 
not the value of the merchandise and 
also offering such inducements as no 
down payments. 


Officers Elected 


At Thursday afternoon’s session, 
George C. Eberlin, Hermann, was 
elected president for 1938. Other of- 
ficers elected are: vice-president, 
Herbert E. Brown, Trenton, and J. 
W. Giesler, St. Louis, treasurer. 
Peyton C. Clark, St. Louis, is secre- 
tary of the association and Bernard 
H. Gude, St. Louis, managing direc- 
tor. The board of directors consist 
of Adolph Riggs, Jr., Kennett, E. E. 
Wachter, St. Louis, R. E. Williams. 
Silex and G. O. Busch. 
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FOR Extra Profits... 





For quicker sales, choose Safe 
RICH LADDERS— 





STURDIER, LIGHTER, BET- 
TER-BALANCED. Selected, 
light weight, long-grain spruce. 





Construction scientifically re- 
inforced with cadmium plated 





hardware. 


See your Jobber for prompt 
shipment, or write. 











RICH  Steel-Truss 
Rung Ladder is steel 
trussed in, under and 
out, through recessed 
grooves in the rungs. 
Trusses at top, bot- 
tom and center of each 
section firmly tie the 
two raila together. 





THE RICH PUMP & LADDER CO. 
1028 Depot Street Cincinnati, Ohio 





















Sell Safety ata /rofit/ 


Sell the Amazingly New 





= Streamlined P & 


RedHead 


SAFETY FLASHLIGHT || 

















2-Cell Spotlight. Projects power- 
ful 500 foot white focusing beam 
and 200 foot safety red side 
rays. Unique all-position brack- 
et permits “Red-Head” to stand 
or hang in any position—leaves 
hands free. “Last word in all- 
purpose flashlights” say Police, 
Fire, Highway Commissioners 
and Safety Councils. 























For motorists, sportsmen 
...everyone, everywhere! 
Quick, profitable seller. 
Order from your jobber 
or write us today! 


Retails at $1.25 


complete with super - service y 
Usalite “Hand-ee Pak” Batteries. 

























Electric Flasher display FREE 
with your order for 6 “Red- 
Heads” and 48 super-ser- 
vice Usalite “Hand-ee Pak" 
Batteries. Your cost $7.22 
complete deal. Profit $3.88. 








UNITED STATES ELECTRIC CORP. 


Makers of Usalite Stream 






ined Bicycle-lites 







222-228 WEST 14th STREET, NEW YORK, N. Y 














binest every way-HORTON 


HORTON MANUFACTURING CO., FORT WAYNE, INDIANA 


MARCH 10, 1938 
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The Boss says: ‘We've handled Star Blades 
for years. This new modern metal box 
makes them still better’. 


The Supply Clerk says: ‘‘No more broken 
out cardboord boxes! Easier to handle, 
easier to pile, less spoce! Great!” 





2 1 





























The Customer Says: “First Star pioneered 
“Moly” blades — now a better box. Such 
leadership influences me when purchasing” 


The Salesman says: “Customers have al- 
ways liked Star Blades, but the new modern 
metal box certainly helps increase sales’’. 


Star Hack Saw Blades have stood for 
quality and leadership since 1849. 
The first molybdenum steel blades 
were pioneered by the famous Star 
copper-finished ‘ new 
lithographed copyrighted boxes of 
metal are another Star achievement. 


You’ll make more sales by carrying 
a complete stock. 


NATIONAL HARDWARE WEEK, MAY 9-14 
‘HAND AND POWER — TUNGSTEN AND “MOLY” 
STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 


‘PACKED IN MODERN METAL BOXES 
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The expressive 


Sheffield term 


GUTS 


MEANS SOMETHING 
TO MEN USING 
WOOD CUTTING 
SAWS 








The “GUTS” in SANDERSON’S 

SHEFFIELD SAWS is the work put 
into them by master craftsmen right 
from the raw steel to the finished 
product. These men are descendants 


of Saw makers who have been in this 


trade since Sandersons started 
manufacturing in 1776. 


Full details & prices of 
SANDERSON 
SHEFFIELD SAWS 


can be obtained from our 


Sole Representative 


in the United States. 


JOHN S. McKENZIE, 


1170, BROADWAY. 
NEW YORK. 


Ld 





















SANDERSON BROTHERS & NEWBOULD, LTD. 


SHEFFIELD 
150 
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Pension and Retirement Programs 
Affected by Social Security Act 


(Continued from page 96) 


all the benefits of an individual 
annuity policy maturing at age 65, 
with the added advantage that the 
unit cost to the employee is con- 
siderably less as the company also 
contributes to the costs of the plan 
as was previously the case under 
the former retirement pension 
plan which Hibbard’s operated. 

All employees eligible to par- 
ticipate are grouped in salary 
classifications which determine 
the monthly cost and the retire- 
ment payments. If an employee’s 
salary is changed sufficiently to 
change his classification he goes 
to the new group on April Ist 
following the change and gets a 
proportionate change both in cost 
and ret:rement pension. 


An Explanation 


From a booklet explaining this 
plan we quote as follows: 

“A man born December 22, 
1896, employed July 1, 1923, 
joins the plan on April 1, 1937, 
at age 40. If his annual rate of 
earnings is $1200 on April 1, 
1937, and increases as shown, his 
retirement income will be deter- 
mined as follows: 


Years 
of Par- Annual , Annual Rate 
ticipa- Earn- Earnings of Retire- 


tion ings Class ment Income 
5 $1200 1 5 x $12 or $ 60 
10 1320 1 10x 120r 120 


9% 1440 1 9% x 120r 117 


$297 


“Total retirement income, com- 
mencing at age 65 (January |, 
1962) would be $297, or $24.75 
per month. 

“If after retirement this man 
should live 150 months (which is 
a conservative estimate of the aver- 
age lifetime of a man age 65), he 
would receive a total of 150 times 
$24.75, or $3,712.50, while the 
total of his own contributions 
would have been only $594.” 

In this example the employee 
participated three months less than 
25 years at a rate approximating 
$2.00 per month for his insurance 


which at the retirement age gave 
him $24.75 per month. 

Higher incomes and higher con- 
tributions to the plan will, of 
course, bring a higher rate of 
return as all insurance benefits 
and rates are relative but the ex- 
ample cited carries a simple ex- 
planation of the workings of this 
particular plan. 

A problem of arbitrary retire- 
ment ages is always a difficult one 
to solve. Necessarily, such a plan 
must deal with averages. There 
will always be men of outstand- 
ing good health and energy whose 
usefulness and enjoyment of their 
jobs will go beyond the normal 
or average rates which any re- 
tirement insurance plan provides. 
There will always be mixed feel- 
ings on the part of employees as 
they reach the retirement age. 
Some will welcome the opportun- 
ity for greater leisure with an as- 
sured income, whereas, there will 
be some whose normal preference 
and practice would be to continue 
working until death or infirmities 
of age call a halt. Nevertheless, 
an arbitrary retirement plan with 
annuity payments for life would 
seem a logical and _ ultimately 
happy solution providing a needed 
supplement to Social Security 
benefits. 


Entirely Voluntary 


The Hibbard plan is entirely 
voluntary but the company, of 
course, hopes that all eligible em- 
ployees participate, although the 
Insurance Company’s_ contract 
only requires that 75 per cent of 
the eligible employees take advan- 
tage of the program. 

All of the leading reputable in- 
surance companies are equipped 
to handle policies similar to the 
one outlined and can give very 
complete and precise details on 
favorable blanket annuity policies 
for employees. All such plans 
necessarily differ with the number 
of employees involved and the in- 
come brackets enjoyed. 
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Space-Saving Range Utensils 
For women who want quick, efficient cooking results on electric, 
gas or oil ranges. Made in 2, 3 and 4 quart sizes to fit standard 
range elements. Gleaming, 18 gauge, pure sheet aluminum 
means long life. Ideal for top of range or oven cooking. Flat 
tops make stacking easy. Covers are self-basting and “bevel 
sealed.” Flat bottoms absorb more heat. 


Cover knobs and handles won’t burn or char 
in oven. 





List prices are: 2 qt.—$1.60; 
3 qt—$1.80; 4 qt—$2.00 


MADE AND GUARANTEED BY 


THE BUCKEYE ALUMINUM CO. + WOOSTER O. 











Spring Hinges. of Quality 


(CHICAGO) ~ 
SPRING HINGES 
There Is No Substitute for Quality 


That is why the Chicago 
Spring Hinge Company 
by correct design, quality 
of materials used and 
workmanship aims to 
make “Triplex’”’ Lavatory 
Door Spring Hinges the 
best on the market. 

For the 


Owners, 








same reason 
Architects and 
Contractors who strive 
to build with credit to 
their name or profession, 
select Chicago Spring 
Hinges for buildings which they plan and erect. 
Hardware Dealers will find “Spring Hinges of 
Quality” easier to sell. 
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Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. s. A. 
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HEADS or TAILS 
CORBIN SCREWS 


WIN! 


ORBIN Wood Screws are perfect screws 
from head to point — uniformly sharp 
threaded, clean pointed and correctly headed. 
Whatever the need, there is a CORBIN 
SCREW for the job— Machine Screws and 
Nuts, Cap and Set Screws, Stove Bolts, Semi- 
finished Nuts, Chain and Escutcheon Pins. 


A Corbin Screw 
Drives Straight and True! 














THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORP., SUCCESSOR 
NEW BRITAIN, CONNECTICUT 
WESTERN FACTORY: DAYTON, OHIO 





Warehouses: New York — Chicago 


ack Always A 
rw .PROFIT- 
J5-A40 MAKER 


because it’s always “in Season” 


“BLACK LEAF 40's" Many Uses Keep It 
In Constant Demand 


Every day throughout the year there are thousands of drug 
store customers who need and are buyirg “Black Leaf 40” 
for one or more of its many uses. It is these many uses, as 
well as “Black Leaf 40’s’’ efficiency in killing insects, that 
make it a year ’round best seller. Every person who cares 
for a garden, owns fruit trees, poultry or 
livestock, or who has shrubbery to protect 
from marauding dogs, has need for this, the 
universal insecticide. 











Advertised in Nearly 4000 Periodicals 


Nearly 4000 newspapers and magazines are 
being used to help you to greater profits by 
selling “Black Leaf 40.” Be sure your stock 
is complete and your display material in good (Pigs 
shape. If not, check with your jobber. acorn wena 


eee 


TOBACCO BY-PRODUCTS & CHEMICAL CORP. — 


INCORPORATED @ LOUISVILLE, KENTUCKY 41 SONS 
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A “Repeat”? Item 
with Your Trade 


Calking materials are in active demand 
in many sections—as essential as house 
paint. Pecora Calking Compound is a 
source of profit for many hardware 
dealers. The trade “repeats” on this 
item because money cannot buy better 
quality. A leader since 1908, Pecora 
Calking Compound will not dry out, 
crack or chip, when properly applied. 


This Gun 


With 3 Nozzles and 

4 Filled Cartridges 

Shipped — Collect 
or 


$7.00 









Creators of 
Calking Compound 
in Cartridges 


HIS new type, high pressure Cart- 

ridge Calking Gun (patent applied 
for) is a great time and material saver. 
No messy filling of dirty gun. Assures 
a better calking job. Pecora Calking 
Compound is specially packed for this 
gun in non-refillable metal cartridge of 
approximately one quart and one pint. 


Other Pecora Products 
ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 

GLAZING PUTTY 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 





BOOKLETS 


Pecora Paint Company, Inc. 
Member of Producers’ Council, Ine. 
Lawrence & Venango Sts., Phila., Pa. 
Established 1802 by Smith Bowen 
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Connecticut Convention 


(Continued from page 100) 


care of by others. This attitude, he 
stated, was a mistake and urged the 
dealer to go after all the business 
in sight. He concluded by stating 
that the manufacturer wanted to do 
business with the local dealers and 
that it was up to the dealers them- 
selves if they wanted the manufac- 
turer’s business. 

“Independents Going to Town,” 
was the subject of the address de- 
livered by W. A. (“Big Bill’) 
Thompson, Lowell, Mass., vice- 
president of the New England Hard- 
ware Dealers’ Association. Mr. 
Thompson urged the dealers to give 
the public as much value and ser- 
vice as it can get anywhere else and 
to always give full value and get 
full value for the money involved. 

Specialty shops give the public 
what it wants, he said. They intro- 
duce newer methods and are con- 
sequently patronized by the public. 
The hardware dealer could take a 
leaf from the book of these stores 
and could profit by doing so. He 
concluded by advising the dealers 
to stick to the manufacturers and 
jobbers who give them the proper 
merchandise, properly priced and 
styled. 

“National Hardware Week,” was 
the next subject on the program and 
this was outlined and described in 
detail by Horace P. Aikman, 
N.R.H.A. director. 

Resolutions of condolence were 
adopted for deceased members of 
the association; of appreciation for 
the speakers, Nutmeggers, manufac- 
turers and jobbers, and of endorse- 
ment of National Hardware Week. 
Following the adoption of the re- 
ports of the auditing and suggestions 
committees the convention passed to 
the election of officers and commit- 
tees for the ensuing year. The 
results were as follows: 

President, F. T. Blish, Jr., South 
Manchester; first vice-president, 
Harry Mark, Ansonia; second vice- 
president, J. L. Palmer, Walling- 
ford; secretary, C. F. Freeman. 
Branford, and treasurer, H. W. 
Morse, Meriden. 

Directors: One year: L. E. 
Wheeler, Seymour; W. B. Welden, 
Simsbury; Fred H. Wilcox, New 
Haven; Lester Hayward, Middle- 
town. Two years: S. Howard Has- 
call, Hartford; George Stevens, Staf- 
ford Springs; C. Eugene Saunders, 
Norwich; Charles Tennstedt, Rock- 
ville. Three years: Roger P. Brown, 
Winsted; Clinton Welch, Westport; 


Roger Silliman, New Canaan; Wil- 
liam Langdon, Bridgeport. 

Nominating Committee: G. H. 
Marvin, New Haven; George Stev- 
ens, Stafford Springs; R. P. Brown, 
Winsted; Ben Krieger, Shelton. 

Resolutions Committee: George 
Stevens, Stafford Springs; Allyn 
Fuller, Canaan; Francis Biedient, 
Ridgefield; H. E. Riker, Fairfield. 

Auditing Committee: G. H. Mar- 
vin, New Haven; Carl Raven, Meri- 
den; F. T. Blish, Jr., South Man- 
chester. 

Suggestions Committee: Frank 
West, Stamford; H. C. Lovell, Strat- 
ford; Harry Blakslee, Thomaston; 
Ned Russell, Southport. 

Legislative Committee: Messrs. 
King, Willimantic; Merrit Treat, 
Hartford; Hasvall, Hartford; Dan- 
iels, Willimantic. 





West Virginia 
Convention 
(Continued on page 104) 


the fore. He saw adjustments in 
certain departments, but no general 
decreases in the tax rate. 

The convention closed with the 
association’s annual banquet in the 
Colonnades Dining Room of the 
hotel. The banquet was a fitting 
close to what leaders in state hard- 
ware retailing referred to as one of 
the most successful conventions in 
state history. Ed Blake, editor of 
the West Virginia News, in Ron- 
cevette, served as toastmaster. He 
introduced the principal banquet 
speaker, L. L. Shoemaker of the 
National Cash Register Company of 
Dayton, who delivered a fiery speech 
on statistics of retailers and con- 
sumer buying habits. His remarks 
were received with interest and en- 
thusiastic applause. 

After the banquet, most of those 
who attended it, joined the throng 
in attendance at the annual Gov- 
ernor’s Ball, held yearly in The 
Greenbrier in honor of the chief 
executives of West Virginia and Vir- 
ginia. Governor and Mrs. Holt were 
guests of honor. 

Milton Marsh of Weirton was 
elected president. H. T. Francis of 
Grantsville, moved up from the ex- 
ecutive committee into the first vice- 
presidency, while his running mate 
as second vice-president was Allen 
Hammer of Buckhannon. Henry 
Clower was reappointed as secre- 
tary-treasurer. 
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JANUARY... 
132% Increase e 


American dealers like yourself gave us that 
increase in January over 1937. They did 
it because Anker-Holth, with its 21 ex- 
clusive features, is becoming better known 
and because the Anker-Holth franchise 


pulls WITH the dealer. 


SWEET WORDS... These! 


A competitive manufacturer writes, “We 
heard so much about the exclusive features 
of your NEW Anker-Holth that we de- 
cided to obtain one and see for ourselves”’. 
Can’t you imagine the flood of comments 


that prompted that purchase? 


If Your Town Is Still Open . 





ral 
EXCLUSIVE 
FCATURES 


. wire or write for 


facts TONIGHT! It is better to sell the leader than to 


compete against it. 


ANKER-HOLTH MANUFACTURING COMPANY, Inc. 
PORT HURON, MICHIGAN 


Branches or Distributors in Principal Cities 
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SEMESAN JR.! 


Now seed corn can be treated earlier with SEMESAN 
JR. — protected against certain seed-borne disease 
organisms and made ready for planting weeks ahead of 
the actual planting date. This new advantage saves 
time for farmers — makes your selling season begin 
earlier, last longer. It is important to your profit to 
start displaying and talking SEMESAN JR. now! 
Write for new display and free corn pamphlets. 
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SEMESAN—for vegetables and flowers 
— may also be applied to seed at any 
time, even several months before plant- 
ing. Are you ready for early calls? 





BAYER -SEMESAN COMPANY, INC. 
DU PONT BLDG., WILMINGTON, DEL: 

























MOTO-MOWER 


PREFERRED FOR 20 YEARS BY USERS 
OF POWER LAWN MOWERS 


HERE’S A REAL Profit MAKER FOR THE 





LIVE HARDWARE DEALER! 


MOTO-BOY MODEL 
A well-designed, reliable 
Moto-Mower retailing at 


A NATIONALLY ADVERTISED LINE OF 
Quality MOTO-MOWERS 
LOW PRICED—FAMOUS EVERYWHERE 


Hundreds of hardware dealers in every section of 
the country have created sales and reaped hand- 
some profits by a floor display of the Moto-Mower 
hardware line of lawn mowers. Priced from $56 up. 
Write for literature and dealership proposition. 


Moto-Mower has been recog- 
nized for 20 years as the quality 


power lawn mower. 


Complete line of larger 
power lawn mowers up to 
72" cutting width also avail- 
able. Write for catalogue. 


$88 





F. O. B. Detroit 






THE MOTO-MOWER CO. 


4607 WoopwaARD AVE.. 


MARCH 10, 1938 








DETROIT, MICHIGAN 
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STEADY SALE SPECIALTIES 


Gem Nail Clipper 
ASSORTMENT 


Gem, Gem Jr., Yankee Nail Clip- 
"2 pers all on a 3-color self-selling 
¢ fj counter card, priced from 15¢ to 
85¢. Retails for total of $3.00. 
Attractive discounts. 





Neat nails reflect tg inement 


vst Cook's Gem Nail Clippers 






LASILY 
VSED 
cITMER 





Tams 
rites 
CLEANS 





POWERFUL 

ARRY OWE 

IN YOUR Wi PETE 
POCKET OR ¥ 
HANDBAG 


fecense es sasosia cose S J 
NOBURN ALUMINUM 


4 hardened screw driver bits on a 
key chain. Fits most screws and 
drives them with amazing power. 
Worth its weight in gold when 





needed around home, office, store 


rage. At the same time, it 
BOILER & STEAMER RACK fo an execitont hey holder. Retails 
at 10¢ 


Prevents scorching, sticking, 
loss of flavor. Fits bottom 
of kettle or stewpan. Ad- . 
justable for different pans. > 
Legs can be made long for 
steaming and reheating food, 







or short for boiling and REVERSING THE) 
; > LEGS TRIPLES | [\ J) 

roasting. Excellent hot dish THEIR LENGTH ZY, 4 

holder or layer cake cooler. ~.*.*=5> ae pap rare 

On attractive explanatory (io 


ecard. Retail, 25¢. 


THE H. C. COOK CO., 27 BEAVER ST., ANSONIA, CONN. 
EINER AARNE IN EEN mS 
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GRASSELLI 
AGRICULTURAL CHEMICALS 


CASH IN 


® Many growers buy 
insecticides early in the 
year. In fact the GRAS.- 
SELLI advertising pro- 


gram to growers started 
in January. 


Don’t miss this opportu- 
nity to cash in on volume 
business with an estab- 
lished line of quality in- 
secticides and fungicides. 
Order GRASSELLI Spray 
Products from your job- 
ber or write us direct for 
further information. 





GRASSELLI Arsenate of Lead 
NuREXFORM Arsenateof Lead 
Lime Sulfur Solution 

Dry Lime Sulfur 

Calcium Arsenate 

DUTOX, a fluorine insecticide 


SULFORON, a wettable 
sulfur 


Flotation Sulfur Paste 
GRASSELLI Wettable Sulfur 
GRASSELLISpreader-Stickei 
Bordeaux Mixture 

Cryolite 

Nicotine Sulfate 

Dormant and Summer Oils 








Copper Oxy-Chloride 





E. I. DU PONT DE NEMOUFS 
& COMPANY, INC. 
GRASSELLI CHEMICALS DEPT. 
Wilmington, Delaware 


Branches in Principal Cities 


aur 
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The winning display of the Recreation Equipment Co., 
Springfield, Ohio. Paul Lubbers, display manager. 


Mossberg Awards Prizes 
for Display Contest 


INNERS in the recent retail 

dealer merchandise display 
contest sponsored by O. F. Moss- 
berg & Sons, Inc., New Haven, 
Conn., firearms manufacturers, have 
been announced by the manufac- 
turer. The first award of $200.00 was 
received by Paul Lubbers, Recrea- 
tion Equipment Co., Inc., Spring- 
field, Ohio. Other awards were: 
second, $100.00; three awards of 
$50.00 each; three $25.00 awards; 
1l awards of $10.00 each and six 
awards of $5.00 each. All other 
dealers who submitted photos of 
their displays, whether window or 
interior displays, received a gift from 
the sponsor. , 

Dealers whose windows won 
awards were: Paul Lubbers, Recre- 
ation Equipment Co., Inc., Spring- 
field, Ohio; Anderson’s Sport Shop. 
Hackensack, N. J.; Person’s Sport 
Shop, Columbus, Neb. ; Garfield Hard- 
ware, Wash.; E.J.Aumand, N. Walpole, 
N. H.; Stevens Hardware Co., Inc., 





Fourth place display of Gar- 
field Hardware, Garfield, Wash. 


Oneonta, N. Y.; Harris, Flippen & 
Co., Richmond, Va.; Corrie’s Sport- 
ing Goods, Minneapolis, Minn.; 
Stovall Hardware Co., Chattanooga, 
Tenn. and the retail store of Weed 
& Co., Rochester, N. Y. Awards were 
also given the salesmen of whole- 
sale houses who sell Mossberg mer- 
chandise to the winning stores. 

Dealers participating in the con- 
test were not required to buy any 
merchandise. The only requirements 
were that the Mossberg name and 
merchandise made by the sponsor 
should be prominently featured in 
the display. Displays were judged 
entirely on the basis of their at- 
tractiveness, originality and sales 
value. 


Virginia Convention 
(Continued from page 116) 


dents from his own experience show- 
ing how he had handled various 
types of customers. 

W. K. Smith, Clifton Forge, was 
elected president for the ensuing 
year. Other officers were R. K. Saum, 
Edinburgh, vice-president; R. A. 
Frayser, Richmond, secretary; Har- 
ris Mitchell, Richmond, treasurer 
and business manager, and J. J. 
Wicker, Jr., Richmond, counsel, 
Executive board: C. C. Boyce, Ports- 
mouth; J. M. Reynolds, Norfolk; G. 
T. Omohundro, Jr., Scottsville; A. L. 
Lorraine, Richmond; J. E. Mathews, 
Galax, and W. T. Tillar, Jr., Em- 


poria. 
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DIAMOND 
TOOLS 


Diamalloy Wrenches are made in sizes 4” to 
24”. Drop forged from special Diamalloy steel, 
strong and tough 


——- 


Diamond Alloy Plier 







Diamond Diagonal Cutting Plier | 


Diamond Combination Pliers of alloy and tool 
steel in many sizes and patterns; also Diagonal 
Pliers, Battery Pliers and Motor Pump Pliers. 
A fast-selling quality line. 





Diamalloy 
Staple 
Pullers 


Diamalloy Staple Pullers are made from spe- 
cial alloy steel. Guaranteed for strength and 
durability. For use on metal or wooden posts. 
No other tool necessary for fence work. 


DIAMOND CALK HORSESHOE COMPANY 
4702 Grand Ave. Duluth, Minn. 


Also manufacturers of ready-to-nail steel and rubber horseshoes, 
chain hooks, picks, mattocks, etc. 

























SELL 


Cap 
Screws 
with a 2-Way Profit! 


You experienced sellers know the profit of supplying your cus- 
tomers with products that offer them extra savings after pur- 
chase. Thousands of Triplex users have learned the double 
profit of these fine cap screws, for instance: savings in the 
production line because of super-accurate forming and cleanly 
cut threads; extra strength and freedom from breakage through 
rigid steel specifications. The line’s complete. Buy and sell 
Triplex for safe economy your customers appreciate. Write 
today for samples and new prices. 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


ial IPLEX 


LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions sold—Used in Every Industry 
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YOUR SALES! 


CONSULT HELLER! 


We offer hardware dealers everywhere 
the most beautiful, finely constructed 
line of hardware store 





NO ROOFING Is BETTER 
THAN ITS 


SURFACE 


Roofing can give service only so long as its topmost 
layer resists time and the elements. That’s why so many 
leading roofing manufacturers permanently protect 
the surface of their make of roofing with an outer 
coating of STA-SO. 

STA-SO is the surfacing of crushed, everlasting Vermont slate 
—non-porous, non-fading, wear defying. Its hard slate par- 
ticles, flat and overlapping like fish-scales, will not drop out or 
wash off. STA-SO completely seals any roofing surface and is 
proof against age, weather, fire and sun. 

STA-SO, on roofing, shows no brand or label. To make sure 
that any make of roofing you handle is surfaced with STA-SO, 
write us for the facts. 


CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECO 
ANY ROOFING SURFACED WITH 








STA-SO "82 











fixtures a 
t ever By dis- - 





recent new developments in modern 
store equipment based qn 45 years’ 
ewperience in manufacturing and eco- 





playing your merchandise in the at- .; «” 
tractive HELLER manner, placed 
within sight and easy reach, it will — 






stimulate greater buying. 


NEW 1938 FEATURES! 
Learn the details about HELLER’'S 


NEWLY DESIGNED LINE! 
Shelving and wall fixtures, dis- 
play tables, nail bins, counters, 
screw bolt and drill cases, boxes 





nomical p f ds of suc- and drawers, sample holders, 
cessful stores throughout the world. etc. All pictured in folder sent 
QUALITY FIXTURES AT LOW FREE! 


PRICES! 
Although eee SEND FOR FREE 
store equipment em es nest 
craftsmanship built to produce ILLUSTRATED 
FOLDER NOW 


greater customer buying, it is 
available at —s low 
prices and on time payment 
basis. It will 9ey to investigate 
at once. 


W.C.HELLER & 


WRITE TODAY! 


THE BEST 
HARDWARE SHELVING 
IN THE WORLD 


{7 20 Vesey St. 238 Bryant St. 
OPM BAF New York City Montpelier, Ohio 
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Your big season is just 
ahead! Wise dealers are 
stocking up on Everedy 
Silent Door Closers right 
now to be ready for the 
Spring rush! Everedy 
Closers are positive in 
action . . . may be used 
on either side of door 
frame . . . have auto- 
matic stop for holding 
door ajar . . . thumb 
screw closing speed ad- 
juster .. . are known and 
used all over America! 
Patented ‘'Double- 
Jointed” feature makes 
perfect installation easy 
and simple. Protected 
against corrosion with brass 
lacquered cylinder and 
cadmium plated brackets! 
Packed individually in dis- 
play cartons. 











EVEREDY SCREEN DOOR 
GRILLES 

Positive proof against even 
pups and youngsters... 


Demonstration 
mobnt free with your 
initial stock order! 


improve appearance! Double the life of any screen 
door. Hand woven of rustproofed steel heavily 


coated with brass lacquer. 


EVEREDY TURNBUCKLE BRACE 


Corrects screen door sag forever 

- and insures perfect fit with 
frame. Famed "Clawed End Grips” 
make screws "stay put”. Cadmium 
plated rods and brass turnbuckle 
. + « absolutely rustproof! 


Get your share of the profits that bloom in spring! 


The EVEREDY C- 


5 EAST ST., FREDERICK, MD. * NEW YORK SHOWROOM-225 FIFTH AVE. 
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Chicago Bar Ass'n and Collection 
Agencies Reach Agreement 


DECLARATION of principles 

governing the operation of col- 
lection agencies was agreed upon 
Jan. 29, 1938, by the Chicago Bar 
Association and the Chicago Asso- 
ciation of Collection Agencies, after 
a series of friendly conferences. The 
accord between the lawyers and col- 
lection men is the result of a joint 
effort to protect the public as well as 
themselves against improper prac- 
tices in the collection field. The rules 
agreed on were as follows: 

“It is improper for a collection 
agency: 

(1) To furnish legal advice or to 
perform legal services, or to repre- 
sent that it is competent to do so; 
or to institute judicial proceedings 
on behalf of other persons. 

(2) To communicate with debtors 
in the name of an attorney or upon 
the stationery of an attorney; or to 
prepare any forms of instrument 
which only attorneys are authorized 
to prepare. 

(3) To solicit and receive assign- 
ments of commercial claims for the 
purpose of suit thereon. 

(4) In dealing with debtors to 
employ instruments simulating 
forms of judicial process, or forms 
of notice pertaining to judicial pro- 
ceedings, or to threaten the com- 
mencement of such proceedings. 

(5) To solicit claims for the pur- 
pose of having any legal action or 
court proceeding instituted thereon, 
or to solicit claims for any purpose 
at the instigation of any attorney. 

(6) To assume authority on be- 
half of creditors to employ or ter- 
minate the services of an attorney or 
to arrange the terms or compensation 
for such services. 

(7) To intervene between creditor 
and attorney in any manner which 
would control or exploit the services 
of the attorney or which would direct 
those services in the interest of the 
agency. 

(8) To demand or obtain in any 
manner a share of the proper com- 
pensation for services performed by 
an attorney in collecting a claim, ir- 
respective of whether or not the 
agency may have previously at- 
tempted collection thereof.” 

This declaration of principles is 
intended to define clearly the re- 
spective roles of lawyers and lay col- 
lectors in the handling of commer- 
cial accounts. It was originally 
adopted by the American Bar Asso- 
ciation and later accepted by the 


collection agencies in New York 
City at the instance of the local bar 
associations. 

In the negotiations just concluded, 
the Chicago Bar Association was 
represented by a committee com, 
posed of Edward Hershenson, Al. 
fred J. Parker, C. Wesley Mulfinger, 
Edward Rothbart and Bernard Me. 
Devitt. The Chicago Association of 
Collection Agencies was represented 
by its president, A. C. Bruhnke, of 
Bruhnke & Silver, George H. Shevlin 
of Dun & Bradstreet, William C. 
Claney;~ Jr., of the Lumberman’s 
Credit Association, George Graves of 
the Lyon Furniture Mercantile 
Agency, S. O. Penrod, of Sporting 
Goods Industries Clearing House 
and Oscar Holen. 


Illinois Convention 
(Continued from page 124) 


shown, while at ease, all the things 
that can be done to improve her 
kitchen. 

Glendon Hackney, managing. edi- 
tor of Hardware Retailer, told re- 
tailers that they should recognize the 
increasing importance of the chain 
stores in the consumer’s conscious- 
ness and to try by good merchandis- 
ing and sales technique to regain the 
ground they have been losing. 

Frank W. Spaeth represented W. 
L. Stensgaard and Associates, ‘Chi- 
cago, in place of Mr. Stensgaard 
himself, who was originally sched- 
uled to speak. Talking on the subject, 
“The Independent Goes to Town,” 
he stated that many of the reasons 
that some retailers did not get “much 
further than the southeast corner of 
the cornfield” could be cured by 
adoption of the following: better 
control of expenses and plugging of 
all leaks; better understanding of 
sales promotion both direct and in- 
direct, a complete knowledge of 
profit sources and a knowledge of 
the value of suggestive selling; im- 
proved displays in windows and 
stores. 

There were also a number of so- 
cial events on the program. On 
Wednesday morning members of the 
25-year club were honored at a spe- 
cial breakfast. The regular “dutch 
treat” dinner and dance was Wednes- 
day night and on Thursday all 
downstate dealers and wives took a 
tour of Chicago. 
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Every craftsman needs a com- 
plete series of all-purpose Forst- 
ner Labor Saving Auger Bits 
packed in a readily accessible 
case. You’ll find it takes but very 
little added effort to sell these 
handy tools by the set. Try it! 














Forstner Bits, unlike others, 
are guided by a circular rim in- 
stead of a center. Consequently 
they bore any arc of a circle. 





The entire cut- 
ting surface is at 
work all the time, 
leaving a clean, 
smooth hole re- 
gardless of knots 
or grain direction. 





Forstner Bits 
come packed in 
sets of 9, 11 or 17. 
Gor Write for copies of 
aALIy?\ catalogs TODAY! 


ct) tees CO ONE C TIC UT 








ROGRESSIVE MFG. CO 









..- AND NO EFFORT 


TO SELL IT! 


Consider how easy ‘‘Over-the- 
Top’’ Door Equipment is to in- 
stall and operate and you'll know 
why dealers find it so easy to 
sell. Contractors cooperate 
because installation is fast, and 
simple. Requires no excess 
trackage, no weight, pulleys, 
cables, chains. Owners like its 
remarkable convenience, its op- 
erating ease, and attractive 
appearance. The price is reason- 
able, no special doors are re- 
quired, and there’s a size to fit 
every garage opening. Pleasing 
both contractor and owner, 
‘*Over-the-Top’’ Door Equip- 
ment takes guesswork out of 
sales, puts extra profits into the 
till. If you’re not sharing these 
profits, don’t delay any longer. 
Write today for full details. 


FRANTZ MANUFACTURING CO. 
Sterling, Illinois 


* TOP” 
Orr DOOR EQUIPMENT 








TO YOUR 
INCOME 


BY OFFERING A 


LAWN MOWER 
SHARPENING 
SERVICE 








THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of dependable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side. COMPLETE 
PLANS FREE! Our free plans show you how to establish a 
successful lawnmower sharpening business as 
a part of your present service to customers. 
Many stores average from $30 to $40 PER 
WEEK cn the Ideal Sharpener which requires 
only the spare time of one of the clerks to 
operate. Send for free catalog today. 


THE FATE ROOT HEATH CO. 


702 BELL ST. © PLYMOUTH OHIO 
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“BUNDLING” CHAINS — 















less Chain... 


THE McKAY CO 


McKAY BUILDING 












AN OLD NEW ENGLAND 
CUSTOM? 


Hardly. Although the term “bun- , 
dling”” may remind you of an early 
colonial romantic practice, ‘“Bun- 
dling’? Chains are used for very 
practical purposes, such as fasten- 
ing and lifting bundles of pipe and 
steel bars in mills. McKay Chain 
is favored here; another tribute to 
















“MeKay’s 50 years 
of knowing how” 


Look to this maker for your 
A-No. 1 quality welded and weld- 








Formerly U.S. Chain & Forgir 








KLEINe=x 


3200 BELMONT AVE. 
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by Charles Acker, Columbus, chair- 
man. The association was urged to 
petition manufacturers, wholesalers, 
purchasing agents and other organi- 


zation to abstain from purchasing | 


merchandise at retail for their em- 
ployees, thus denying the retail hard- 
ware dealers of their rightful sales 
opportunities. Members were also 
asked to file complaints of such ac- 
tivities. The committee recommended 
that electrical jobbers be requested 
to make known their policies with 
regard to selling industrial plants, 
government departments, etc. 
“Consumer Credit Control” was 
the subject of Harold Tom of the 
Credit Bureau of Zanesville. Mr. 
Tom said that the most important 
retail credit problem was proper 
credit control and its solution could 
come only through the cooperative 
efforts of merchants. He remarked 
that credit has become so large and 
important a part of business transac- 
tions that it now can influence the 
economic cycle. Credit granted in 
1936 amounted to from 32 to 25 
per cent of the total retail volume. 
Approximately 20 per cent of aver- 
age consumer transactions is now on 
a credit basis. There is nothing 
wrong with the proper use of credit, 
Mr. Tom stated. A good credit policy 
can increase charge sales and also 
decrease the cost of doing business. 


Mr. Tom pointed out that dealers 
are too often hazy about their credit 
policies and the collection of delin- 
quent accounts and that they too 
often neglect to tell the customer 
specifically what his part of the 
transaction is. Local credit bureaus, 
he said, are most useful for the exe- 
cution of successful credit programs 
since they are a “pool of credit ex- 
perience for credit protection.” 

A. D. Van Dervoort, Lansing, 
Mich., gave a forceful talk on “The 
Consumer—Your Traffic Cop,” tell- 
ing the dealers that the customer was 
their real boss and he had to be 
satisfied in every instance or his pa- 
tronage would be lost. He stressed 
the need for color, light, drama and 
ballyhoo in merchandising and urged 
dealers to individualize their stores, 
making them different from all others 
and particularly different from the 
chains. 

Too many windows, Mr. Van Der- 
voort said, were beautiful but dumb. 
They lacked human interest, ideas, 
and motion. Dealers do not take suf- 
ficient advantage of new merchandise 














Here’s the Fastest 
Selling Sprinkler 









It's e 
Little 
Red-Headed 
Giant! 


Without doubt, the Pre- 
max Turbine listing at 60c 


is the fastest seller in the 
Only 


three parts—nothing to wear 


popular price class. 


out—and eye appeal! It has 





it! Order a sample ship- 


ment—and watch them go! 


remax radu 


Divi ision of Chish >/m- Ry der Co. | haat 


IROG HIGHLAND AVE. NIRGARA Fal 











There is Always 


a Market for 
Stewart Products 


Progressive hardware men will do 
well to investigate the liberal dealer 
plan offered by Stewart. An oppor- 
tunity to increase profits through the 
sale of Iron and Chain Link Wire 
Fence and Entrance Gates, Lawn Fur- 
niture. Interior and 





Exterior Railings, 
Bracket and Pier 
Lanterns, Folding 


Chairs, Stable Fit- RR 
tings and other Or- 
namental Iron and 
Wire Products and 
kindred metal specialties. 
You invest nothing and 
you are not required to 
carry any stock. Write 
today for full details of this outstand- 
ing Stewart offer. This places you 
under no obligation whatever. 





NCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 
CINCINNATI _— OHIO 
“Werld’s Createst Fence Builders Since 1886" 
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GUM 
SPIRITS OF [Em 
TURPENTINE [oF 


o) 
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EASY TO BUY— 
because a complete stock of all 
sizes can be carried by purchas- 


ing half the number of gallons | 


necessary to fill a drum. 


CONVENIENT TO HANDLE— 
because the sloppiness and waste 
connected with bulk turpentine 
is eliminated. 


PROFITABLE TO SELL— 
because the attractiveness of 
the package creates immediate 
consumer demand, and the qual- 
ity of the product will surely 
bring repeat business. 


TALOCO GUM SPIRITS OF TURPENTINE 
complies with the provisions of 
the N. S. Act, and the require- 
ments and specifications of the 
U.S.P. for Oil of Turpentine. 

SEE YOUR JOBBER TODAY 
FOR PRICES 


TAYLOR, LOWENSTEIN & CO. 


Mobile, Ala. Cincinnati, O. 
56 N. Commerce St. 605 Gerke Bldg. 








by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod- 
ern service and comfort. They ap- 
preciate its convenient location. 
And their budgets approve the rates 
which make it the 
big hotel value 
in Philadel phia. 
1200 rooms and 
baths. Moderate 
rates. 


THE 
BENJAMIN 
FRANKLIN 





Complete fa- 
cilities for 
meetings, 
from small 
groups to 
conventions. 











SAMUEL EARLEY, Managing Director 


Philadelphia 
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and consequently have little that is 
startlingly new to offer their cus- 
tomers. 

In his address the “Independents 
Going To Town,” William Dern, Cin- 
cinnati, Ohio, effectively mixed 
humorous stories with some common 
sense philosophy built around the 
idea of using a sense of humor in 
business. 

Paul B. Sweger, Lima chairman 
of the resolutions committee an- 
nounced that a resolution favoring 
the association’s support of National 
Hardware Week and the endorsement 
of the Ohio retail sales tax as long 
as that tax is necessary. 

J. C. Blaser, Cleveland, was elected 
president of the association; C. C. 
Hewitt, Sedalia, vice-president. John 
B. Conklin, 175 S. High St., Colum- 
bus, is secretary-treasurer. P. B. 
Sweger, Lima, H. F. Stotzer, Arch- 
bold, together with the newly retired 
president, J. W. Bonifield, Zanes- 
ville, comprise the advisory board. 
New directors elected for two years 
are: Sam Briggs, Frankfort; R. S. 
Booth, Galion, and Joseph Laws, 
Cincinnati. Directors remaining in 
office for another year are: Robert 
Guyton, East Liverpool, J. B. Heinz, 
Painesville, and H. C. Sellman, 
Greenville. 

Among the entertainment features 
of the convention were a banquet 
and dance, Wedesday, Feb. 16, at 
which the Mardi Gras carnival spirit 
was the order of the evening, and a 
dance and floor show, the following 
evening. 


Chicken Feed 


OR the benefit of any who are 
interested in the state of the na- 
tion and “whither are we drifting?” 
we reprint from the Congressional 
Record certain remarks that passed 
between Representative Wright Pat- 
man, a Texas Democrat, and Repre- 
sentative Albert J. Engel, a Michi- 
gan Republican, who had asserted 
that the Government ought to cut 
down spending: 
Mr. Patman: “Which appropria- 
tion would the gentleman stop first?” 
Mr. Engle: “The first thing I 
would do would be to stop this send- 
ing of about 3,000,000,000 pieces of 
mail through the Post Office free from 
the various departments of the gov- 
ernment, which cost the government 
$220,000,000 during the last four 
year.” 
Mr. Patman: “Oh, that is merely 
chicken feed.”—-N. Y. World-Tele- 


gram. 
















Push Garden Tools Now! 


NORCROSS Dealers are reporting 
the best early demand in years. “Short 
week” employment is actually helping 

. more time for home gardening, 
more need for garden tools. Check 
your stock of NORCROSS or BUSH- 
NELL ... order the items you'll need 
from your wholesaler .. . and set up 
a prominent window and floor display 
so customers can buy. 


For nearly half a century the 
NORCROSS trademark has stood 
for the utmost in quality, design, 
workmanship and finish. And the 
BUSHNELL lower-priced line 
offers the Independent Hardware 
Dealer an opportunity to meet 
low-price competition with su- 
perior quality equipment. 


Write us for 1938 catalog and the 
name of your nearest wholesaler sell- 
ing the NORCROSS and BUSHNELL 
brands. And remember—they’re sold 
only through “Independents”... . . 


C.S. NORCROSS & SON 
Bushnell Illinois 


Quality Garden Tools 
Since 1891 








IREGR 


BELT HOOKS 


have the blue aligning cards 

(patent applied for) that prevent 

hook wasto—loss from handling, 

loss of short card ends. 
Those Who Sell Belt Hooks appre- 
viate the new WIREGRIP method of card- 
ing, for it not only protects fingers from 
the sharp points, but also prevents hooks 
from coming off cards, prevents them from 
flattening down even when roughly handled. 
Every card remains saleable. 
Those Who Use Belt Hooks prefer 
WIREGRIP HOOKS because they are 
safely handled, and because the patented 
blue card hold hooks, even the shortest 
ends, in perfect alignment. Every hook is 
used—no card end waste. Lacers are more 
easily loaded as hooks are certain to be 








Feminine Appeal 
Builds Business 


(Continued from page 67) 


attractive appearance. Pottery, 
chromium plated ware, electric 
clocks, electric toasters, copper 
ware and gadgets are some of the 
items shown in front of mirrors. 
Some large and higher priced 
articles, such as coffee tables, are 
shown on the floor in some of the 
sections. Merchandise which can 
be washed or dusted is constantly 
cleaned in order to keep the dis- 
play looking fresh and interesting 
at all times. Chromium plated 
ware is shown at one end of the 
section and aluminum ware at the 
opposite end of the department, so 
that all bright merchandise is not 











“Oh Boy! 
Am I 
Hot Stuff ?”’ 





{YEN the horse is proud of saddlery 
hardware finished with Eberite— 
our new plating that covers evenly and 
fully with a beauty that endures. 


This remarkable new finish excels 
anything heretofore offered in its re- 
sistance to rust, wear and weather. 
Fused to the base metal, it will not 
crack or chip. 


Eberite is an exceptionally bright 
and hard finish that surpasses in ser- 
viceability and attractiveness all the 
commonly known and used finishes, 
such as galvanizing, cadmium plating 
and chromium plating. 


Eberite is an exclusive feature of 
our Saddlery Hardware Division. 


accurately positioned to fit the lacer. 

ARMSTRONG-BRAY offers the only com- | 

plete line with both types of belt lacing— | 

WIREGRIP Belt Hooks and STEELGRIP 

Flexible Belt Lacing (that goes on with a | 
| 
| 


hammer); also Lacers both Premium Station | 


vise and bench types, and 
couplings and fasteners for 
. 
Manufacturing Co. 
Cleveland, Ohio 


A Prhovéem 
PRODUCT 


concentrated in one spot. 


Write for descriptive circular 














caay Getting people into any store is 
PA a a big part of the battle for sales. 


S “The pBelt Lavine Another traffic-building idea at 
the Grant-Bliss store is a premium 
station at which soap wrapper 
coupons are redeemed for mer- 
chandise supplied by a soap manu- 
facturer. Women visiting the pre- 
mium station have to pass the 
entire housewares display and as 
a result of these visits see many 
items for which they might noi 
otherwise feel a need. Often a 
woman hastily leaving the pre- 
mium station may not stop to buy 
items she notices in the house- 
wares section but she will fre- 
quently see something for which 
she will eventually make a request. 
Last year a total of 491,910 cou- 
pons were redeemed, the average 
person with coupons turning in 
about 100 per visit. This meant 
that at least 5000 customers or 
prospects—mostly women—were 
attracted to the store by the pre- 
mium tieup. 


» 






304 Loomis Ave., 
CHICAGO, U.S.A. 


















Everyone 
demands highest 
quality in baby 
scales! 





Feature this Superior 
Nursery Scale 


Always in demand the year round—with generous 
profits. Tempered Swedish steel spring assures sen- 
sitive recording of gains and losses to a fraction 
of an ounce. Reversible attachment. Non-tip base. 
Capacity 30 Ibs. by ozs. Ivory, Blue or Pink. Plan 
to use for big promotion National Baby Week. Ask 
your jobber for catalog and prices. 


HANSON SCALE CO. (Est. 1888) 


510 N. Ada St., Chicago 1150 Broadway, New York 


BATH SCALES ¢ DIET SCALES 
FAMILY SCALES « NURSERY SCALES 
SCALES for DOCTORS' OFFICES 
PENNY WEIGHING MACHINES 





This is No. 550-A, 10 inch Oscillator $12.95 list. 
Dependable performance, accepted appearance and 
moderate prices are outstanding characteristics of 
SIGNAL FANS. The name SIGNAL is recognized as 
a brand that is nationally known and which can be 
eo ee with — — ——— com M4 
Wh ! are real values. very fan carries the 

en charge account customers guarantee, and is approved by the Underwriters’ 


visiting or phoning the store do apr IGNAL ELECTRIC MFG. CO. 
not indicate that they want the Menominee, Michigan 
merchandise charged to their ac- pe al ese han 
counts, they are asked, “Do you 

want to pay the driver?” Cus- 
tomers, phoning or calling at the 


Charge Accounts 
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SIZE MARfKED 





IN POPULAR 


ASSORTMENTS 


Dealers who do not care to stock all 
sizes of pump leathers will find these 
balanced assortments of Simplex size- 
marked packings very convenient, pop- 
ular—and profitable. Why turn profits 


out the door when a small investment 


will give you a complete range of sizes? 


Ask your jobber about Simplex pump 
feathers or write us for price list. 
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Sales from the 10 items 
shown here will help to meet 
payrolls and other overhead 
from earliest spring until late 
summer. Profit margins are 
especially attractive. 


Extensive National 
Advertising Campaign 
HAMMOND’S SLUG SHOT 
is being advertised to 9,760,- 


000 readers of Garden Maga- 
zines and Newspapers, and to §| 


5,200,000 readers of Farm 


Papers. In addition, there }} 

are special campaigns fea- 

turing DOG SKAT; TRIAD 

a new spray; 

WEED KILLER and NO- 

CROW Repellant. Back of 

this powerful advertising is a 

63-year-old reputation for de- 

pendability. 

For steady and attractive | & 
. Write us # 


for prices and dealers’ dis- 
counts. 


HAMMOND 
PAINT & CHEM. CO., INC. 
— 46 Ferry St. Beacon, NY. § 








store, who do not have charge ac- 
counts are asked the same ques- 
tion. 

The term, “C.0.D.” is never 
used in reference to payments to 
be made on receipt of merchan- 
dise. Instead these transactions 
are called, “W.P.D.” or “Will Pay 
Driver” sales. The “W.P.D.” idea 
was adopted when it was found 
that many men objected to being 
told that the merchandise was 
being sent “C.0.D.” The delivery 
man does not know whether mer- 
chandise he is delivering is on a 
charge account or whether it has 
been paid for at the time of pur- 
chase as he only makes collections 
on packages marked “W.P.D.” By 
not having the delivery man col- 
lect on charge account bills unless 
the customer is insistent, the cus- 
tomer will often visit the store 
after a monthly statement has been 
received. These visits result in 
additional sales at the store. All 
charge accounts are checked over 
once each month by Mr. Bliss who 
examines some each business day. 


Window Displays 


Usually one display window is 
devoted to housewares, etc., while 
the other is given over to lines of 
interest to men—such as tools, 
builders’ hardware and supply 
lines. Typical of the store’s pro- 
motion of seasonal lines is its dis- 
play of guns just a few days be- 
fore the hunting season opens. 
An entire window is given over 
to a display of firearms. A num- 
ber of different models are dis- 
played, flat on a plush floor 
covering, together with cards in- 
dicating the maker’s name and the 
price. With the beginning of the 
season, guns, ammunition, hunt- 
ing knives, hunting clothing, etc., 
are displayed with background of 
leaves and manufacturer’s display 
pieces. Guns are offered on “easy 
payment plans” (or lay-away 
plans). The customer selects a 
gun and makes payments as con- 
venient. Upon completion of pay- 
ment, the gun is turned over to 
the customer. Under this plan no 
carrying charge is required and 
the store does not have to finance 
sales on this line. From 25 to 50 
guns are sold each year on this 
plan. 
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IT PAYS TO 
FEATURE 


NoMa) 207 Dealers 


Who Know 


The amazing new skate that’s cushioned in 


rubber! Absorbs shock 3 ways: Rubber 
cushions — Rubber mountings — Rubber 
wheels—18 ball bearings in each wheel! 





ROLL-KINGS are 
That’s why 


featured, 
dynamite for sales appeal! 
dealers display them on counters—in win- 


Wherever 


dows—in their advertising! ROLL-KING 
spells quality—attracts the cream of the 
customers! The greatest skate improve- 
ment in 20 years—with new skating plea- 
sure in its “Floating Ride!” Stock them 
for 1938! It pays! Ask your jobber—or 
write direct for details, prices. 


METAL SPECIALTIES MFG. CO. 
3208 Carroll Ave., Chicago, Ill. 


A Hinge With Real 








and 
Exclusive 
Talking |. 
Points 


1. Invisible. 

2. Non - sagging, 

easy - operating, 

noiseless, un- 
limited life. 

Greater portion 

of door weight 

removed from 
screws — prevents 
loosening up. 

. Tamper-proof, 

. Ideal for secret 
panel construc- 
tions. 

6. Reversible — may 
be used R or L 
hand. 

7. Eliminates clean- 
ing and polishing. 

8. A type and size 
for every hinge 





as 





need. 
Write for Soss Manufacturing Co. 
Catalog 648 E. Ist Ave. 


and Prices Roselle, N. J. 


SOSS 














INVISIBLE 
HINGES 


NEVER SEEN* NEVER HEARD* NEVER TROUBLE 





162 











Pacific Northwest Convention 


(Continued from page 108) 


The most important point to re- 
member is that generally you have 
to deal with women and usually they 
have been looking around and are 
apt to have definite ideas as to what 
they want. 

Most hardware dealers handle 
paint and hope they have gone right 
kind. Once you have landed and 
finished a job you can forget, and 
you will have little trouble if you 
have kept pace with modern trends 
and can deliver the goods. 

“National Hardware Week” was 
the subject of an able address by 
Charles R. Isaacs, Indianapolis, 
Ind., representing the National Re- 
tail Hardware Association. Next 
was the Hardware Question Box con- 
ducted by O. L. Lundale of Deer 
Park. 


Modern Kitchens 


“Kitchen Utensils and Equip- 
ment” was the subject assigned to 
Miss Ester Pone, home economics 
specialist, State College of Washing- 
ton, Pullman. 

“What kind of equipment should 
be used. You sell one kind and [ 
may recommend some other,” she 
said. 

All equipment should be con- 
sidered on four points: 1—durabil- 
ity; workmanship. 2—time saving. 
3—energy saving. 4—result we get. 
She advised buying the best that the 
purchaser could afford. 

She said that in going around 
from place to place in her work and 
looking through the average hard- 
ware store she had been unable to 
find one in which complete equip- 
ment for a kitchen could be pur- 
chased at one store. 

Dealers should know their mer- 
chandise so as to sell it intelligently 
and more displays showing quality 
goods were needed in her opinion. 

The closing feature of the session 
was a sound-motion picture showing 
the construction of the San Fran- 
cisco-Oakland bridge, through the 
courtesy of the Columbia Steel Co., 
San Francisco. 

L. J. Smith, department of Agri- 
cultural Engineering, State College 
of Washington, Pullman, spoke on 
“Farm Home Modernization.” 

He started out with the statement 
that there is a lack of modern home 
conditions all over the country and 
Washington is no exception; that 


50 per cent of farm homes in that 
state have no bathtubs, 50 per cent 
lacked electrical appliances and 48 
per cent had no running water. 

In the electrical field farmers are 
building lines assisted by the utility 
companies and that there are now 
3000 farm homes in the Palouse 
country not getting electric current 
which should have home comforts. 
Dealers can get this business best 
by a system of education and home 
modernization campaigns. 

“Selling Major Electric Appli- 
ances,” was the subject handled by 
E. A. Johnston, Brown-Johnston 
Wholesale Co., Spokane, who stated 
that the sale of this type of mer- 
chandise should afford a good mar- 
gin of profit to the dealer, but that 
it does not always work out that way. 

Walter Jensen, assistant manager 
Spokane Credit Men’s Rating Bu- 
reau, Spokane, spoke on “Installment 
Brake Inspection.” 

The convention reaffirmed its be- 
lief in the resolutions adopted by the 
National Federation of Implement 
Dealers; extended resolutions of 
condolence to the families of de- 
ceased members and urged that 
Congress avoid any action that would 
increase the burden on the lower 
income groups in revamping the tax 
structure. 


Officers Elected 


The nominating committee pro- 
posed the names of O. L. Lundale 
and William Thiel for directors and 
they were accordingly elected. Earl 
Kidder, St. Maries, Idaho, was elect- 
ed president for 1938 while O. L. 
Lundale, was elected to the office of 
vice-president. 

The main social event of the con- 
vention Wednesday evening the 
jobbers and manufacturers gave 
their annual banquet for the guests 
and the Marie Antoinette ballroom 
was filled to overflowing and some 
had to repair to the balcony. J. T- 
Treney acted as toastmaster and in- 
troduced all the distinguished guests 
and the officers of the association, 
some of whom made short remarks. 

As the closing incident Harry 
Brenn of Moscow, Idaho, presented 
Retiring President Richardson and 
Mrs. Richardson gifts as a token 
of good will and respect from the 
members of the association. 
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@ This ad will not interest 
those who assume the easy- 
going attitude that *‘a nail 
isa nail’’. But Carpenters. 
Millwrights, Crating De- 
partments are wise to the 
differences in Wickwire 
special nail performance — 
























the difference in wire quality, in uniformity of heads and 
points that save time and waste of materials. e Wickwire 
offers you special nails in all styles, sizes and finishes — 
bright, cement coated, galvanized or coppered. @ Specials 
for nailing machines; diamond, needle and duckbill points. 


Specify Wickwire Nails and test the difference. 





SORTLAN Barn EC Ww YORK-:-: 











WICKWIRE BROTHERS 


u. Som 





when you want it! 


Are you having trouble getting glass when you want 
it? Are you getting a high quality glass? If not, then we 
suggest that you try Clearlite Quality Glass. Shipments 
made when promised . . . dependable as to quality, 
and graded according to the highest standards. Clear 
vision, brilliant lustre, perfectly flat and easy to cut. 


THERE'S A CLEARLITE JOBBER READY TO SERVE YOU 


EASY ON THE EYES 
FOURCO GLASS CO. 


General Offices: CLARKSBURG, W. VA. 
Branch Sales Offices: New York * Chicago © Ft. Smith, Ark. 


NATION-WIDE DISTRIBUTION 
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POWER TOOLS 


At Prices That Assure Quick Turnover 


No. 3! Belt Sander—a real production 
sander for home workshops at low cost. 
Massive construction —simple adijust- 
ments and accurate alignment of belt 
drums and table. Drums 4” in diameter 
and 4” wide with closed ends. All bear- 
ings oilite bronze—dustproof oi'ers. List 
Price $8.00 








No. 30 Band Saw—sturdy 10” band 
saw, practically vibrationless—cuts true 
to a line on straight cuts as well as 
radii. Rubber covered wheels guarded 
front and back—oilite bearings com- 
pletely enclosed—upper and lower 
blade guide. Altho designed for the 





home workshop, this Band Saw is prac- 
tical, efficient and economical equip- 
ment for any pattern, cabinet or repair 
shop. List Price $18.00 

Prices slightly higher west of Rockies 


Write for literature on these new ‘'bic 










value"’ tools. 


ARCADE MFG. CO. 
1201 Shawnee St. 
FREEPORT, ILL. 








ARCADE 


HARDWARE & TOOLS 











FOR SANDER RENTAL DEALERS! 


Renting the New DREAD- 
NAUGHT Speed Edger along 
with your sander makes floor 
sanding 100% easier, increases 
your customers’ satisfaction, 
and boosts your rental profits. 
It’s easy to handle, really 
dustless ; does a perfect job — 
takes the hard, handwork out 
of floor sanding. And it’s built 
for years of trouble-free 
service. 
Write at once, for details. 


CLARKE SANDING MACHINE CO. 
DEPT. HA339 MUSKEGON, MICH. 4 


The greatest sander 
value is a DREAD- 
NAUGHT. Made in 
sizes to exactly fit 
your needs—backed 
by years of 
rental ex- 
perience. 
Literature on 
request. 


‘ 























VOLUME and PROFIT 


WITH THE 


Modern Dolly Madison 


ELECTRIC ICE CREAM 
FREEZER 
Revolutionizing the Ice Cream Freezer 
Business, DOLLY MADISONS are taking 


the Muss, Fuss and Puff out of making 
ice cream in the home. 


There’s a good volume and a worth while 
profit waiting for you through the sale 
of DOLLY MADISONS. 


In the popular sizes of 2-, 4- and 6-quart. 
Ask Your Jobber 


CONCO ENGINEERING WORKS 


MENDOTA ILLINOIS 




















Battle Creek Nozzle No. 60 





‘les 


SHERMAN 


LawnHosefFittings 


A Complete Line 


The Best Value for the Money 


and Modestly Priced 


Includes: 


Clam ps—Couplings—Menders 
Nozzles—Sprinklers, etc., ete. 
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Sold thru Jobbers 


H. B. SHERMAN MFG. CO. 
Mich. 


Battle Creek 
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A Hardware Man Runs a Hospital 


(Continued from page 76) 


tions. None of the head men can 
be discharged or replaced except 
by action of the Board of Gover- 
nors, and cases seldom get up to 
the board. As a matter of fact,” 
he continued, “we are very slow 
about discharging doctors or 
nurses. It is a very serious matter 
for them to be expelled from a 
position in a hospital. It stands 
as a record against them all the 
rest of their professional lives. 
And you must remember, in this 
hospital all our people are very 
carefully selected. We only take 
them when they come with the 
highest recommendations. Those 
who are too temperamental and 
hard to handle generally have 
their finish in some other institu- 
tion, and therefore do not get to 
us.” 

“Well,” I said, “it strikes me 
that you are following the ideas 
of Plato when he laid out his 
plans for the New Republic. 
Plato’s idea was that those who 
served the state should be care- 
fully selected and go through in- 
tensive training for many years. 
Then after this training they 
should be selected for their pecul- 
iar aptitude for governing’ their 
fellow men. Wouldn’t it be great,” 
I couldn’t help but add, “if our 
lawmakers were trained, elimi- 
nated and selected in this man- 
ner. What a lot of trouble it 
would save when they finally 
reached important positions at the 
top.” 

As we talked my eye caught a 
chair in the corner of Mr. Sar- 
gent’s office. On the back of this 
chair was carved the ancient arms 
of the hospital, and on one arm 
there was a name. “What kind of 
chair is that?” I inquired. “A 
chair such as that,” he replied, 
“is given to each intern when he 
receives his diploma. It is a seat 
of honor, and when the intern 
takes his place in the hospital that 
chair is his individual property.” 
In other words, all the interns 
who pass their examinations with 
honor receive not only their di- 
plomas but their special chairs 
too. Their records are entered on 
a brass plate on the chair. 


Here are some figures that are 
interesting. In the New York 
Hospital 6500 meals a day are 
served. The hospital is the larg- 
est customer for fuel oil in the 
city of New York. It uses 100,- 
000 barrels of fuel oil annually. 
It costs $7,500 a year just to clean 
the windows. There are 12,000 
windows in the various buildings 
of the hospital. There are 2100 
employees, 500 doctors, 35 eleva- 
tors, 5522 radiators, 25,000 elec- 
tric light bulbs, 110 miles of 
plumbing, 9200 doors, 6 miles of 
corridors, and inside parking 
space for 250 cars. The hospital 
has its own electric lighting plant, 
and the capacity of the plant is 
great enough to supply light to the 
city of Bridgeport, Conn. 


Mental Cases 


In writing this article about the 
New York Hospital I feel that the 
space allotted to me is not enough 
to do justice to the subject. Here 
is another interesting fact about 
this hospital. It was one of the 
first in the entire United States 
to take mental cases. The Payne 
Whitney Clinic is the department 
of the hospital devoted to psychi- 
atry, and takes mental cases for 
observation and temporary treat- 
ment. If these cases turn out to 
be more than temporary, they are 
sent to the White Plains division 
of the hospital, formerly called 
the Bloomingdale Hospital. But 
in this division of the hospital 
only mental cases are taken that 
are believed to be curable. None 
is taken on a permanent basis. 
In looking over a report of this 
department I noticed that there 
are more mental cases between the 
ages of 34 and 39 years of age, 
than any other age, also that the 
average length of treatment is 
nine months. 

I have visited this division of 
the hospital in White Plains. It is 
a beautiful place, surrounded with 
beautiful grounds. There are golf 
links and tennis courts; in fact. it 
is more like a country club than a 
hospital. Naturally in handling 
mental cases, pleasant and agree- 
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All Spring Shooters Want 
Hoppe’s for Their Guns 


NELL these best known, most popular gun protectors 
steadily—along with every gun, along with all ammuni- 
tion, and by themselves. 


Hoppe’s No. 9 for bore cleaning and protection. 
Hoppe’s Cleaning Patches to apply No. 9. 
Hoppe’s Lubricating Oil for guns’ working parts. 
Hoppe’s Gun Grease for rust prevention. 

Standard dependables, always in demand. Attractively 
packaged. Popular prices. They bring customers in, start 
them buying. Order from your Jobber. For valuable free 
booklets on gun protection, please write us. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St., Philadelphia, Pa. 


New York, Ed. W. Simon Co., Inc., 302 Broadway. 
Los Angeles, H. L. Bowlds, 108 W. Second St. 








Representatives: 





For Better Gun Protection—Hoppe's Products 
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KINGSTON PRODUCTS CORP. 


KOKOMO, - - INDIANA, U.S. A. 
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Te JAMESTOWN 
and 
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and featuring 


Unusually Comfortable, Modern Rooms; 
Good Food, Carefully Prepared and 
Served; Every Modern Hotel Facility 
and Reasonable and Uniform Rates 








“Genuinely 
Friendly” 
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ORDER 
Nationally 


Advertised 
RED ARROW 






Pays you nearly 100% mark-up 


Order your stock of nationally advertised Red 
Arrow Garden Spray now and be ready for the gar- 
den supplies season just ahead. Customers prefer 
Red Arrow because it’s NOT A POISON to hu- 
mans, birds and pets... because it’s easy to use... 
because it saves work by killing both sucking and 
chewing insects with one spraying. National adver- 
tising in magazines and newspapers goes to more 
than 13,000,000 families. And Red Arrow pays you 
nearly double! Special #720 Profitmaker Assort- 
ment costs $5.40—sells for $10.40. Liberal supply of 
new folders to distribute to your customers free if 
you act now. Order from your jobber, or write 
today for full details. 


RED ARROW 


GARDEN SPRAY 






The McCormick Sales Co. 
Baltimore, Md. 









































































Rollfast 


BICYCLES 


THE FIRST WORD 
IN QUALITY 
THE LAST WORD 
IN DESIGN 

















The SPRING TOOTH HOE 
sells itself 


New Guaranteed! De- 
hemes to cultivate, mulch 

weed. Double edge 
blade, light and easy to 






a thousand 
uses'’ 

. . - and thousands of 
sales. For fuR particu- 
lars and prices. write 


Spring Tooth Hoe Co., Inc. 












815—9St.No. GreatFalls, ‘Mont. 


KEY BLANKS 


OF EVERY DESCRIPTION 
Also, assorted skeleton keys. 


O—="ri 


Catalogue on request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 


















lew Daisy Waterers 
for HOGS >Y POULTRY 
ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


Write for FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA, U.S.A 








able surroundings are exceeding- 
ly important. 

If any of the readers of this 
article wish further information 
about the New York Hospital and 
its activities I am sure if they will 
write direct to Mr. Murray Sar- 
gent, Administrator in Chief, he 
will be glad to send them the pam- 
phlets they have, covering the ac- 
tivities of the various departments. 
I myself, have all of these, and 
have found them exceedingly in- 
teresting. Of course, they will be 
sent free of charge. 

In concluding this article, | 
wish to quote from the New York 
Times of January 17th. On Jan- 
uary 16th, the National Institute 
of Health of the United States 
Public Health Service, made pub- 
lic a preliminary report on the 
results of a national health in- 
ventory. This survey was made 
in the fall and winter of 1935 and 
1936, and is characterized in the 
report as “a nation-wide family 
canvass of sickness in relation to 
‘ts social and economic setting.” 
Here are a few extracts from this 
report: 


Nation-Wide Convass 


“1. On an average winter day, 
a total of 6,000,000 men, women 
and children are unable to work, 
attend school or pursue other 
usual activities on account of ill- 
ness, injury or a gross physical 
impairment resulting from disease 
or accident. 

“2. About 2,500,000 persons, or 
12 per cent of these 6,000,000 
are suffering from a chronic dis- 
ease; about 1,500,000 from colds, 
influenza and pneumonia and the 
like; about 300,000 from acci- 
dents; 2500 from acute infectious 
diseases (predominantly children) 
and 250,000 from acute diseases 
of the stomach and liver and ap- 
pendicitis. 

“3. During a year, for every 
death reported there occur on the 
average 16 cases of illness dis- 
abling for a week or longer—‘in- 
dicating that health problems can 
in no sense be evaluated by the 
sole consideration of the commu- 
nity death rate.’ 

“4. On a per capita basis, every 
man, woman and child in the na- 
tion’s population suffers at least 





SURE-GRIP 


HOSE CLAMPS 


Hold Any 
Pressure 
the Hose 
Will 
Stand 


With Sure-Grips, you can meet every de- 
mand for hose clamps to fit all automobile, 
steam, air or water hose. There are more 
than 100 sizes available. 


Sure-Grips tighten to a true circle. They 
have no raw edges to rust or corrode. Fitted 
with fine quality nuts and bolts—each gal- 
vanized separately. This is a dependable, 
profit-making item. Ask your jobber or 
write us for prices. 


J. R. CLANCY, Inc. 
Syracuse, N. Y. 








ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

°| anteed quality. Real 

profit in handling 

them. 


. Write for prices. 


BRechester Sash Balance Co., Inc. 
Bechester, N. Y. 

















Write for FREE book and 

dealer prices on WARNER 

electric brooder. Best by tests. Jf 
THE Samant Se IDEAL CO., 











STEEL BRICK HODS 


Have been used 





for years 
because of 
their strength 
and lightness. 
Ne. 162 wie’ All steel 
Brick ' x7” deep 


Prices Will Interest 
The Cleveland Wire Spring Co. 
£. 38th St. and Hamilton Ave. 
@ @ CLEVELAND,OHIO @ @®@ 
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FREE DISPLAYS with MERMAID SPONGES and AMSCO CHAMOIS 








THAT'S THE SPONGE 
. « « GUESS I'LL GET 
A CHAMOIS TOO 
WHILE I'M AT IT 
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Power, Justrite Push-Clips on your 
counter will bring you EXTRA sales. 
Every home needs Justrite Push-Clips. 
Practically every customer will buy / 
them. Every buyer will REPEAT! 
Justrite Push-Clips are easy to install 
+. no tools required. Hold lamp, radio or 
telephone cords firmly; easy to remove. 
Do not mar walls or woodwork. 
No. 17 Push-Clip Display (% gross 
cards): 9 cards Ivory, 3 cards White, 9 
Cards Old Gold, 6 cards Dark Red, 6 
cards Dark Green, 3 cards Green. 


JUSTRITE MANUFACTURING CO., 2073 Southport Ave., Chicago, Ill 

















THEY START TO 
BUY ONE AND 
THEN BUY BOTH. 
THAT DISPLAY 
1S A WONDER! 










FOR 22 ASSORTED SPONGES 
AND 5 ASSORTED CHAMOIS 
HAVING A $15 RETAIL VALUE 
YOUR COST IS ONLY $9.33 AND 
—, BARREL DISPLAY IS 








NEW YORK, SAN FRANCISCO ‘Ss 
é 
DEMAND BY BRAND” 

















NO DIRT 
NO DUST 
m™ NO MUSS 


GUARANTEED 
FOR 1 YEAR 
INC. MOTOR 


Dealers all over the country who 
have tried and discarded most 
makes of sanders now endorse the 
“SPEED-O-LITE” because it is free easy payment plan and 5-DAY 
from costly repairs and break- FREE TRIAL OFFER. 


can stand the gaff of public rental PROFIT-MAKING FEATURES 
abuse. As simply and ruggedly > Sands right up to the quarter- 


built as a wagon—with advanced round, eliminates hand labor. 
features that make it the fastest ye Picks up all dirt and dust—leaves 
cutting, cleanest operating light- a ballroom finish on any floor. 


weight sander on the market. It ye NO EXPERIENCE required to run 
clicks with renter and makes him a "SPEED-O-LITE." ; 
a Satisfied Customer. The GREAT- % Ball bearing equipped throughou 
EST MERCHANDISER of FLOOR with balanced sanding drum. 
FINISHING MATERIALS ever DE- %& High speed, heavy duty, burnout 
VELOPED as actual records show proof motor. . 
material sales equal or exceed ye FREE advertising helps that bring 
rental earnings. Write TODAY for in the renters. 


LINCOLN-SCHLUETER FLOOR MACHINERY CO., INC. 


212 W. GRAND AVENUE CHICAGO, ILL. 
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(EF, TORCHES 


KNOWN 
EVERYWHERE 


No. 800 — Low Priced, Pump Filler, 
Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 





CLAYTON & LAMBERT Mc. Co. 


DETROIT, MICHIGAN 















MULTIPLE 
CONTINUOUS 
TWIST 


by Wright power 
looms. Regular 
hexagonal mesh. 
Securely and per- 
manently locked 


in place. 

G. F. WRIGHT STEEL 
& WIRE CO. 
Worcester, Mass. 
POULTRY NETTING — WIRE 
CLOTH—CHAIN LINK FENCE 
AND GATES — WIRE 


CLOTHES LINES — WIRE 
LATH 


WRIGHT wee co 


WORCESTER *- MASS 










































50°% —To Distributors —50°o 








American made. 


Write at once for catalog 
and proposition 


THE MASTERLITE co. 


Dept. GC53. 110 E. 23rd St., 


¢ FLA PrN? 


a ae ca «ne 






AIRPLANE AND BOAT 
MODEL KITS 


MEGOW 


AIRPLANES 
Gas-Powered Model Kits 
Flying Models 
Detail and Scale Models 

- 





Solid Model; 
\.AB_ retailing 






QUAKER 
6 FLASH 


SHIP MODEL KITS 
Liners, Windjammers, Yachts 
MODEL SPEED BOATS 
O-Gauge Freight Cars 
Ready-Made Parts — Supplies 
MEGOW’S, Howard & Oxford Sts., 
Philadelphia, Pa. 

217 N. Desplaines St., Chicago 


Sell guaranteed Masterlite Lamps. 
Fully 
guaranteed for 1000 hours. 








Great West. Merc. Co., 718 Mission, San Francisco 








DENISTON 





‘‘Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 


which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit- -maker 
and good will builder. Note the famous ‘Lead 
Seal’’—the lead under the head and down the 


shank actually plugs the nail hole with lead! . . 
Ask your jobber or write us for samples and de m- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 


HINDLEY WIRE GOODS 
earn their way through higher 
profits, better quality 


mean 


BRIGHT WIRE GOODS—WIRE FORMS 
COTTER PINS EYEBOLTS 


MFG. CO., 60 JOHN i’ 
HINDLEY VALLEY FALLS, R. |. 











Scro-Grill 


Wrought Iron, 
Ornamen-s- 
tal Screen Door 
Grills of rare 
charm. Fits all 
modern stand- 
ard doors; black 
finish; ten de- 
signs. 


R. H. Hutchinson 
& Co. 


1019 N. Mont Clair 
Dallas, Texas 











At dealers everywhere ; sold by 


hundreds of jobbers; adjust- 
able 24 Inches; eony- 
right & patented. List $1.25 

















Tools that Serve — 
Cutlery that Cuts 


We protect you through Jobbers 
DAMASCUS STEEL PRODUCTS CORP. 


Rockford Illinois 
















O CUTLERY 
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10 days of incapacity annually 
from illness lasting one week or 
longer. 

“5. The lowest proportion of 
sick was found in the youth group 
of 15 to 24 years, one in 40, and 
the highest in the group of 65 
years or older, one in eight.” 

One of the important units af- 
filiated with the New York Hospi- 
tal is the Cornell University 
Medical College. Young students 
of medicine at the Cornell Medical 
College have the great advantage 
of studying cases in the New York 
Hospital. 

There is also a department de- 
voted entirely to children, with 
play rooms and gardens. There 
is another very large department 
devoted to women, and about 4000 
babies are brought into the world 
annually at this hospital. 

We all admit that good health 
is the source of the greatest hap- 
piness in life, but beyond that, 
good health means efficiency and 
the capacity to be of help to 
others. 

Health should be the main in- 
terest and business of the world. 
Therefore, as well managed hospi- 
tals are the chief source not only 
of cures but of health education 
that teaches us not only how to 
live long but also how to get the 
most in usefulness and happiness 
out of the years we live, it would 
seem that public interest in hospi- 
tals should be encouraged. If this 
is true, it is surprising that there is 
so little general knowledge outside 
of medical circles of the work and 
progress of great institutions like 
the New York Hospital for the al- 
leviation and cure of disease. 

In this day of wars and bitter 
national feuds that hold life so 
cheaply, and where there is so 
much world suffering, it is cer- 
tainly refreshing to one’s soul to 
see an institution like the New 
York Hospital that has but one 
object, the relief of suffering for 
all kinds and conditions of people, 
regardless of race, creed or color. 
The greater part of this is being 
done below cost or free of charge. 
The history of the New York Hos- 
pital gives one renewed faith in 
humanity and the future of civili- 
zation. Mr. Murray Sargent is to 
be congratulated on his important 
part in this great work. 





SESAMEE 


Keyless Locks 


No Dial 
Write for Booklet 
The Sesamee Co. 

















HINE™ 


HINE 


Hartford, Conn. 
f GUN 
Cy re 44 5 


BONY 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 


HAVERHILL MASS. 








QUIT LOSING PAINT SALES 
TO COMPETITION 


Sell IDEAL paints. The complete 
low priced line of guaranteed 
paints, enamels and varnishes. 


Write direct to us for samples and prices. 


JOHN R. WATSON PAINT CO. 
3103 Beaubien St. DETROIT, MICH. 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 


-) 
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Hard-tempered steel rollers give “Speed FASTEST /: V 
~ 


Kings” 5 times ordi year without 
ings 1 s rdinary wea wi ou Roller Skate_ ~<a 





st ee? Ce TLS 









extra cost. Think of what this can mean 









to you in extra sales. Through national 
advertising, parents are learning about 
the amazing durability of “Speed Kings” 
—guaranteed for 500 miles or a full year’s 
use. Youngsters are asking for “Speed 
Kings” because of their amazing speed. 


They're the sales sensation of the century. — 
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4 Mail coupon for 1938 proposition. 


seed King SOO MILE Roller Skates 
DEALERS 


WHO INTEND 
ou 10 REMAIN 
INDEPENDENT 

ALABASTINE COMPANY OFFERS 


YOU A POWERFUL SALES PLAN 


TO INCREASE YOUR BUSINESS 
Write for full details of the Alabastine Oil Paint Exclusive BIG PROFITS in the Wor Id ’s 


Agency Franchise for your community. A proven merchan- 


dising plan which will enable you to meet and beat your Fin es t G ra $s Sh ea r 


competition of mail order houses, chain stores, department 

















stores and factory owned stores and branches. Alabastine’s @ An old “stand-by” that has been a steady profit-maker for 
policy of independent dealer protection is of long standing years. Customers like it for its “feel,” its balance and long- 
and it does build business and guarantee profits. lasting efficiency. It’s made to fit the hand and will not tire 


the user. Priced for a generous profit, too. 

Specifications : Overall length 1134”. Cutting capacity 
514”. High carbon, cold rolled steel blades cadmium plated 
to resist rust or acid. Patented toggle action stud assures 
constant self-tension and self-sharpening. No adjusting, spring- 
cleaning. 


Complete Plan for 
Monthly Merchandising 












ing or pinching. Single nut takedown for easy 


Monthly merchandising deals 
Finished with jade green enameled handle. 


back this complete line — no 
shelf warmers — insuring fre- 
quent turn over, less invest- 
ment and greater profits. This 
plan will help you clean up 
your non-moving brands and 
put you in the profit column 
this season. 













\ oe 





, ae Ask your jobber or write direct for full profit- 
) HOY SE jacaees making information. Have you seen the new 


Ty up Z Doo-Klip Wire Tightener? It’s “‘going to town.” 
SAINT IS ALLIANCE MFG. CO. 
ALLIANCE, OHIO 


Sold only 
through 


ALABASTINE COMPANY, Grand Rapids, Mich. jobbers. 
















Looking for a Hardware Store? 


Tue place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 





By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 
store you are looking for. 


Classified Opportunities Dept. 


HARDWARE AGE 239 West 39th St., New York City 
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Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
it?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned. state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Pittsburgh, Pa.: Who makes dial 
telephone locks?—Graff Bros., Inc. 
ANSWER: Lok-A-Fone Co., 55 
W. 42nd Street, New York, N. Y. 


* * * 


Brooklyn, N. Y.: Who makes the 
Challenger polishing cloths?—De 
Rosa Hardware, Inc. 

ANSWER: Challenger Sales Co., 
49 First St., New York, N. Y. 


ia * * 


Dover N. H.: Who makes the Rod- 
ney Hunt water wheels?—J. Herbert 
Seavey. 

ANSWER: Rodney Hunt Machine 
Co., 59 River St., Orange, Mass. 


* * 


Gibsonburg, O.: Who makes the 
B. & H. kerosene lamps?—Souder 
Hdwe. 

ANSWER: Bradley & Hubbard 
Mfg. Co., Meriden, Conn. 


* * * 


Westfield, N. J.: Who makes the 
Master all steel dump cart?—Tuttle 
Bros., Inc. 

ANSWER: Master Planter Co., 
4910 W. Grand Ave., Chicago, III. 
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Jacob, Ill.: Who makes the Cant 
Sag farm gates?—Miesner Bros. 

ANSWER: Rowe Mfg. Co., Gales- 
burg, Ill. 


* * * 


Brooklyn, N. Y.: Who makes the 
Bendix clothes washing machines? 
-Sydney Weinstein, Inc. 

ANSWER: Bendix Home Appli- 
ance, Inc., South Bend, Ind. 


* * * 


Berwyn, Ill.: Who makes the 
Scroo-Gripp screw holding screw 
driver?—-Dewey Benson. 

ANSWER: American Motor Prod- 
ucts Corp., 160 Varick St., New 
York, N. Y. 


* * * 


Lake Forest, Ill.: Who makes the 
Kleenti tea strainer?—Wells & Copi- 
thorne Co. 

ANSWER: Artleigh Products, 
Inc., 1133 Broadway, New York 
N.Y. 


* * 


Clearwater, Fla.: Who imports 
the Black Knight dinnerware?— 
West Coast Hdwe. Co. 


ANSWER: Black Knight China, 
Inc., 104 5th Ave., New York, N. Y. 


* * * 


Greenfield, Mass.: Who makes the 
Protection safety gasoline cans?— 
Clarke Hdwe. Co. 

ANSWER: Geo. W. Diener Mfg. 
Co., 402 Monticello Ave., Chicago, 
Ill. 


* %* 


Baltimore, Md.: Who makes the 
Dot slide fasteners ?—Baltimore Sal- 
vage Co. 

ANSWER: United-Carr Fasteners 
Corp., Cambridge, Mass. 


* + 


Minneapolis, Minn.: Please fur- 
nish the address of the Unique Bal- 
ance Co.—Gardner Hdwe. Co. 

ANSWER: 296 E. 134th Street, 
New York, N. Y. 


* + 


Youngstown, Ohio: Who makes 
the _In-A-Dor _ beds?—Wilkins- 
Leonard Hardware Co. 

ANSWER: Murphy Door Bed Co., 
173 W. Madison Street, Chicago, II. 
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Give Them Good Display 


STAR Heel Plates sell fastest when dis- 
played where “Shoppers” will surely 
see them. Bring them out into the 
open—your counter display tables are 
the place for quick sales. STAR qual- 


HEEL ity will keep customers satisfied. Sizes 
for ANY size shoes—from smallest to 


PLATES largest. How’s your stock? 


Sold by Leading Jobbers 
Send for Samples and Prices 


STAR HEEL PLATE CO. 


NEWARK N. J. 






























: SAND’S LEVELS 


— TELL THE TRUTH — 
i 1} =" oL__ - 7] 


WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND‘S-STEVENS SURFACE AND LINE 


Write for Catalog 


SAND’S LeveL & TooL COMPANY 


8631 Gratiot Ave. DETROIT, MICH. 
eee 
































A REAL ‘‘2 in 1’’ Wrench 


Sell the B. & C. No. 45 Combination Wrench 
for both pipe and nut work. Also for gen- 
eral use. It saves carrying and using two 
separate wrenches. Head, bar and shank are 
a one-piece steel forging. The Long Nut per- 
mits the whole hand to be applied in making 
adjustments, thus giving greatly increased 
power to the jaws on worn-out nuts and in. 
grasping pipe. Sturdy as Gibraltar. Inter- 
changeable parts, 5 popular selling sizes: 8 
to 18 ins. inc. No. 45—Bright finish with long 
nut. No. 46—Black finish. Order by number. 


Ask Your Jobber <o 
BEMIS & CALL Co. (fa() 
No. 45 Springfield, Mass. MARK 






















USER PREFERENCE 
ASSURES 
GREATER PROFIT 


BLOW TORCHES FOR EVERY 
PURSE AND PURPOSE 


No. 150—(Illustrated) low priced, pol- 
ished tank, massive burner, safety pump, 
smart appearance. 


Cie — Park Ave., Sycamore, Ill., 















U. S.A. 










A DRIPLESS PENETRANT 
and 

BETTER LUBRICANT) 

DOOR-EASE 6 


DRIPLESS PENETRATING OIL 

ating locks, electric motors, fans, sewing machines, bicycles, 
firearms, fishing reels, hinges, tools . . . or anything requiring a fine 
oil which préyents corrosion and rust. 

Rapidly enters*the tightest fittings and hard-to-get-at places which 
most oils do not reach. Congeals to a lasting dripless lubricant. Will 
not gum. Runs in... will not run out. 

Furnished in a refillable, 4-oz. oiler, shown above, which delivers 
either drops or a pressure stream . . . 25c list. Attractive one dozen 


display produces profitable sales. 

AMERICAN GREASE STICK COMPANY 

MUSKEGON pEPT.A MICHIGAN 
Vaughan, 


SAFETY QOL 5p 


Can OPENER 


25,000,000 women can't 
be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ...easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211.25 CARROLL AVENUE, CHICAGO. ILLINOIS, U.S. A 





































Stock and Profit with 


“G &B” QUALITY Products 
WIRE POULTRY NETTING 
Goops STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 
& SCREEN WIRE CLOTH: 
“PEARL” 


“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 


COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 
Betablished 1818. America’s Oldest Woven Wire Pactery-Manufacturors 
WIRE CLOTH, NETTING and FENCING 
Galvanized as Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Blue Island, Ili. Kansas City, Me. 
San Franeisee 


QUALITY 


Provuctrs 

















MARCH 10, 1938 


COBURN 


DOOR HANGERS and TRACK 


Fifty years of experience has enabled 

Coburn to manufacture door hangers and 

track which are second to none. 

Coburn Door Hangers are built strong for long 

service. They roll smoothly and easily with the 

heaviest of doors. 

Coburn Track was designed to reduce friction to 

the minimum. The curved lips automatically cen- 

ter the hanger wheels and prevent chafing against 

the sides of the track. 

Since 1888 Coburn Products Have Been 
Dependable 


COBURN TROLLEY TRACK CO. 
50 CANAL ST. HOLYOKE, MASS. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Set solid, maximum, 50 words....... $3.00 


All capitals, maximum, 50 words.... $4.00 
Each additional word......... .06 
Positions Wanted 
(Special Rate) set solid, maximum, 
Ge GEE cccdncccccesscnceoessec .50 
Each additional werd ........-..0.. 01 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RAGES 
One inch 
Each additional inch 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
—_~eo— 


HARDWARE AGE is published every 
other Thursday. Classified forms close 
15 days previous to date of publication. 








Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers' Salesmen, Retailers and Retail Salesmen 


NOTE 
Samples of Literature, 
chandise, Catalogs, etc., will 
not be forwarded. 
—~e— 
Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 









Mer- 








dis aaeSRS B . 








WANTED: A MAN EXPERIENCED IN 
store management, with knowledge of buying and 
selling hardware. State age, name and address of 
last employer, cause of unemployment, other ref- 
erences, yearly volume of business done by last 


employer, and salary expected. Address Box 
(-915, care of Harpware AGE, 239 W. 39th St., 
N. Y. City. 








E-B pera i ; Oo nd nikier ich 


FREE—TO HARDWARE DEALERS 


selling poultry equipment such as brooder stoves, 
feeders, fountains, etc. Many dealers get new sales 
ideas each month from HATCHERY TRIBUNE, 








Dealer Magazine of the Poultry Industry. Send us 
your name and address and we'll place you on our 
mailing list without cost or obligeticn. 

i. 


HATCHERY TRIBUNE, Mount Morris, 











MODERN HARDWARE STOCK AND 
FIXTURES for sale immediately. Must vecate 
on account of lease. Address—Welsh Hardware, 
Inc., Wooster, Ohio. 





AUTO SUPPLIES—SEND FOR FREE whole- 
sale catalog. Hundreds of items at bargain prices. 
sa -ehr Auto Supply, 16 West 61st Street, 

e ity. 





MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





FOR SALE—GOING HARDWARE AND mill 
supply business in small New England industrial 


center. A great opportunity for one who cares 
to expand. Inventory $30,000. Fixtures $2,500. 
Low rental. Owner has good reasons for selling. 


Replies strictly confidential. Address Box C-904, 





care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 
FOR SALE: HARDWARE BUSINESS 


$7,000 STOCK in small growing city in State of 
Oregon. Estabiished 14 years. Fine fishing and 
hunting section, railroad and new highway. Ex- 
cellent prospects for future. Business increasing. 
Splendid opportunity for hustler. Address Box 
C-910, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





SUPPLY 
participat- 


ESTABLISHED IN THE MILL 
business in New Jersey for ten years, 


ing associates in the specialties of belting and 
packing, electrical supplies, pipe and _ fittings, 
casters, grinding stones and wheels, will find it 


an edvantage to operate under one roof, with one 
overhead, clerk, trucking, billing, etc. There is 
ample office and storage space. This may be an 
opportunity for a successful salesman in the re- 
spective fields, who could not otherwise go in 
business for themselves, or for those already in 
business whose overhead eats up the profits. Ad- 
dress Box C-924, care of Harpware Ace, 239 W. 
39th St.. N. Y¥. City. 
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SALESMEN HANDLING BUILDERS’ 
HARDWARE OR lumber trade to handle a new 
line of Mortise Lock Sets that’s a Repeater. Ad- 
dress Box C-926, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 


A PROMINENT LOCK MANUFACTURER 
seeks representation in West Virginia and West- 
ern Pennsylvania on commission basis. Give 
complete information about yourself and what you 








are at present selling. Address Box C-913, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 
SALESMEN WANTED WHO CALL ON 


jobbers and retail hardware trade to carry a full 
line of hard fibre tool boxes and specialties as a 
sideline. Commission at first and if results are 
satisfactory drawing account will be arranged. 
All territories open. Address Box C-909, care of 





Harpware Ace, 239 W. 39th St., N. Y. City. 
SALES REPRESENTATIVE WANTED— 
FACTORY REPRESENTATIVE to _ represent 


us on patented garden implement to hardware job- 
bers on commission basis. Give full details in 
letter stating territory covered and companies 
now represented. Address—Box 911, Great Falls, 
Montana. 


AMERICA’S OUTSTANDING PAINT 
BRUSH MANUFACTURER requires the ser- 
vices of a few experienced brush salesmen with 
following in the mid-continent territory, which 
will be served out of a branch warehouse to he 
established in St. Louis. State experience and 





give references in your reply. Address Box 
C-921, care of Harpware AGe, 239 W. 39th St., 
N. Y. City. 





NEW YORK JOBBER AND MANUFAC- 
TURER wants several salesmen who call on the 
hardware stores and lumber yards in the Metro- 
politan and Long Island areas to carry a side line 
of builders’ hardware and tools. Large repeat 
orders, liberal commission—good opportunity for 
the right party. In reply state full details as to 
present lines carried. Address Box C-911, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURER OF PAINT BRUSHES 
WANTS experienced sideline salesmen, commis- 
sion basis, in Kansas, Nebraska, South Dakota, 
Arkansas. Kentucky, Tennessee, Mississipni, Ala- 
bama and Georgia. Only men with a following 








who pre willing to work need apply. Solicit 
hardware, paint, lumber and department store 
trade. Address Box C-922. care of Harnwarr 
Acer, 239 W. 39th St., N. Y. City. 
COMMISSION SALESMEN NOW SELL. 
ING TO retail hardw-re, house furnishing and 
variety stores to add line consisting of or 


standard articles made by Tllinois 

When writinz. mention lines now 
end exact territory you 
Address Box C-912, 
Si, . F. 


quick selling 
manufacturer. 
selling, trade you call on 
cover. References required. 
care of Harpware Acr, 239 W. 39th 
City. 


SALESMVEN TO SELL SIDE LINE of house- 
hold furniture items to hardware stores. Have 
solicited onlv furniture and department stores in 
the past fifteen years. now desiring exp7nsion 
throuch hardware dealers. Only conscientious. 
persistent salesmen with proner references de- 
sired. Commission basis. Summer items now 





selling. Shinning point central. Any territory 
available. Address Rox C-929. care of Harn- 
ware. Acr, 239 W. 39th St., N. Y. City. 





WANTED AGENCY FOR CANADA. HAVE 
connections with all leading departmental stores 
as furniture and hardware stores. 


as well 
dress—S. Migicovsky, 


Montreal, Quebec, Canada. 


Ad- 


5182 St. Lawrence Blvd., 





PREMIUM LINES 
appliances, 
toys, floor coverings, cutlery, etc., wanted by ex- 


GOODS, electrical 


perienced man calling 


Va., Kentucky and Indiana. 


ticulars and pictures 


Box C-892, care of Harpware AGE, 239 W. 39th 


St.. N. Y. City. 


OF HOUSEHOLD 
sporting goods, 


on this trade in Ohio, 
Please send all par- 


in first letter. Address 





I WANT TO ACT 


sentative for worthwhile product or line, covering 


New England jobbers, 


along with my regular travel. 
journal calling on industrial plants. 


New Englander and 


twenty years. 


HN. ¥. City. 


Age 42. 
ment and staff well established. 
C-925, care of Harpware Ace, 239 W. 


AS manufacturer’s repre- 


industrials, key retailers, 
Represent trade 
Am a native 


have traveled _ territory 
Married. Office, equip- 
Address Box 

39th St., 





BUILDERS’ 


ARCHITECTS AND __BUILDERS’ 
WARE _ DISTRIBUTORS CAN USE 

ADDITIONAL HIGH QUALITY-LINE FOR 
CONTRACT WORK, OR STOCK ITEM WITH 
VOLUME Ieee oor 


SENTING 
TIONALLY-KNOWN 


WANTED CONSISTS OF INDIANA, KEN- 
NNESSEE AND WEST_VIR- 


TUCKY, TE 
GINTIA. NO MORE, 
BOX C-917, CARE 
239 WEST 
CIT 


HARDWARE ENGINEER 
WITH ESTABLISHED CLIENTELE OF 


39TH STREET, NEW YORK 


HARD- 
ONE 


NOW_REPRE- 
OUTSTANDING NA 
LINES. TERRITORY 


NO LESS. ADDRESS 
OF HARDWARE AGE, 














HARDWARE MAN WANTS POSITION, 
well posted in many lines; buy, sell, merchandise 


and figure plans. 


St.. N. Y. City. 


Best of references. 
land preferred, but will go anywhere. 
Box C-891, care of Harpware Ace, 239 W. 39th 


New Eng- 
Address 





PURCHASING AGENT HAVING SYNDT- 
CATE AND Jobbing buying experience of Hard- 
ware, Mill Supplies, General Merchandise, etc.. 
desires position with reliable company; can supply 


excellent reference. A 
Harpvware AGE, 239 


Ww. 


ddress Box 
39th St., 


C-923, care of 
W.. Z. City. 





HARDWARE CLERK, 37 YEARS OF AGE, 
nine years’ experience as stock and shipping clerk 
wants a position of any kind. 
Will work on free trial to 
prove my worth if given chance for a steady job. 
Address—Ralph Coffin, 


conscientious worker. 


Washington. 


Very willing and 


1934—7th Ave., Seattle, 





SALESMAN, YOUNG, LOCATED IN THE 
desires to represent firm manufacturing 
small tools, wood working equipment, saws, sand- 


East, 


ers or kindred line. Experienced wood-metal 
worker. Now employed. Address Box c 908. 
care of Harpware Ace, 239 W. 39th St., N. Y. 


City. 
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SALESMAN, 
TO REPRESENT manufacturer of hardware, sell 
the lumber trade and retail hardware dealers in 
New York State and Metropolitan area; also 


EXPERIENCED, DESIRES 


parts of New Jersey. Best references. Good fol- 
lowing. Address Box C-906, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 


YOUNG MAN, 20 YEARS OLD, 3 YEARS’ 
experience, wishes job with wholesale or retail 
paint, hardware or plumbing supply house. New 
York City preferred. Has been in this country 
6 months. Speaks English. High School grad- 
uate in Germany. Address Box C-916, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 





YOUNG MAN, 25, PERSONABLE, ALERT, 
ambitious. At present employed. Three years’ 
experience in wholesale mill and marine supplies. 
Competent at telephone sales desk. Seeks to con- 
tact progressive organization which will train him 
for future position as outside salesman. Address 
Box C-899, care of Harpware AGE, 239 W. 39th 
St.. N. ¥. City. 





HARDWARE MAN, 37, MARRIED, 12 
YEARS’ EXPERIENCE in retail hardware, 
paints, and housefurnishings. Can make keys. 
Employed at present. Wishes position with retail 
or wholesale firm where there is an opportunity 
for advancement. Strong and_ healthy. Not 
afraid of hard work. Address Box C-914, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





HARDWARE MAN—35 YEARS OF age— 
good education—18 years’ experience, desires con- 
nection large retailer, builders’ hardware, blue 
print. schedule, detail, factory mill supply, indus 
trial equipment, complete control purchases, sales, 
management, can locate within 100 miles of 
York City, excellent references. Address Box 
C-869, care of Harpware AGE, 239 W. 39th St., 
N. Y. City. 





EXPERIENCED MAN WANTS _ PROFIT- 
ABLE LINE for New England; Connecticut, 
Rhode Island and Eastern Massachusetts. Born 
and raised in Connecticut and well known. Can 
do a real job for right company. Address—Jack 
Flynn, 670 William St., Bridgeport, Conn., giv- 
ing full details. 





YOUNG MAN, AGE 30, WITH CAR. Good 
appearance. Has had four years’ experience in 
charge of hardware, housefurnishings and large 
ware’s stockroom of a large New York store. 
Will consider job as salesman or inside job in or 
around New York City. Address Box C-907, 
= of Harpware AGE, 239 W. 39th St., N. Y. 
Aty. 





YOUR RETAIL SALES IMPROVED if given 
the opportunity to display my 15 years’ executive 
retail experience in the hardware and _housefur- 
nishing fields. Age 35, progressive, intelligent, 
with unlimited initiative to manage retail estab- 
lishment supervising buying, selling, displaying, 
personnel, etc., in either New York State, Conn., 
New Jersey, Pa., Maryland or Va. Position de- 
sired April Ist. Address Box C-893, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 








Hardware Personnel 


~ files contain applications of several hundred 
rienced and well trained employees in the 


baraware industries. 
No CHARGE TO enaeuiae FOR THIS 
ERVICE 
If we can be of any help to you, 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1808 











SALESMAN WITH ELEVEN YEARS’ 
SELLING experience, thirty-two years of age, 
married, own and drive a car. Past six years 
spent with reliable concern contacting Hardware 
and Drug Jobbers also Department Stores and 
large Retail accounts. Well acquainted with 
Westchester, Bronx, Manhattan and_ southern 
Conn. Best of references. Address Box C-918, 
care of HARDWARE Ace, 239 W. 39th St., N. Y. 
City. 





YOUNG MAN, 29 YEARS OF AGE, with 15 
years’ experience selling retail hardware and 
paint lines, desires position as traveling salesman 
with jobber or manufacturer. Have never sold on 
road. Would like to contact firm to train me for 
selling in any territory in United States. Salary 
basis or possibly combination salary and commis- 
sion with all traveling expenses paid under either 
arrangement. Best of references. Address Box 
C-919, care of Harpware AcE, 239 W. 39th St., 
W.. Y.. Cite. 

















MARCH 10, 1938 


business—or seek dependable 


position in the hardware trad 


expanding business—or wish 


Hardware Age. 


with the particular “CLASS” 


A Chilton Pu 


Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 


sales representatives—or 


contact some desirable accounts — or secure a good 


e—or need help for your 


to market a worthy prod- 


uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 


you want to redch. Year 


after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 


the confidence and following of the hardware trade. 


HARDWARE AGE 


blication 


Classified Opportunities Department 
239 West 39th Street, 


New York, N. Y. 


A.B.C.—Charter Member—A.B.P. Inc. 
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NEW! 
FREE 


All Steel — 3 
colors on alu- 
minum lace 
quer. Glass 
panel shows 
best sel- 


Sight Display Case 





















lers. Many 
ethers pic- 
tured on 
front. Ask 
$ 
your 
Jobber 
or 
write 


Combines counter dis- 
play and stock. Hinged cover 
with latch easily opened by sales person. Free 
with your own selection of Marble’s Sight assortment listing at $33 or more. 


MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U.S.A. 




















TURN Wer Preference 


<> INTO PROFITS 





Cash in on Gardiner Acid-Core Solder’s out- 
tandi tati d dability and econo- 













| a 
my. Its high tensile strength and consistent 
savings in time and material win and hold farm- 
ers, hi = holders, garages and other 
1, 5 and 20-pound spool buyers. The famous 
Gardiner Repair-All Household Package . . . 
priced to meet chain store competition with a 
full mark-up . .. will bring you the eream of the big home market. Order Gardiner 
Solder by name from your jobber. User preference assures record sales and profits. 





L 


ie 4g 


2 a) 
N SM ETAL COM, 
4821 So. Campbell Ave., Chica 





A NAIL SET 


AT 10c RETAIL! 


Hammer forged, clectrically 
tempered, properly cupped and 
beveled. Round body, knurled. 
Set contains one dozen No. 
434-D Nail Sets in assorted point 
sizes. A practical and attrac- 
tive display. of a popular tool. 
Weight per assortment, | Ib. 
No. 434-D A sure profitemaker. Order 
Nat Set from your Jobber! 


MAYHEW STEEL PRODUCTS, Inc. 
SHELBURNE FALLS, MASSACHUSETTS 

















TAKE A LOOK! 


8 PAGES 


BERNARD 


PLIERS — PUNCHES 


NIPPERS—PRUNERS 
and other SPECIAL 
PURPOSE TOOLS 


in the July 29th 
DIRECTORY ISSUE 
HARDWARE AGE 
Also includes 


BARGAIN SALES UNITS 


The WM. SCHOLLHORN CO, 
4) b 


& CHAPEL ST JEW HAVEN. CONN 











SHEFFIELD'S NEW 


BRONZE 









\ ASSORTMENT 


| Featuring popularly priced 
4, 1 oz. bottles. 6 essential 
/ colors. Beautiful litho- 
graphed all-metal display 
and stockkeeper FREE 
with small assortment. Or- 
der TODAY 
from your jobber. 





SHEFFIELD 


BRONZE POWDER & STENCIL CO 
3000 Woodhill Rd., Cleveland, O. 





DEALERS! 
JOBBERS! 


Beat the Chains by 
stocking this profit- 
able line of Electric 
Cat. No. 710 ° Cook Stoves. 

Retail from 49¢ to $3.50 

Write for our Catalogue 
MONMOUTH STAMPING COMPANY 
151 Chambers St. New York City 








SELLING LIKE HOTCAKES! 
NEW FULTON LETTER PLATES 


Dealers everywhere are stocking 
these new letter plates—taking 
advantage of the tremendous up- 
swing in sales of this beauti- 
fully finished item. A contribut- 
ing factor to their popularity is 
a gravity letter flap—an exclu 
sive Fulton feature! Regular 
steel finishes are brushed brass 
and oxidized copper; solid brass 
Plates are polished or brushed 
brass; other standard finishes 
available upon request. 








(4 = 
Write Today For Complete Information 


PATENT NOVELTY COMPANY 


305 Eighth Avenue Fulton, Illinois 
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A PROFIT IN DOLLARS, 
Not Pennies 


Carry the kind of razor you 
can honestly recommend! 
Rolls Razor has a hollow- 
ground Sheffield steel blade 
witha strop and hone to keep 
it sharp. Retail price under 
Fair Trade agreements, $10. 


ROLLS RAZOR, Ine. 
305 East 45th St., New York 


ROLLS RAZO 











BOMMER 


SPRING HINCES 


ARE THE BEST 


REPLENISH YOUR STOCK WITH 











a a BOMMER 
They are in universal demand—are quick- 
8 = est to sell—easiest to apply and the most 
o satisfactory spring hinges made. 
o 








Bommer Spring Hinge Co., Brooklyn, N.Y. L° 
Chicago Sales Office: No. 180 WN. Wacker Drive 

















THE McCORMICK SALES CO., BALTIMORE, MD. 

















Genuir° NQMES 2% SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40¢5 — SET-10cSET SAVE FURNITURE 
\7” & FLOORS-CREATE QUIET 











Name ‘Domes of Silence"’ 
on each genuine Glide. 








Domes of Silence 

Rubber Cushion Glides 

For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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It’s FREE eee 


this compact, attractive 
revolving display of 


MOOR PUSH-PINS and 
PUSHLESS HANGERS 
All you need do to get one of these handsome, 
all-metal di play cabinets is to send your jobber an 
order for 72 assorted packets of MOORE Push-Pins 
and Pushless agen When you get your cabinet, 
give it * B¢ ‘ood counter position and you will find 
sales rapidly mounting to a point that will bring you 
substantial profits. Nationally advertised to 
13,546, 645 homes and offices. 


MOORE PUSH-PIN CO. 


113 Berkley Street, Phila., Pa. 
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MOULDED RUBBER GOODS ano SPECIALTIES 


CHAIR TIPS CRUTCH TIPS 
PLAIN AND MUSHROOM BUMPERS 


e @ » 


RUBBER HEAD NAILS 


i ronersexrsumrems QB 


SUCTION RUBBERS 
SEND FOR CATALOGUE- 


THE ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON, MASS. 
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PUTTY KNIVES AND SCRAPERS 


Red Devil Putty Knives and Wall Scrapers 
range from finest cocobola handle goods to 
popular types—all unequalled for quality and 
price in their respective grades. You get 
them in handsome, new style Red Devil 
Service Displays that "up'’ sales volume and 
profits. 
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No. 20 GLAZIERS' TRIANGLE POINTS 


This 5c item is like "found" money—unusual profit 
on goods once given away with glass. A Point 
Driver, enclosed in each package, saves bunged 
fingers and broken glass. 
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25c 


It pays to push Red Devil Glass Cutters. 
They rate high as sellers in all seasons—at 
good profit. The sure cutting, precision 
made alloy steel wheel pleases experienced 
users and amateurs alike. ‘It's ALL in the 
Wheel."’ The unique Easel Counter Display 
attracts attention and buyers. 





No. 9 SANDPAPER HOLDER 
Big 25c Seller to mechanics and craftsmen. 
Paper locks fast with simple trigger clamp. 
Takes Red Devil Handy Pack Sand and 
Emery Paper, or quartered standard sheets. 











OLD LIKE A FISH HOOK 
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GRADY WEDGES 


Original Grady Patent—best 
wedges obtainable. Made of 
steel—can't chip or break. 
They barb into axe, hammer 
or other handles and ‘Hold 
Like a Fish Hook'’—no 
loosening. Very profitable 
seller. 
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jHT WORK HEAVY DUTY) REVERSIBLE BOX OR GENERAL 
PISTOL GRIP UTILITY 





LANDON P. SMITH, INC., IRVINGT - - U.S.A. 





KITCHEN DEVIL'S 10c COUNTER 


GLASS CUTTERS - GLAZIERS’ POINTS - GLASS PLIERS «PUTTY KNIVES - 


Shaped right and balanced right — they 
scrape right. Two replaceable sharp blades 
save sharpenings. Either biade used by 
simply turning handle over. Popular big 
sellers. Easel Display has attention com- 
pelling light reflecting top. Sales of extra 
blades also profitable. 


They make the dimes roll in! A real money 
maker! Cleaners of four styles in Display 
Containers of 2 dozen—one style, or as- 
sorted—""MOP," "BALL," “HANDLE” and 
"“GOLD"—the last in cellophane envelope. 
Put display on counter. Let customers pick 
out style preferred. Watch them sell! 


SMITH, Inc., Irvington, N. J., U. S. A. 








WOOD SCRAPERS « LAWN SPRINKLERS 
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(Left) Photograph: of CHIC-MESH 
after 6 years exposure to weather. 


(Right) Photo of the second piece } 
of galvanized netting put up the same 
length of time, under identical con- 
ditions. The first piece of netting §— 
rusted out in 3 years and was ree fF 
placed by the piece shown here... 
which is already badly rusted. Ask 

for folder showing certified details 

of this test. 


KEYSTONE 


" Chic-Mesh — 
Outlasts Netting TWO to ONE 


him back for more. It’s a REAL FENCE 
. made like RED BRAND farm fence, of 
copper-bearing steel wire. 


Here’s a Real Story to 
Interest Any Poultryman 


Show him PROOF that Keystone CHIC- 


“Galvannealed” 
Spaces are 1”x 2” at bottom, only 4’x 2” at 
the top. Line and stay wires are full 18 ga. 


MESH fabric will outlast ordinary galva- 
nized poultry netting two to one. Show 
him that it serves almost every purpose of 
netting; that it’s easier to stretch, stronger, 
neater. And show him that it actually costs 
LESS, erected. 


You'll get his order! 


You'll get his lasting good-will, too, for 


CHIC-MESH will please him, and bring 


Top and bottom wires, 1514 ga. Made in 
2, 3, 4, 5 and 6 ft. heights. Comes in 150 


ft. rolls. 
Stock it— show its advantages and you 
can’t help but sell it! Write for literature 


and prices. 


KEYSTONE STEEL & WIRE CO. 
Dept. P. Peoria, Illinois 


RED BRAND FENCE 


HARDWARE AGE 








